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Bowersock Advocates 
Ending Competition 
In Commission Rates 


President of EUA Holds Stable, 
Fair Basis of Compensation 
to Agents is Desirable 


PROPOSES IMMEDIATE STUDY 


Commission Competition Tends to 
Create Thought Rates Have Not 
Been Fairly Calculated 


Commissions should be removed,: if 
possible, from the realm of competition 
for the general good of all factors of 
the business, Donald C. Bowersock, 
president of the Boston Insurance Co. 
and president of the Eastern Underwrit- 
ers Association, declared at the mid-year 
meeting of the EUA at Shawnee, Pa., 
this week. He suggested that the 
EUA immediately undertake an 
haustive study of all facets of the com- 
mission problem, and in doing so work 
in conjunction with a group of repre- 
sentative agents who would be able to 
give the company committee the benefits 
of such studies as the agents have made 
to date. 

“How 


ex- 


farther this committee 
could go I do not know,” saiid Mr. 
Bowersock, “but I do feel it should be 
asked to explore all steps that might 
be taken to implement its conclusions. 
How this implementation can take place 
is not clear at the moment, but funda- 
mentally we should have no fears what- 
soever in making a study of this kind 
because in the final analysis sound con- 
clusions will be in public interest, and 
when I say that, I mean not only in the 
interest of the buying public but of pro- 
ducers and companies as well.” 


Over 150 Members Present 


More than 150 members, their wives 
and guests gathered at Shawnee Inn 
for the mid-year meeting. Several com- 
mittee meetings preceded the final ses- 
sion including an executive committee 
meeting held on Monday, with the mem- 
bership invited to join in the discussions. 

In the absence of association vice 
president, H. W. Miller, U. S. mana- 
ger of the Commercial Union Assur- 
ance, who is in England, the executive 
committee report was given by John 
Glendening, vice president of the Home, 
and acting chairman of the executive 
committee. 

Activities of the public relations com- 
mittee were detailed by Chairman John 


much 


(Continued on Page 32) 
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Heavy Ball 


A baseball player finds it difficult to describe what is known 
as a heavy ball. He recognizes a heavy ball when it is thrown at 
him, but he does not know just what there is about the throw 
that causes it to be a heavy ball. What the pitcher flings is not 
simply a fast ball, nor a curve, nor a drop of some particular kind, 
but there is something about it that is hard on the catcher. 


Thrown baseballs are not as easy to catch as a feather, but a 
heavy ball has something of the impact of iron. Some infielders 
always throw a heavy ball, punishing to the hand of the first 


baseman. 


The man who throws a heavy ball is usually a good player 
and valuable in team play, which is proved by the fact that he 
has been kept on the team. Often he is good enough to make 
the big leagues. His teammates do not enjoy catching the heavy 
ball, but they are willing to take the punishment because of the 
other good points of the thrower. 


In any business organization you may find a man who is 
able and valuable—but difficult. His associates realize that not 
everybody can be easy so they simply accept the thought that 
he throws a heavy ball. 

al 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 
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MDRT Heart. Barker 
Views On Agents’ 
Personal Estates 


Vice President and General Coun- 
sel, New England Mutual, Dis- 
cusses Many Angles 


TALKS AT BRETTON WOODS 


Assignment of Renewal Commis- 
sions, Their Spread, Retire- 
ment Situation 


annual conference of the Mil- 
lion Dollar Round Table, which was held 
in Bretton Woods, N. H., John 
Barker, vice president and general coun- 
sel, New England Mutual Life, dis- 
cussed the personal estates of life in- 
surance 


At the 


this week, 


agents. Some of the topics he 


discussed were assignment of re- 


newal commissions, retirement situation, 
spread of renewal commissions, disposi- 
of the 
of 


payment of 


after death, will 
trust, 


and 


tion of renewals 


agent, testamentary valuation 


commission interest, 
estate and inheritance taxes. 

Average Agent’s Primary Asset 

The 


agent is 


primary asset of the 


to 
and he is often tempted to 


average 


his right receive renewal 


commissions, 


gratuitous assignment of this 


“ey Ve 


make a 
to discour- 
said Mr. 
that it affords 
advantage. If an mment is 


interest. have tended 


age this practice,” Barker, 


“on the theory no spe 


cial assig 
then we 


and 


designed to take effect at death, 
that it is 
unless executed with the 
will. If, 


assigned is 


know testamentary void 
formalities re- 
how ever, 


and the 


quired by law for a 


the interest absolute 


transfer takes effect immediately, even 


then there is no income tax advantage, 
as the U. S. Supreme 
the Eubank 


commissions must 


Court has ruled 
that the 
still included 


the agent’s personal return during his 


in case assigned 


be in 
lifetime.” 
Moreover, 
the 
commission 
the 
she 


advantage 


the practical difficulties of 


other assignee re- 


the 


the 


having wife or 


ceive during 


lifetime 


payments 


of well as 
that 


outweigh 


agent, 


as 
predecease him, 


to 


hazard will 


any be gained 
gift 


possibility 


There is 
the 
that 
transfer was made in contemplation of 
death that it is, 


from a assignment. 
that 


establish 


also. the taxing 


authorities may such a 


therefore, includ- 
of the 
reporting 


and 
the gross estate 

the of 
and placing a valuation on the re- 
account for gift tax purposes. 
Finally, if the agent dies during the re- 
newal period his wife will be obliged 
to include the remaining commissions in 
her income tax return without any de- 


agent. 
the 


able in 


There is burden 
gift 
newal 


(Continued«on Page 7) 















































ATNA 


One of a series of advertisements 
dedicated to the men and women 
whose skill, knowledge and effort 
contribute so importantly to the 
life insurance salesman's success. 


HELPS YOU SELL MORE LIFE INSURANCE 


The telephone operator—she’s the heart of the 
agency’s communications system .. . the girl 
whose deft fingers speed incoming and outgoing 
calls accurately, swiftly, surely along the lines. 
Day by day, her patient attention to detail, her 
friendly courtesy and skill, help in countless ways 
to keep an agency running smoothly. Day by day, 
she helps pave the way for sales with the smile in 
her voice that builds good will among your pros- 


pects and clients. 


LIFE INSURANCE COMPANY 


HARTFORD 15, CONNECTICUT 
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Columbian National Life’s 50th Anniversary 


By CLarENcE AXMAN 


Inflation Will Always Be A 
Problem, Says Julian Anthony 


In his address before the 50th anni- 
versary convention of Columbian Na- 
tional Life in the Wentworth Hotel, 
Portsmouth, N. H., President Julian 
Anthony discussed the economic picture 
and how insurance fits into it. Taking 
the viewpoint that inflationary aspects 
of the economy will continue for some- 
time his view was that this situation 
must be recognized by the field forces. 

“However, there are always unfavor- 
able factors and influences at work which 
affect life insurance,’ he continued. 
“There are always optimists as well as 
pessimists. No matter how the pendulum 
swings the great demand for insurance 
will continue, but the field forces must 
be alert to take advantage of the most 
modern marketing sales methods.” 


Continuance of Business Upward Swing 


Mr. Anthony’s prophecy was that the 
upward swing of business will continue 
over a long cycle, but that the trend 
of increasing prices, increasing wages 
and higher prices, increasing will also 
continue. However, his opinion is that 
the future will see prevail the more 
normal rate of increase rather than the 
accentuated one of two years ago or so. 

“Much has been said and written about 
inflation, its dangers and how we must 
fight it,” he continued. While there have 
been many things done by the govern- 
ment and its various branches which indi- 
cates that inflation is not feared as it has 
been, and some serious and thoughtful 
men feel that inflation is no longer a 
problem, Mr. Anthony said he heartily 
and completely disagreed with that 
theory. 

Inflation Will Continue as a Problem 

“Inflation is and always will be a prob- 
lem,” he said. It must always be watched 
for, detected and guarded against, It 
must ever be fought because unless we 
can control it we will be consumed. 

“The present situation is that people 
are not pushing inflation ahead faster 
by forward buying, hoarding and all the 
other contributing factors as was the case 
a year or two ago. They are now using 


up some of the supplies in consumers’ 
hands which is one of the principal 
reasons why manufacturers’ and retail- 
ers’ inventories have piled up lately. 

“IT believe the people have adopted a 
much more moderate view toward selfish 
hoarding and some other things, but 
that is largely due to the fact that con- 
ditions have changed. As soon as they 
return to what they were a couple of 
years ago the snowball of inflation could 
again start rolling just as fast as it did 
then. 


Popularity of Inflation 


“T am going to say that we have so 
many inflationary tendencies today that 
over the long cycle I can see only gen- 
erally ‘good’ business,” he said. “Infla- 
tion has been going on for centuries. 
By inflation, I mean the lowering of 
the purchasing power of the dollar 
caused by the increase in the number of 
dollars in circulation, or the increase in 
the rapidity of the circulation of those 
dollars, or the reduction of productivity 
—with resultant higher prices, higher 
individual income, spending power and 
larger national income. The merry-go- 
round keeps going round and round, is 
enjoyed because the music continues to 
play a happy song. 

“The plain truth is nearly every one 
wants inflation and no one wants de- 
flation because it would hurt. At. least. 
it would appear to hurt and it would 
temporarily at least. Consequently, the 
vote today is 150,000,000 to nothing for 
inflation. The Government wants it be- 
cause it will provide the planners and 
socializers more tax revenue to spend 
and to build the giant projects they con- 
template. Workers want it because it 
will give them larger wages, perhaps 
funded pensions and a better second- 
hand car. Business men and investors 
want, it because it will mean bigger sales, 
more profits, larger dividends, higher 
stock prices. Life insurance men want 
it because these groups I have men- 
tioned will be able to spend more for 

(Continued on Page 6) 


History of Columbian National 


The Columbian National Life, which 
is 50 years old, observed its anniversary 
with a banquet at the Hotel Statler, 
3oston, attended by 600 persons and a 
field convention in Wentworth By-the- 
Sea, Portsmouth, New Hampshire. 
Speakers at the banquet were Charles 
J. Zimmerman, managing director, Life 
Insurance Agency Management Asso- 
ciation; Francis P. Sears, chairman, who 
was one of the founders of the com- 
pany; and President Julian D. Anthony. 
Mr. Anthony presented Star Producer’s 
awards to top production leaders, one 
of whom Russell A. Freeman, Idaho 
Falls. Idaho, received his 26th consecu- 
tive award. Among guests present were 
Bruce E. Shepherd, manager, Life In- 
surance Association of America; Holgar 
T. Johnson, president, Institute of Life 
Insurance; and Lee Shields, counsel, 
American Life Convention. 


How Company Was Formed 


At the banquet the newly published 
history of the company in which an at- 
tractive printing and art job was done 
was distributed. It was on June 5, 1902, 
when Governor Crane of Massachusetts 
signed the charter under which the com- 
pany was launched. No stock insurance 
company had been chartered in Massa- 
chusetts for half a century. The man 
who felt there was a fine opportunity 
for a new company was William Butler 
Woodbridge, a graduate of Princeton 
who had gone into life insurance and 
was general agent for Massachusetts 
for the old Bankers Life Co. of New 
York. With his imagination. magnetic 
personality and unusual ability as a 
salesman he succeeded in interesting a 
number of young Boston lawyers and 
financiers, all members of prominent 
Boston families. They included Francis 
Sears, Charles Warren and Gardner 
Perry. 

One man who was not convinced was 
Frederick L. Cutting who was Massa- 
chusetts Insurance Commissioner and 
opposed the granting of the charter on 
the grounds that it would be impossible 
for a new company to succeed under the 
exacting laws of the Commonwealth. 
Sears, Warren and Perry thought dif- 


ferently as they were confident that 
Woodbridge’s ideas were sound. They 
were responsible for procuring a special 
act of the legislature necessary to give 
the proposed corporation its charter. 
Governor Crane, who, by the way, was 
experienced in life insurance and at the 
time was a director of another Massa- 
chusetts life company, was sympathetic 
to the new venture. After listening to 
the objections of Commissioner Cutting 
he called in the proponents of the new 
company and was convinced that there 
was a field for it. 

Shortly after the charter was given 
the company was ready to do business 
under the leadership of President Percy 
Parker, Vice President William Butler 
Woodbridge and Treasurer Francis P. 
Sears. The first policy was for $10,000, 
insured being Alexander S. Paton of 
Leominster, Mass. 


Early Expansion Plans 


Woodbridge’s original concept . was 
that the company be national in scope. 
It was admitted in 1903 to New York 
State, Illinois and later to Missouri and 
California. At that period a common 
criticism of Eastern life insurance com- 
panies was that thev encouraged the 
concentration of capital in the East, 
thereby limiting canital exnansion in 
the West and Mid-West. The officers 
of the new company decided to institute 
a group of regional vice presidents, men 
of known ability and prominent position 
in their communities. They included 
Bayard Dominick, investment banker 
of New York: George H. Holt, Holt 
Lumber Co., Chicago: John D. Davis, 
vice president of Mississippi Valley 
Trust Co.: Frank Hawkins, an Atlanta 
bank president, and Thomas B. Stearns, 
president of the old Colorado National 
Life of Denver. During the first three 
months of 1993 the company wrote more 
than $2,000,000 of business. The com- 
panv in its first full year wrote about 


$12,000,000. 
Arthur E. Childs Becomes President 


William Butler Woodbridge was killed 
in an automobile accident in June, 1905, 
and Arthur FE. Childs who was to suc- 

(Continued on Page 18) 





Left to right—David B. Peck III, Mrs. and Mr. C. F. Lundquist, William A. Little, Mrs. and Mr. Raymond J. Clancy, all of Chicago; Charles Herman, Irving 
Frank, both New York City; Mrs. and Mr. Charles P. Phillips, home office; Alfred E. Rydgren, Bradley B. Ross, Mrs. and Mr. Lawrence Hymans, all of New York City. 
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New Officers of New York City 


Charles S. McAllister, New England 
Mutual, was elected president of the 
Life Underwriters Association of the 
City of New York, at the annual election 
luncheon meeting held last week at the 


Hotel Astor. Other officers elected in- 
clude Harold N. Sloane, CLU, Conti- 
nental Assurance, administrative vice 
president; Harry K. Gutmann, CLU, 
Mutual Life of New York, public rela- 
tions vice president; Harold A. Loewen- 
heim, CLU, Home Life of New York, 
educational vice president; Thomas L. 


treasurer. 


O’Hara, Metropolitan Life, 
were elected 


The following directors 
to serve a three-year term through 
Tune, 1955: Michael P. Coyle, CLU 
Phoenix Mutual; Matthew J. Lauer. 
Continental American; Donald L. Mal- 


lory, CLU, Equitable Society; C. La- 
mont Post, CLU; Carl M. Spero, CLU; 
Ezbon Stover, Northwestern Mutual: 


Benefit. 


Stanley R. Wayne, Mutual 
Prudential, 


Graham R. Adams, The 
was elected a director to serve through 
Tune, 1953, and Ascher M. Heller, 
Guardian Life, was elected as director 
to serve through June, 1954. 

Mr. McAllister succeeds 
Evans, Home Life of New York, sg 
president. Harold W. Baird, CLU, 
tional Life of Vermont, served as Oe 
man of the committee on iacchiatinnk 
and elections. 

Guest speaker at 
Vash Young, Equitable Life 
Society. Mr. Young is a 
lecturer and author. One of 
“A Fortune to Share,” has 
one million copies. 


Charles S. McAllister 


Charles S. McAllister gr 
Dartmouth College in 1931, with an A.B. 
degree. He entered the life insurance 
business in 1932 as a personal producer 
for Phoenix Mutual Life. In 1936 he 
was made a supervisor and in 1940 was 
made branch manager for Westchéster. 
Mr. McAllister resumed personal pro- 
duction with New England Mutual, 
Schmidt Agency, in 1944 and has been 
a field man ever since. 


John H. 


the meeting was 
Assurance 
well-known 
his books 


sold over 


aduated from 


He has rig on the board of di- 
rectors of > Westchester Life Under- 
writers’ ones and in 1949-50 as 


chairman of the board of directors of 
the Life Underwriters’ Association of 
the City of New York. He also served 
as public relations vice president and 


administrative vice president of the 


New York City Association. 

He is a member of the Million Dollar 
tengo Table of the National Associa- 
tion Life Underwriters. 


active in 


Mr Me Allister has been 


Matar 


HAROLD N. SLOANE 
Administrative Vice President 


civic affairs in Scarsdale, New York, 
where he resides and is currently serv- 
ing as president of the White Plains 
Rotary Club and as vice president and 
member of the board of directors of 
Mobility, Inc., an organization for the 
rehabilitation ’ of crippled people. He 
was one of the organizers and the first 
president of the Greenville Community 
Council, a Scarsdale civic association 
and he is a member of the Scarsdale 
Golf Club, the Candlewood Lake Club 
and Property Owner’s Association. He 
is treasurer of the New York State 
Association for Crippled Children. 

He is a member of the Dartmouth P si 
Upsilon Fraternity and the Casque and 
Gauntlet Society. Mr. McAllister has 
been a very active alumnus of his col 
lege and is now serving as chairman of 


the 25-year Memorial Fund for his 
class. 
Harold N. Sloane 
Harold N. Sloane, partner with Gru 
ber, Lynch and Sloane, general agent 


for Continental Assurance, has been in 
the life insurance business about 20 
years. He was graduated from Syracuse 
University in 1927 with an A.B. degree 
and also attended St. Lawrence Univer- 
sitv Law School. 

Mr. Sloane, who is in demand as a 
speaker, has addressed many sales con- 
gresses and many _ local agencies 
throughout the eastern part of the 
country. During the last war. he.served 


as a master of ceremonies for Stage 
Door Canteen for United Theatrical 
War Activities Committee and also was 


a member of Speakers Bureau, Treas- 
ury Department covering special events. 
He helped originate. the association’s 


Agents’ Training Course and at pres- 
ent is an instructor. He is also an in- 
structor for the state of New. Jersey 


LUTC Pilot Course on Part II. 

Mr. Sloane is past president of the 
CLU Chapter of Continental Assurance 
and was recently elected as secretary- 
treasurer of the Life Insurance Leader’s 
Club of New York City, which was for- 
merly the Million Dollar Round Table 
Club. He has served as a member of 
the board of directors, as educational 
vice president and public relations vice 
president of the New York City Asso- 


ciation. He is a member of Town Club 
of the City of New York and Crest- 
mont Country Club of New Jersey. 
Harry K. Gutmann 

_ Harry K. Gutmann entered the life 
insurance business in 1932 with the 
Kassoff agency of Mutual Life of New 
York. He has maintained the same as- 
sociation since then, except for three 


HARRY K. GUTMANN 
Public Relations Vice President 


years of Red Cross service overseas dur- 
ing the war. He was awarded his CLU 
designation in 1949, 

He has been a member of Mutual 
Life’s Field and Top Clubs every year 
since he joined the company and sev- 
eral times addressed Top Club conven- 
tions. He was the second ranking pro- 
ducer for Mutual Life during the year 
1949. Mr. Gutmann addressed the On- 
tario Sales Congress at Toronto in 1949, 
the New York City Life Underwriters’ 
Sales Congress in 1949, the Chicago Life 
Underwriters’ Sales Congress and the 
Westchester Life Underwriters’ Asso- 
ciation Sales Congress in 1950; he also 
addressed the New York City Life Un- 
derwriters’ Association and the Bronx 
branch of the association this year. Mr. 
Gutmann qualified as a member of the 


Million Dollar Round Table in 1948, 
1950 and 1951. 
His address, “Career Prospecting,” 


was first delivered at his company’s Top 
Club meeting at Mackinac Island and 
has been printed in many life insurance 
trade papers. 

He has served on the board of di- 
rectors and was educational vice presi- 
dent of the Life Underwriters’ Associa- 
tion of the City of New York, Inc. 


Harold A. Loewenheim 


Harold A. Loewenheim entered the 
life insurance business in 1932 as an 
agent for Continental American and re- 
mained with that company until 1935 
when he joined the Einstein and Salin- 
ger agency of Mutual Benefit and four 
vears later he became agency assistant. 
In 1944 Mr. Loewenheim joined the 
Home Life and after serving in various 
positions with that company including 
agency field assistant, assistant mana- 
ger and associate manager, he was ap- 
pointed manager in March of 1950. 

He is a graduate of Princeton Uni- 
versity and holds the CLU designation. 
He is a past president of the New York 
City CLU Chapter and has served on 
their board of directors for the past six 
vears, and he has served as chairman 
of the annual 1949 CLU Forum in New 
York City. In 1951 he served as vice- 
chairman of the Life Underwriters’ As- 
sociation’s Annual Sales Congress and 
this year as chairman. This Congress 
was one of the association’s best at- 
tended and most successful. 


He is a member of the faculty of the 
Life Agents’ Qualification Training 
Course. 


Mr. Loewenheim is a_ resident of 
Larchmont and is chairman of the 
Larchmont Federation of Jewish Philan- 
thropies Campaign; member of the 


Pach Brus. 


HAROLD A, LOEWENHEIM 
Educational Vice President 


ssociation 





CHARLES S. McALLISTER 


President 


Quaker Ridge Country Club; Scarsdale; 
and of the Princeton Club of New York. 
Thomas L. O’Hara 
Thomas L. O’Hara entered the life 
insurance business as an agent with the 
Metropolitan Life in 1926 and served in 
that capacity for four years and as as- 
sistant district manager for a like pe- 
riod prior to being promoted to dis- 

trict manager in 1934. 

He has been a member of the Life 
Underwriters’ Association since 1935 
and is serving as a member of the 
board of directors. He is a former 
chairman of the association’s committee 
on cooperation with attorneys; past 
president of the Metropolitan Manhat- 
tan Managers’ Association; past presi- 
dent of the Treasury Department 4-4-3 
Club, and was awarded a silver medal 
for his activities in War Bond sales 
during World War II. He is also cur- 
rently serving as vice president of the 
Life Managers’ Association of Greater 
New York, Inc.; director of the Treas- 
ury Department 4-4-3 Club; director of 
the Citizens Council Jewish Memorial 
Hospital; vice president of the Wash- 
ington Heights Chamber of Commerce; 
member of the advisory board of the 
Washington Heights-Riverside District 
Health Council; member of the West- 
chester Republican County Committee 
and a committeeman of the local Boy 
Scouts of America. 





THOMAS L. 


Treasurer 


O'HARA 
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Great progress has been made in 
protecting the health of children, espe- 
cially among those aged one to five. 
Since 1900, for example, the mortality 


other illnesses have been improved so 
much that the years of childhood are 
safer today than ever before. 

As a result of these advances, doctors 


rate for measles, whooping cough, scar- 
let fever, and diphtheria combined has 
been reduced more than 95 percent. In 
addition, methods of treatment for many 


and other specialists are now working 
toward a new goal—to bring all-round 
health to every child. This means more 
than protection against disease and cor- 





During the early years, good health habits 
can be developed that may be of benefit 
throughout life. Doctors believe that if the 
child is taught to eat the essential foods, and 
if plenty of sleep, rest, relaxation, and exer- 
cise are included in the daily routine, the 
child will be more resistant to certain ill- 
nesses that occur during the growing years. 


Specialists also say that safeguards against 
communicable diseases must not be relaxed. 
Fortunately, most of the common child- 


A child’s reactions—his fears, his resent- 
ments, his sorrows—play a vital part in his 
personality development. 


In fact, specialists generally agree that a 
healthy adjustment to life often depends on 
how the child’s emotional needs are met. 
They say that if the usual anxieties and 
conflicts of early life are dealt with patiently 
and sympathetically, the child will be better 
prepared to meet troublesome situations in 
later years in a mature way. 






































rection of physical defects. It includes 
equal recognition of all the factors that 
will help the child achieve a healthy 
emotional life. 

In order to give the child every oppor- 
tunity to develop and maintain all-round 
health, authorities stress the importance 
of the suggestions given below. 


hood diseases are under control—thanks to 


various immunizations. However, since cer- 
tain inoculations must be repeated at inter- 
vals, it is wise for parents to keep in touch 
with the doctor. In this way, the child’s 
protection can be kept up to date. 


Often a child’s health is impaired by phys- 
ical handicaps. If these are recognized early, 
it may be possible to correct them before 
they become serious. 


Of course, all children experience some of 
the emotional problems of growth. Usually 
they do not lead to lasting trouble. If, how- 
ever, a persistent behavior problem develops, 
the help of a specialist may be advisable. 

Periodic medical check-ups are also im- 
portant in maintaining all-round health 
among very young children. These give the 
doctor a chance to detect both physical and 
emotional difficulties early, and to give treat- 
ment or advice when it will be most effective. 





COPYRIGHT 1952—METROPOLITAN LIFE INSURANCE COMPANY 


This advertisement is one of a continuing series 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 Madison Avenue, New York 10, N. Y. 





sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 32,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Cosmopolitan, 
McCall’s, American Magazine, Woman’s Home 








Companion, National Geographic. 
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Julian Anthony 


(Continued from Page 3) 


insurance and the hard-to-sell prospect 
will feel he can afford the policy. This 
these people say 
demonstrate 
and what. we 
truly 


what, any of 
It is what they 
they want by their actions 
would actually find if we 
pick their minds. My conclusion that in- 
forward along with 
might, be 


is not 
they want. 


could 


march 
years 
an all-out 
depression preven- 


flation will 


many to come 


us for 
upset only by war. 

“There are many 
tion mechanisms which are so well built 
into the nation’s economy that they are 
unlikely to be changed. In many of our 
large industries the wage rate is tied 
to the cost of living 
of living goes up, wages go up so that 
the workers can buy just as 
they did before, In other words, 
unchanged, 


index. So if cost 
much as 
their 
real wages would be cer- 
tainly not cut. Such a 
large union contracts, 


provision is in 


many such as in 


the auto industry which is used as a 
pattern by small industry throughout 
the country. Then there is unemploy- 


ment insurance and strike benefits which 
labor unions pay to their employes when 
they are out, on strike. These prevent 
spending power being reduced w hen the 
contrary situation would prevail.” 

Mr. Anthony then gave examples of 
how spending power continues even 
when people get old and retire, and in- 
come from former jobs stops. He dis- 
cussed Government Social Security, pen- 
sion plans and other factors. 

“I’m for pension plans and Social 
Security in the proper amounts,” he 
said. “However, not only do pension 
plans add to retirement benefits but they 
usually require a retirement at, some 
stated age. Consider the fact that a 
man in retirement is not producing and 
vet he has money with which to main- 
tain his purchasing power. And that is 
a strong inflationary influence. 

“Then there are such very worthwhile 
things as Blue Cross, hospitalization 
plans and even accident and health and 
Group insurance which take care of tem- 
porary losses of wages—in brief, loss of 
buying power. Socially these are de- 
sirable. I’m not here to argue their 
merits. I’m only pointing out that these 
things have been ingrained in our 
American economy, and, in my opinion, 
they are here to stay and I doubt 
whether anybody very seriously dis- 
agrees with that. They are anti-depres- 
sion and pro-inflation as they all pro- 
vide purchasing power to hold up busi- 
ness when a major correction would 
otherwise take place.” 

Discussing labor he said that prices of 
commodities could not come down unless 
labor costs were cut. The unions are so 
strong that the chance of getting much 
of a cut in costs along this line seem 
very slim to him. Although there is wage 
stabilization the Government has _per- 
mitted increases in wages. 


New Inventions, Processes, Continuous 
Research 


Another inflationary force to which 
Mr. Anthony called attention and one 
usually thought, of only in its very bene- 
ficient aspects is the surge toward the 
development of new products through 
research. Americans are always wanting 
new things and anything which develops 


which attracts their fancy will be pur- 


chased in large numbers. In addition, 
there are many worthwhile new prod- 
ucts, such as new medicines, plastic 


products and so forth which will fill 
long felt needs. Thus are developed new 
markets, new ways in which to spend 
money and new processes in manufac- 
turing which create additional purchas- 
ing power through money expended for 
plant construction and other factors. 

Probably the biggest inflationary force 
at present time is rearmament. Natural- 
ly, the cost of material alone is terrific. 
“This entirely unproductive expense for 
an armament machine only sets up pro- 
duction, grinds up dollars, shoots those 
dollars out faster than anything else | 
can think of,” he said. “We are en- 
gaged in the greatest armament race the 
world has ever known. We have set 
ourselves to produce more weapons of 
all kinds than Russia, When we think 
of the cost in money for providing a 
few atomic bombs, jet planes and super- 
sonic planes, just to mention a few 
things, the array of tax bills is stagger- 
ing. The money spent, in this direction 
goes out in wages primarily: wages to 
mine the metals, to get out the other 
raw materials, wages to make them into 
steel, to fabricate their parts, to put 
them together, to test them and an army 
of men to experiment with them as well 
as research people to improve upon them 
before they get into production. 

“Tt is my opinion that this armament 
program is apt to be a permanent feature 
of our economy for a decade or two as 
there is no indication whatsoever that 
Russia wants a peace or a truce in 
Korea. 

“While I have enumerated some 
major forces which influence the infla- 
tionary trend, and therefore make for 
‘good business,’ and which mean _ they 
are in for a long cycle, there are short 
cycles, too—periods of a year or two. 
We have been, for instance, in a short 
cycle of hesitancy and readjustment. It 
could continue further this year, but the 
fact that it is an election year has 
seemed to stir everybody having to do 
with controls and prices in Washington 
into doing something to stimulate the 
economy. Apparently, no political party 
can afford to let business be bad in an 
election year. In any event, that is what 
the current administration at W ashing- 
ton is working on. So there is every in- 
dication that 1952 will continue to be ‘a 
good year.’ 4 


Growing Life Insurance Market 


Mr. Anthony 
insurance market, 
surance and they 

“The people of 
never been better 


then discussed the life 
People want life in- 
can afford to buy it. 

this country have 
able to afford life 
insurance,” he continued. “National in- 
come is the highest it has ever been. 
Once a man starts a life insurance pro- 
gram he can keep on paying for it even 
in the event of temporary slow periods 
in the economy. The thoughtful people 
surely want to protect their families 
against those emergencies or catastro- 
phies to take care of which life insur- 
ance is designed. Social Security and 
private industry benefit plans provide 
minimum amounts of protection for mil- 
lions of people. While Social Security 
benefits are supposed to be at sub- 
sistance levels they certainly do not pro- 
vide anything in the way of luxuries or 
comforts. On the other hand, these So- 
cial Security programs have educated 
a constantly growing number of persons 
to a recognition of their need for, and 


of the value of life insurance. They 
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have made additional insurance impera- 
tive in many cases.” 


Favorite Assets of U. S. Families 


Mr. Anthony then gave statistics 
illustrating the growth of life insurance 
in this country with the in force figure 
at the end of 1951 being $253 billion, 
or more than double what it was a decade 
ago. Figures of Institute of Life Insur- 
ance show that life insurance is the 
favorite asset of American families. 

In a survey conducted for Federal Re- 
serve Board by Survey Research Center 
of University of Michigan in 1949 the 
percentage of consumer units (families) 
owning life insurance was 77%. 2 
most popular asset was ownership of 
home or farm which was held by 45% of 
the consumer units. Government bonds 
were also held by 45% and savings ac- 
counts by 44%. Life insurance owner- 
ship goes up rasiliy as income increases. 
For the income group of $2,000 to $3,000, 
for instance, it is about on the aver- 
age for the entire population—actually 

. It goes up to 90% for the income 
group between $3,000 and $4,000 and to 
95% for all groups above this figure. 

It is disturbing to find, however, that 
life insurance owned per family has gone 
up less in the decade than has the na- 
tional income per family, “However, at 
the present time, our business seems 
to be holding its own in this respect,” 
he said. 

In conclusion President Anthony 
asked what life insurance companies can 
do in making its pace and the industry 
more effective. In his opinion there must 
be adopted new methods of merchandis- 
ing and distribution of the product. 

“High button shoes are not sold any 
more and we don’t drive around from 
house to house in wagons,” he said. 

“There are more modern techniques 
we must find which are adaptable to 
life insurance selling.” He asked the 
field men present to analyze their work 
methods and learn whether they are in- 
terviewing more people than formerly 
when transportation and communication 
were not so simple. Are they selling 
policies for larger amounts than was 
formerly the case? Is their Prospecting 
as intelligent as it should be in view 


of the vast amount of information avail- 
able today? Is their selling more scien- 
tific and have they reduced their real 
overhead as their own insurance in force 
climbs, or are they merely adding to it? 

Another point he made is _ that 
not just how the agent sells, but where 
he sells must be taken into considera- 
tion. 


Speakers at Convention 


Of Columbian National 
Charles C. Robinson, vice president, 
Columbian National Life, was chairman 
of opening session of 50th Anniversary 
convention of that company at Went- 
worth, N. H. Frank L. Shoring was 
chairman of second day’s 
Frederick M. Smail of third day. 

Following are speakers with their 
titles: Review of policies, rates and pro- 
visions and change liberalizations, Mr. 
Smail; 1949-1952 field service develop- 
ments, Mr. Shoring; selling the $5,000 a 
year prospect who needs it, but thinks 
he can’t pay for it, William T. Rudman 
and Raymond F. Guido; same theme 
with $15,000-a-year prospect, William 
Harmelin and Raymond J. Clancy. 

Accident and Health forum, 
Christopher F. Lee, chairman, and these 
speakers—David A. Truman, John J. 
Morgan, Jr., Clayton F. Lundquist and 
Donald F. Nesbitt; business 
panel with Milton I. Weiss, chairman, 
and William Aydelotte, J. Touchstone 
Jones and Theodore A. Johnstone speak- 
ers; underwriting, Henry W. Cook, Jr.; 
“How I Use Salary Allotment,” John J. 
Woods; “How I Make Them Pay-Off,” 
Norman G. Marks. Concluding talks 
were made by President Julian D. An- 


session and 


with 


insurance 


thony, Leo R. Porter and Charles C. 
Robinson, the latter making the closing 
address. 
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Million Dollar Round Table Meeting at Bretton Woods, 





Adam on How Age Group 
Facts Affect Marketing 


SWINGS IN POPULATION 
In MDRT Talk Penn Mutual Life Presi- 
dent Stresses Significance of 
alanced Outlook 





In a talk before Million Dollar Round 
Table in Bretton Woods this week 
President Malcolm Adam of Penn Mu- 
tual stressed the necessity of balance 
in life insurance. In brief, a sense of 
proportion. One of the most vital as- 
pects of balance is a proper allocation 
of time. 

“There is always more than enough 
to do,” he said, “in respect to ap- 
proaches, prospecting, fact-finding inter- 
views, planning and working up presen- 
tation and sales. To divide your time 
wisely between these varied forms 
of activity is no easy job, but it must 
be done and through balance. Balance 
must also figure in selling methods and 
It certainly is important to 
agents in their selection of markets. 
Many agents in strictly ordinary compa- 
nies have concentrated on professional 
men, business activities and other white 
collar workers. It is difficult to get some 
of them interested in the “blue collar” 
market despite mounting evidence of in- 
creased ability to buy among those 
highly skilled technicians who work with 
their hands as well as their heads. If 
the agent is to make the most of his 
opportunities in a changing world he 
must maintain some balance in the mar- 
kets in which he works.” 


Insurance Marketing With Respect to 
Age Groups 

Another aspect of the need for bal- 
ance in life insurance marketing is bal- 
ance by age groups. During the decade 
of the ’40s the population of this coun- 
try increased by about 19,000,000, by far 
the greatest growth in any 10-year pe- 
riod in our history. Since 1940 the in- 
crease by April, 1952, is estimated to be 
about 25 million, or 19% more people 
than we had 12 years ago. The post-war 
birth rate is up substantially and the 
average length of life is increasing with 
the result that there are more young 
children and more old people. Of the 
overall average increase of 19% in popu- 
lation almost half of the total net gain 
has been among children under 10, due 
to marriages and birth rates since the 
war. But at ages 10 to 19 there has 
actually been a decrease of almost a 
million and a half persons since 1940. 
This is due to abnormally low birth rate 
during the depression years. 

From a life insurance standpoint the 
huge growth in the market for junior 
insurance is noted, and that’s a group 
which is often overlooked as source for 
future clients. The important immediate 
implication in this large increase in num- 
ber of young children means that there 
is more need for insurance protection 
on the lives of both parents—life insur- 
ance on the father for income replace- 
ment, and life insurance on the mother 
to provide funds for care of the children 
should she die while they are still young. 
not only are there more dependent chil- 
dren than ever, but they will be de- 
pendent longer. The value of college 
education i is more w idely recognized and 
there is an increasing trend toward 
longer schooling with more young peo- 
ple entering professional schools or en- 
gaging in other post- -graduate studies 
for extended periods of time. 


Larger Families in Middle and Higher 


Income Group 
Mr. Adam said that in general large 


techniques. 


Large Number of Speakers 
At Conference of MDRT 


The annual conference of Million Dol- 
lar Round Table at Bretton Woods this 
week, opened with a talk by Robert 
S. Albritton, Provident Mutual Life, 
Los Angeles, telling how MDRT has 
grown since its first meeting a quarter 
of a century ago. Isaac C. Kibrick, 
New York Life, Boston, who came to 
this country as an immigrant, then told 
how he had grown. His production rec- 
ord has been an amazing story of suc- 
cess. At a business panel, presided over 
by Walter N. Hiller, the moderator was 
Eugene Rappaport, Pacific Mutual, Chi- 
cago. On the panel were Dan A. Kauff- 


man, Northwestern Mutual, Chicago; 
Harry R. Schultz, Mutual Life of New 
York, and Carl P. Spahn, Equitable 


of Iowa, Chicago. 

Next came an estate planning panel 
with Herbert P. Karlsruher presiding. 
Moderator was Kenneth R. Mackenzie, 
New England Mutual, Boston. On panel 
were Adolph E. Gilman, Northwestern 
Mutual, Baltimore; Sadler Hayes, Penn 
Mutual, New York; and John Kellam, 
National of Vermont, New Canaan, 
Conn. 

G. Nolan Bearden, New England Mu- 
tual, Beverly Hills, Cal., presided at a 
session Sunday morning. The speakers 
were John Barker, Jr., in “Planning an 


Agent’s Own Estate” and Russell O. 
Bennett, Chicago, lawyer, on whether 


members of MDRT should incorporate. 

President Charles E. Cleeton, National 
Association of Life Underwriters, and 
Malcolm Adam, president, Penn Mutual, 
spoke on Monday morning. In the after- 
noon was a symposium on Employe 
Benefit Plans which included an analy- 
sis of plans of 500 leading American 
corporations. Laurence J. Ackerman, 
University of Connecticut, was chairman 
of this session. Also speaking Monday 
were Burton A. Zorn, New York attor- 
ney, and Willard E. Solenberger, Social 
Security department, UAW-CIO, De- 
troit. Speakers Tuesday included Wil- 
liam J. Casey, president, Business Re- 
ports, Inc., New York; .. Lasser, 
senior partner, J. K. Lasser & Co., New 
York, and V. Henry Rothschild, II. 
Dr. Norman Vincent Peale, minister of 
Marble Collegiate Church, New York 





City, had as his address “Confident 
Living.” 
families were pretty well confined to 


the lowest income groups and their chil- 
dren had little ——- the market for 
Ordinary insurance. Trend toward larger 
families in the middle and higher in- 
come groups has been recent develop- 
ment. The greater number of children 
in these families mean a need for much 
more insurance on the lives of their 
parents now and on lives of children 
themselves both now and in years to 
come. 

Discussing the older ages Mr. Adam 
said they are able to buy larger amounts 
of insurance. Because of high taxes and 
low interest rates, it is practically im- 
possible for most people to accumulate 
enough to provide for old age except 
by life insurance. Self-employed and 
professional men, specially, in these age 
groups should be buying more Retire- 
ment Income. 

In commenting on the teen-age group 
Mr. Adam said: “When you sell a 
young man you are going to become his 
life insurance advisor and remain his 
life insurance advisor. And you are going 
to sell him constantly as his needs 
change and his ability to buy grows. 
Old policyholders have always been an 
important source of new business to 
successful field men. When you take a 
good look at this 10 to 19 age group you 
can see that it’s not just a good idea 
but a necessity. This need for holding 
on to your old policyholders as well as 
obtaining new clients is just another 
example of the importance of balance.” 


SHOULD MDRT’S INCORPORATE? 


Subject Discussed at Bretton Woods 
Conference by Russell O. Bennett, 
Chicago Attorney 

Russell O. Bennett of Crowell & Leib- 
man, Chicago lawyers, had as his topic 
at MDRT conference this week whether 


members of the Table should incorpo- 


rate. 

He summarized his review by saying: 
“I suggest that if your business is con- 
ducted in a state in which incorporation 
is permifted, and if you are able to 
obtain a corporate contract from your 
insurance company, then you should 
weigh the advantages and disadvantages 
of the corporate form as they apply to 
your own business, both in the field of 
taxes and in fields other than taxes.’ 
Although due regard should be given to 
the fact that certain of the favorable 
tax consequences have not been clearly 
established judicially, “you may conclude 
that incorporation will be of benefit to 
your business and will at least offer the 
prospect of worthwhile savings in taxes,” 
he commented. 

Mr. Bennett said that approximately 
half of the states will not grant an 
agent’s or a broker’s license to a corpo- 
ration. 





NALU Important Bar to 
Socialism Says C. E. Cleeton 


President Charles E. Cleeton of Na- 
tional Association of Life Underwriters 
be a speaker before the Million Dol- 
lar Round Table conference in Bretton 
Woods this week. He is a member 
of MDRT. 

Calling attention to the big stake 
MDRT members have in the future of 
life insurance he declared that only 
through a strong and vigorous NALU 
can the agency system, as it has been 
conducted, be preserved against social- 
istic encroachment from both Federal 
and State levels. He also urged MDRT 
members to participate actively in both 
local and national association matters 
because of their influence on NALU 
members who may have aspirations to 
become members of MDRT but have 
not made the grade. 

Discussing the building fund 
paign for the projected new headquar- 
ters of NALU President Cleeton said 
that the first list of “charter builders” 
those contributing $100 or more and 
whose names will be on bronze plaques 
in the new building, is ready for publica- 
tion and will be brought up to date with 
each issue of Life Association News. 


cam- 





MDRT Elects as Chairman 
W. T. Earls of Cincinnati 


At Bretton Woods, New Hampshire, 
the Million Dollar Round Table elected 
Willkiam T. Earls, CLU, of Cincinnati, 
chairman succeeding Walter N. Hiller, 
CLU, Penn Mutual, Chicago. Mr. Earls, 
long a member of MDRT and one of 
best known production managers in the 
country, is general agent, Mutual Bene- 
fit Life. His father is a prominent gen- 
eral insurance agent in Cincinnati, and 
his grandfather, the late Thomas E. 
Gallagher, was Western manager of 
the Aetna (Fire). 

New vice chairman of MDRT is G. 
Nolan Bearden, New England Mutual 
Life, Beverley Hills, Cal. Herbert P. 
Karlsruher, CLU, New York Life, New 
York City, has retired as a member of 
MDRT executive committee. 


Companies Hosts of MDRT 


On June 14 at Bretton Woods the 
National Life of Vermont was host at 
an informal reception honoring members 
of MDRT. 

Host at the banquet on June 16 was 
John Hancock. 


N. H. 
MDRT 25 Years Old 


The annual MDRT conference was 
held in Bretton Woods, N. H., begin- 
ning with Saturday of last week. It was 
the 25th anniversary of MDRT. 

The first chairman was Pau! F. Clark, 
now president of John Hancock. He was 
succeeded by the late William M. Duff, 
who was then associated with the Ed- 
ward A. Woods agency of Equitable So- 
ciety in Pittsburgh. Next five chairmen 
in rotation were late George E. Lackey, 
Massachusetts Mutual, Detroit; Earl G. 
Manning, John Hancock, Boston; Theo- 
dore M. Riehle, Equitable Society, New 
York; Robert A. Brown, Pacific Mu- 
tual, Los Angeles; and M. J. Donnelly, 
Equitable Society, New Castle. 

In 1934 Thomas M. Scott, Penn Mu- 
tual, Philadelphia, became chairman and 
was succeeded by Caleb R. Smith, 
Massachusetts Mutual, Asheville, N. C. 
Some succeeding chairmen follow: 
_Harry T. Wright, Equitable Society} 
Chicago ; Grant Taggart, California: 
Western States, Cowley, Wyo.; Jack 
Lauer, Cincinnati; Paul C. Sanborn, 
Connecticut Mutual, Boston; Henry G. 
Mosler, Massachusetts Mutual, Beverly 
Hills; H. Kennedy Nickell, Connecti- 
cut General; Chicago; Robert P. Bur- 
roughs, National Life of Vermont, Man- 
chester, N. H.; Ron Stever, Equitable 
Society, Los Angeles; A. J. Ostheimer, 
III, Northwestern Mutual, Philadelphia; 
John E. Clayton, Massachusetts Mutual, 
Newark; Louis Behr, Equitable Society, 
Chicago; Harold S. Parsons, Travelers, 
Los Angeles; Paul H. Dunnavan, Can- 
ada Life, Minneapolis; Paul W. Cook, 
Mutual Benefit, Chicago; Theodore 
Widing, Provident Mutual, Philadelphia; 
and John O. Todd, Northwestern Mutual, 
Chicago. 





Room Hopping 
MDRT Sessions 


One of the most interesting features 
of the Million Dollar Round Table gath- 
ering in Bretton Woods, N. H., this 
week was the “room hopping” sessions. 
At various rooms different topics were 
assigned for discussion. There were 
about a dozen of these sessions. All 
of ge — had to do with professional 
sale life insurance. 


John Barker Talk 


(Continued from Page 1) 


duction from net income for estate taxes 
paid. 

If the assignment during the agent’s 
lifetime is for a valuable consideration 
there is still a possibility of gift tax lia- 
bility for the value of the interest as- 
signed in excess of the consideration 
paid, and the renewal commissions would 
also be taxable as ordinary income to 
the assignees. 


Retirement of Agent 


Every agent is necessarily concerned 
with the problem of stabilizing his fu- 
ture earnings to provide a comfortable 
livelihood in the years in which his pro- 
ductivity has declined because of sick- 
ness or retirement. In a modern society 
so conscious of achieving freedom from 
care and want, there are four possible 
methods whereby he can accomplish this 
end. The first, said Mr. Barker, is to 
take advantage of the benefits which are 
available by reason of the 1950 amend- 
ments to the Social Security Act, either 
by qualifying as a full-time life insur- 
ance salesman or as self-employed. Sec- 
ond, he could devote the same energies 
to the forehanded planning of his own 
personal affairs as he has on behalf of 
his clients and include retirement in- 


(Continued on Page 14) 
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John J. Plumb Gets New 
Post With Prudential 


DIRECTOR OF FIELD TRAINING 





Formerly Associate Director of That 
Division; Successor to Howard 


A. Austin, Jr. 





John J. Plumb, who has been associate 
director of field training of The Pruden- 
tial, has been advanced to director of 
that division. As announced briefly in 
last week’s issue of The Eastern Under- 
writer, he replaces Howard A. Austin, 
Jr., who was recently appointed as su- 





PLUMB 


JOHN J. 


perintendent of agencies in charge of 
the company’s Ordinary agencies in the 
metropolitan region. 


With Company 14 Years 


Mr. Plumb’s new assignment 
the culmination of 14 years of Pruden- 
tial service, the greater part of which 
has been spent in sales and sales train- 
ing work. He joined the company in 
1938 immediately after being graduated 
where he had 


marks 


from Duke University 
been elected a member of Phi Beta 
Kappa. During the first four years of 


his Prudential career, he served in the 
actuarial and settlement options depart- 
ments at the home office. Then followed 
the war and three years with the Navy 
in which he attained the rank of lieu- 
tenant. 
After his 
the company’s 


discharge he switched to 
Newark agency as an 
agent. Shortly thereafter he was ad- 
vanced to the position of assistant 
manager in charge of a group of agents 
and then was given more general agency 
management responsibilities and desig- 
nated an associate man uger. It was 
from this position that he was brought 
back to the home office, a year ago, as 


associate director of field training, 


BMA Holds Indiana Meeting 


A four day school for first year men 
in a five state area was held by the 
Business Men’s Assurance at Mitchell 
Indiana, June 9-12. The school mwas 
conducted by the branch managers from 
Tennessee, Indiana, Ohio, Illinois and 
Wisconsin, assisted by Profes ssor Nelson 
G. Grills of the University of Indiana 
Schoo] of Law. 

Following the school there was a two 
day sales meeting for the entire Indiana 
state organization on June 13 and 

At this meeting the home office was 
represented by J. W. Sayler, vice presi- 
dent; C. M. Barricklow, assistant to vice 
president; J. <A. Criswell, manager 
A & H claims; and Cletus Pueschel, 
home office underwriter. Manager Noel 
liams of the Indianapolis office presided 
over the business sessions. 


TIAA Assistant Actuary 

Appointment of William K. Nicol as 
assistant actuary of Teachers Insurance 
& Annuity Association was announced 


by R. McAllister Lloyd, president. The 
staff edition reflects the continuing 
growth of the association which now 
serves more than 75,000 educators in 
600 educational institutions in the 
United States and Canada, Mr. Lloyd 
said. 


Mr. Nicol was formerly with the Equi- 
table Life of Canada. He is a graduate 
of the University of Toronto and served 
in India with the Royal Canadian Air 
Force. An associate in the Society of 
Actuaries, he is a candidate for a fel- 
lowship in that organization. 


Talks to Cleveland Leaders 


The adjustments in policy and prac- 
tice which life insurance companies have 
made to keep abreast, of changing con- 
ditions during recent years formed the 
thesis of a talk delivered by George 
Willard Smith, chairman, New England 
Mutual, before an audience of business 
and financial leaders in Cleveland last 
week. 

The luncheon, which was under the 
direction of E. Clare Weber, CLU, gen- 
eral agent of New England Mutual in 
Cleveland, was held in the Statler. 


Bruce Fouche on Staff of 


Institute Press Division 


Bruce Fouche, formerly publicity news 
editor of Columbia Broadcasting System, 
more recently account executive of 
Verne Burnett Associates, has joined the 
staff of the Press Division of the Insti- 
tute of Life Insurance. He will concen- 
trate on radio and television activities. 

Prior to going with the Institute, Mr. 
Fouc he handled publicity for Life maga- 
zine’s “National Golf Day” and was 
affiliated with H. A. Bruno & Associates 
in publicizing the 36th International 
Flower Show. 


Jack Boone Promoted 

Jack Boone, associate manager of the 
Jack White agency, Los Angeles, of The 
Prudential, has been promoted to asso- 
ciate regional manager in the western 
home office. 

Joining Prudential as an agent at the 
San Bernardino district office in 1938, 
Mr. Boone transferred to the Jack 
White agency in Los Angeles in 1946. 
He was promoted to assistant manager 
a year later, and in January, 1951 he 
opened the Santa Barbara agency office 
asa detached office of the White agency. 
In August, last year, he was promoted 
to associate manager, and returned to 
Los Angeles. 





success. 


the Equitable of lowa. 








rd series of advertisements outlining advantages enjoyed 
NUMBER ONE by field underwriters of the Equitable Life of lowa 


SCREENED FOR 


SUCCESS 


Reta underwriters of the Equitable Life 
of lowa are carefully screened to make sure that 
they have selected a field of endeavor for which 
they possess abilities and aptitudes conducive to 
The most scientific selection processes 
available are employed for this purpose in order 
that only those individuals clearly adapted to field 
underwriting will be accepted for training. In this 
way, the chances for successful careers are greatly 
enhanced for those who qualify for contracts with 


HOUITABLE 


FOUNDED IN 1867 IN DES MOINES 


OF IOWA 








Heads New Mass. Mutual 
Agency in Jamaica, N. Y. 





B. WILLIAM STEINBERG 


Massachusetts Mutual Life has an- 
nounced the opening of a new general 
agency in Jamaica, New York, and the 
appointment of B. William Steinberg, 
CLU, as general agent. The agency of- 
fice will be located at 163-18 Jamaica 
Avenue. 

Mr. Steinberg entered the life insur- 
ance field in 1948 as a representative of 
the Solomon Huber Agency of Mutual 
Benefit Life in New York City. During 
his first year with that company, he 
ranked with the top six first-year men 
in earnings. In 1950, he was made di- 
rector of preliminary training in the 
agency and in 1951, won the company’s 
Builder Trophy for the most outstand- 
ing results in organization building and 
that same year was selected as the top 
supervisor. 

A native of New York, he is a gradu- 
ate of New York University, an in- 
structor in the Life Underwriters Train- 
ing Council, a faculty member of the 
New Agents’ Training Course of the 
New York City Life Underwriters Asso- 
ciation, and assistant editor of the Life 
Association Bulletin, published by the 
New York City Life "Underwriters Asso- 
ciation. He also holds memberships in 
the New York City Chapter of the 
\merican Society of Chartered Life 
Underwriters and the Young Men’s 
Board of Trade, Inc. He has received 
the National Quality Award twice. 


J. A. Hawkins, Agency Head 
Midland Mutual Life, Dies 


J. A. Hawkins, 70, agency vice presi- 
dent and a director of Midland Mutual, 
died June 12 in Mt. Carmel Hospital, 
Columbus, O. He had undergone an op- 
eration June 10. 

A veteran of nearly a half-century in 
the life insurance business, Mr, Hawk- 
ins joined Midland Mutual in 1922 as 
manager of agencies, coming from Min- 
neapolis. He was made vice president 
and manager of agencies in 1939 and 
named agency vice president in 1950. 

Mr. Hawkins attended Indiana Uni- 
versity and received a law degree in 
1903 from Indianapolis College of Law. 
A past member of the board of direc- 
tors of Life Insurance Sales Research 
3ureau, he was a member of the Colum- 
bus Life Underwriters Association and 
the National Association of Life Under- 
writers. 

He entered the life insurance business 
as an agent of the Equitable Society 
and was associated with Pioneer * Life 
and Lincoln National Life before joining 
Midland Mutual. 
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Guardian Life 


Managers, supervisors and leading 
producers from 37 agencies of Guardian 
Life of America met at the Greenbrier 
in White Sulphur Springs, W. Va., on 
Tune 5, 6 and 7. It was the Eastern re- 


gional meeting of Guardian Leaders 
Club. 
Agency Vice President Frank F. 


Weidenborner, chairman at the opening 


session, introduced retired manager 
Leon L. Tripp, Albany, N. Y., who de- 
livered the invocation. Mr. Weidenbor- 


ner in the absence of President James 
A McLain, who was on a tend-day in- 
tour of some of the nation’s 
installations in the Southeast 
invitation of Secretary of De- 
fense Robert Lovett, welcomed the 
Leaders and their families, and pre- 
sented the 1951 production awards. 
Highlights included the awards to six 
Guardian agents who are members of 
the 1952 Million Dollar Round Table: 
J. S. Miller, A. J. Arumann, CLU, Jo- 
seph Zamzok, all of New York; J. P. 
Poole, CLU, Atlanta; M. D. Rosenberg, 
Jr, Washington; Sam Baum, Denver. 
A 35-year service pin was presented to 


spection 
defense 
at the 


C. E. Meanor, Pittsburgh, who cele- 
brates his 58th wedding anniversary this 
month. 

Mr. Rosenberg, Guardian’s leading 


producer in 1951 and current leader in 
volume this year, spoke on some of the 
fundamental principles that help him 
sell. He stressed the importance of 
preparing thoroughly for the interview 
before entering the prospect’s office; 
having an “angle,” or idea, that 
“get through” to the prospect and acti- 
vate him into buying; keeping the plan 
simple and expressing it in non-technical 
language: remembering the necessity 
for regular, daily prospecting; suggesting 
a larger policy than the prospect expects 
to buy because he can afford more in- 
surance; being enthusiastic about the 
benefits which insurance provides. 
Agency Director Edwin J. Phelps pre- 
sided at the second business season 
The opening speaker was D. J. Bailey, 
Boston, who explained how Guardian’s 
Graph-Estate method of programming 
had helped him close a wide variety of 
cases during his four years with the 
company. Manager T. J. Miles, Tampa, 
reminisced about his “Forty years with 
the Guardian.” He explained the scien- 
tific sales methods of today with those 
current when he entered the business. 
Among other things he stressed the 
importance of “repeat business.” 
CLU Panel 

The session concluded with a panel dis- 
cussion by 12 of Guardian’s CLU’s. With 
Assistant Agency Director Warren M. 
Pace as moderator, they discussed the 


will 


Meeting at 


White 


significance of the American College of 
Life Underwriters which celebrates its 
25th anniversary this year; prestige 
value of the CLU designation; value of 
the knowledge gained in study of and 
its application to estate planning, tax 
situations and pension cases. There was 
general agreement that the CLU course 
was helpful whether the CLU be in 
management, personal production, or 
brokerage work, and all participants 
felt that the time required to complete 
study courses had no adverse effect on 
the student’s current production. After 
the meeting, there was a CLU luncheon at 
which Mr. Weidenborner presided. 
Manager Glen Reem, of  Roches- 
ter, was elected president, Bernice 
Eichenbaum, Kansas City, vice presi- 
dent, and Paul Van Horn, director of 
field training, was made secretary of 
Guardian’s CLU Chapter. 

The closing session was presided over 
by John C. Slattery, director of public 
relations. This meeting opened with a 





FRANK E. WEIDENBORNER 
talk by J. S. Miller, who discussed 


accident and health insurance in rela- 
tion to life insurance sales. He is author 
of a book on A. & H. Following Mr. 
Miller’s talk was a meeting of members 
of the Atlanta agency, participants in- 
cluding ie Holcombe T. Green, 

P. Poole, S. M. Gershon, J. E. Norris 
and E. H. Matting gly. 


President McLain Talks 


President James A McLain was able 
to be present the last day. He flew to 
Greenbrier that morning from Norfolk, 
Va., the final stop on his tour of the 
defense installations. Mr. McLain con- 
gratulated the Leaders on their excel- 
lent record in recent years, which led 
to the Guardian’s achievement of the 
billion-in-force mark on May 26 of this 
year. He then gave a brief highlighting 
of his impressions gained from the de- 


Sulphur Springs 





JAMES A McLAIN 


fense tour he had just completed, and 
surveyed the business outlook for 1952 
under three headings: the state of the 
nation, the state of the life insurance in- 
dustry, and the state of the Guardian. 

He concluded his remarks by announc- 
ing that the company had just received 
the approval of the Salary Stabilization 
Board to increase first-year commissions 
to agents and brokers on a number of 
policy forms by an additional 5%. The 
increase is effective on all Ordinary 
life, Limited Payment Life, Preferred 
Risk, and Family Guardian contracts is- 
sued by the Guardian on or after May 
I, 8952. 


AMA Meeting Dates 


Additional dates for Agency Manage- 
ment Association meetings have been 
announced, in keeping with its policy of 
scheduling meetings well in advance. 

The Combination Companies Commit- 
tee has set its spring conference sched- 
ule through 1956. Named earlier .were 
1953-1956 meeting times for the annual 
meeting, Small Companies 
and Accident and Health Meeting. 


Conference 


Here are the Combination Companies 
Conference dates: 1953—April 20-22; 
1954—April 26-28; 1955—April 25-27; 


1956—April 30-May 2. 
Next year’s Combination 
meeting will be held at the Plaza Hotel, 
New York. Future 
yet been chosen. 
Established for the Large Companies 


Companies’ 


locations have not 


Conference are the following dates: 
1953—April 27-29, The Homestead, Hot 
Springs, Va.; 1954—May 10-12, Seig- 


niory Club, Quebec, Que. 





First Group: Retired Manager Jewell A. Tyson of Philadelphia; Manager and Mrs. W. Li. McLain of Pittsburgh; P. L. 





Heller, manager at Willi port. 


d Group: J. J. Gaine, Manager J. Elton Bragg, CLU, Associate Manager Channing 


Davis, all of New York-Bragg agency; P. B. Schwartz of New York-Eisendrath agency. Third Group: Manager Jack War- 
shauer of Brooklyn; Manager J. M. Eisendrath of New York; J. J. Sutton of Oneida, N. Y. 


Central Standard Life 
Agency Dep’t Changes 

CAREERS OF NEW APPOINTEES 

H. G. Johnson, Donville S. Fairchild, 
R 


. H. Carlson, E. W. Engelcke and 
K. J. Naselius Advanced 





Several promotions in the agency de- 
partment of Central Standard Life were 
announced recently by President E. H. 
Henning. 

Henry G. assistant 


Johnson became 


agency director and Donville S. Fair- 
child was named agency secretary. Roy 
H. Carlson and Edward W. Engelcke 


were appointed director of agencies, in- 
dustrial division and director of agen- 
cies, intermediate division respectively. 
Benjamin Getzoff became director of 
field service and Keith J. Naselius field 
service assistant 
Careers 
An insurance 


veteran, Mr. Johnson 


has a background of many years in 
home office agency work. He has been 
associated with Illinois Bankers Life 


for the last 14 years where he served 
in several agency positions including 
agency secretary and assistant director 
of agencies. Mr. Johnson also continues 
in his position as assistant secretary of 
Central Standard Life. 

Donville S. Fairchild has a broad in- 
surance background. After graduation 
from the University of Nebraska in 1924 
and until 1932 he was a member of the 
actuarial department of Bankers Life 
of Nebraska and Woodmen of the 
World. He was appinted chief under- 
writer and assistant actuary of Service 
Life of Omaha in 1932. On October 1, 
1950 he joined the Central Standard 
Life as manager of the accident and 
health department which position he 
held until his present appointment as 
agency secretary. 

Roy H. Carlson, joined the Central 
Standard Life in February, 1951, as a 
field supervisor in the ordina ary depart- 
ment. Prior to his affiliation with the 
company he had been associated with 
the John Hancock for more than seven 
years, the last two years as assistant 
district manager. Mr. Carlson was ap- 
pointed superintendent of agents, in- 
dustrial division of the Central Standard 


Life, in January, 1952. 

Formerly with the Continental Com- 
panies, Edward W. Engelcke, joined 
Illinois Bankers Life in 1937 .as as- 


sistant manager of the Chicago district 
office. He later assumed the manager- 
ship of the Chicago office and, in June 
of 1950, was appointed as superintendent 
of the intermediate division for the com- 
pany. 

Colonel Benjamin Getzoff has been 
with Central Standard Life for 14 years, 
since 1946 as manager of the sales pro- 
motion department. Prior to his service 
in World War II he was a partner in 
a Chicago sales promotion firm. 

Keith J. Naselius has handled adver- 
tising and sales promotion activities for 
Illinois Bankers Life since November of 
1949. He is a journalism graduate of 
Northwestern University and a navy 


veteran of World War II. 


Promotes George I. Powell 

George I. Powell, formerly supervisor 
of field service, has been appointed man- 
ager, sales promotion and services by the 
Great- “West Life. He will be re sponsible 
for sales promotion in both the life and 
accident and health branches of the 
company and will continue to direct the 
Field Service department and “The 
Bulletin,” Great-West’s field magazine. 

Mr. Powell joined Great- Ww est in 1945 
as sunervisor of field service, following 
service in the Royal Ciambien Air Force 
He entered life insurance at Toronto 
in 1933 as a branch secretary. Four 
years later he went into the field as an 
agent and subsequently became a branch 
manager for an eastern Canadian life 
company. 
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Arthur B. Wood Dead; 
Sun of Canada Chairman 


HAD WORLDWIDE REPUTATION 





Twice President of Former Actuarial 
Society of America; Joined 
Sun in 1893 





Arthur Barton Wood, 81, chairman of 
Sun Life of Canada, recognized through- 
out the world as an outstanding figure 
in life insurance, died suddenly in Royal 
Victoria Hospital, Montreal, June 14. 
He had especially been honored in the 
actuarial world, having served two terms 
as president of the former Actuarial 
Society of America. He was a past 





ARTHUR B. WOOD 


Canadian Life Insurance 
Officers Association. A Fellow of the 
Institute of Actuaries (Great Britain), 
he also was winner of the Molson Gold 
Medal for mathematics and natural 
philosophy. He was a former director 
of Phoenix Assurance Co. and of the 
Montreal General Hospital. For several 
years he had been on board of gov- 
ernors of McGill University. At Mc- 
Gill’s spring convocation in 1950 he was 
one of four prominent figures, drawn 
from the fields of British politics, pub- 
lishing, foreign affairs and Canadian fi- 
nance, to receive honorary doctorates of 
law. He was a director of Royal Bank 
of Canada, Crown Trust and Howard 
Smith Paper Mills. 


president of 


Insurance Career 


Mr. Wood joined the Sun Life in 1893, 
even years later becoming assistant ac- 


tuary. He was advanced to chief actu- 
ary in 1908 and was appointed vice 
president and actuary in 1923. In 1932 


he became vice president and managing 
director; was elected president two 
years later and in 1950 was named chair- 
man of the board. 

He had been chairman of the Salva- 
tion Army’s advisory board for Greater 
Montreal; was active in other welfare 
organizations. In 1949 he served as hon- 
orary chairman of the $1,500,000 building 
campaign conducted by Young Women’s 
Christian Association in Montreal. In 
his early days he played cricket; in later 
days did well at golf. Another post he 
had held was president of Royal Mont- 
real Curling Club. Mr. Wood belonged 
to numerous prominent clubs and was a 
life member of Montreal Amateur Ath- 
letic Association. He was a past grand- 
master of Grand Lodge of Masons of 
Quebec and was a member of Rotary. 


J. C. W. COPPESS DEAD 
J. C. W. (“Cal”) Coppess, 82, for 43 
years general agent in Greenville, Ohio, 
for Lincoln National Life, died June 7. 
His son, Robert R. Coppess, succeeded 
him in running the agency. 


N. Y. Managers Outing 


The annual golf outing of the Life 
Association of Greater New 
York, Inc., was held recently at Bonnie 
Briar Country Club, Larchmont, N. Y. 

Over 100 members and their guests 
participated in golf, tennis, swimming 
and other events. The day’s activities 
were concluded with a dinner presided 
over by Vice President Thomas L. 
O’Hara who acted as master of cere- 
monies in the absence of President 
Harry Krueger, CLU, who has been 
hospitalized due to illness. 

Included among the guests at the head 
table were Alfred J. Bohlinger, Superin- 
tendent of Insurance; Holgar J. John- 
son, president, Institute of Life Insur- 
ance; John H. Evans, president, Life 
Underwriters’ Association of the City 
of New York, Inc.; A. Robert Jacobs, 
president, Life Supervisors Association 
of New York; Thomas L. O’Hara, vice 
president of the association; Lambert 
M. Huppeler, CLU, secretary-treasurer 
of the association; George T. Aranyi, 
co-chairman of the outing; Louis W. 
Sechtman, CLU, committee member; 
Timothy W. Foley, committee member; 
Matthew J. Lauer, chairman of the asso- 
ciation’s planning committee, and Jack 
R. Manning, executive manager of the 


Managers’ 





41 Maiden Lane 





WANTED — LIFE MANAGER TO GO ABROAD 
To operate a branch office or hold responsible management position 
foreign home office, must have both agency and home office experience. 
Foreign experience desirable 
Age: 30 to 35, married or single. Salary, open. 
Reply confidentially in own handwriting, giving educational back- 
ground, experience and personal data. 
Box 2106, The Eastern Underwriter 


New York 38, N. Y. 








association and the Life Underwriters’ 
Association of the City of New York, 

Inc. Mr. Bohlinger spoke briefly. 

Prizes were awarded to winners in 
the various golf categories by Co-Chair- 
man Aranyi and other prize winners 
were presented their gifts by Messrs. 
Sechtman and Foley. 

The outing committee consisted of 
John A. McNulty, CLU (absent because 
of son’s graduation from Fordham); 
George T. Aranyi, co-chairman; David 


A. Carr, Timothy W. Foley, Willis F. 
McMartin, CLU, and Louis W. Secht- 
man, CLU. 


NAMED ASSISTANT MANAGER 

The Promotion of Masaichi Yanagi- 
hara to assistant manager of the Ha- 
waiian Trust Co. Ltd., agency of The 
Prudential, was announced by Glen A. 
McTaggart, manager. A native of Hono- 
lulu, Mr. Yanagihara attended Honolulu 
public schools the University of 
Hawaii where he majored in Commerce. 

Prior to joining Prudential in 1941, 
he was associated with the California 
Packing Corp. and the Retail Credit 
Co., both in Honolulu. 
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Norman T. Carson, Agency Vice-President, 
Security Mutual Life Insurance Company, 
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HEARD On The WAY 











In the accompanying picture Harry 
Gardiner former manager of John Han- 
cock, 225 Broadway, New York City, is 
shown standing in front of the Rock of 
Gibraltar taken during his recent Medi- 
terranean cruise. The Rock of Gibraltar, 
long used by Prudential Insurance Co. 





Harry Gardiner at Gibraltar 


as a symbol of strength, is at the 
southern end of Spain facing North 
Africa where Mediterranean runs into 
the Atlantic Ocean. A fort on the rock, 
first used in 711 A.D., was built by a 
Moorish chief. Galleries, hewn out as 
tunnels in the limestone substance, 
with occasional chambers, contain com- 
plete batteries of guns. A great sight 
on the “Prudential” side of the Rock is 
the waterworks with its tremendous 
catchment area. A total of 38% acres 
has been covered by sheets of corru- 
gated iron which collects 600,000 gallons 
of rain per inch of rainfall. Reservoirs 
capable of storing 9,000,000 gallons of 
water lie below the catchment areas. 

The overall size of the Rock is three 
miles long, three-quarters of a mile 
broad and on the side fronting the 
Mediterranean has a minimum height of 
1,361 feet. 





A week-long celebration in honor of 
Nathaniel Bowditch on the 150th anni- 
versary of his publication, “New Ameri- 
can Practical Navigator,” was held this 
month. One of America’s greatest scien- 
tists, outstanding mathematician and as- 
tronomer, and also an actuary, he served 
a term as president of American Acad- 
emy of Arts and Sciences. 


Uncle Francis. 


Union Central Changes 
Robert H. Stuebing, assistant vice 
president, Union Central Life, has re- 
tired at his own request. Marshall C. 
Hunt, former personnel director, has 
been elected assistant vice president. 
Gerald Q. Cecil, former supervisor of 
claims, has been elected personnel di- 
rector. 





New ALC Members 


With the admission to the American 
Life Convention of the Pioneer National 
Life, Topeka, Kan., and Commercial and 
Industrial Life, Houston, Tex., the ALC 
now has 232 member companies in 43 
States, the District of Columbia and 
three provinces in the Dominion of 
Canada and represents 98% of the life 
insurance in force with legal reserve 
companies in the United States. 




















You Are Invited! 


To celebrate our Twenty-Fifth Anniver- 


sary Year with us. Come join our poli- 
, cyowners and agents who have been as- 
sociated with us for these long years. 
Our policyowners—because our service 
fulfills their every need; our agents—be- 
cause of our liberal commissions and 


wholehearted cooperation. 


You, too, are invited! 


Bankes Ne 


Life Insurance Company 
MONTCLAIR, Nn. J 
RALPH R. LOUNSBURY, President 





W. J. SIEGER, V. P. & Supt. of Agencies 


LIFE e ACCIDENT e¢ HEALTH ¢ HOSPITAL 











Managers Call Davidson 
“Outstanding Agent” 


EQUITABLE, NEW YORK, HONOR 





Baker Designated “Outstanding District 
Manager”; Wandling President 
of Old Guard 





William D. Davidson, CLU, Chicago, 
who is president of the Life Underwrit- 
ers Association of that city, and who 
was spokesman for agents of the coun- 
try at agency forum of Life Insurance 
Association of America at its recent 
Virginia Hot Springs forum, received 


WILLIAM D. DAVIDSON 


another honor this month. He was voted 
“outstanding agent of Equitable So- 
ciety” at the 75th annual meeting of 
the General Agents and Managers As- 
sociation of Equitable held at Claridge 
Hotel, Atlantic City. A. T. Baker, Nor- 
folk, Va., was voted “outstanding dis- 
trict manager.” Lee Wandling, Wisconsin 
manager of the Society, was elected 
president of the Old Guard organiza- 
tion. 

Mr. Davidson is with the Warren 
Woody agency in Chicago and has been 
since 1933. He specializes in life insur- 
ance usage in estate and tax problems 
and in business life insurance, pensions 
and profit-sharing plans. Each year for 
a decade he has written more than 
$1,000,000. 

Mr. Baker has been with Equitable 
28 years. In 1948 he became located in 
Norfolk, Va., and since that time has 
demonstrated unusual ability as a sales 
manager. In the past four years he 
has increased the Equitable’s percentage 
of life insurance done in his territory 
from slightly more than 2% to almost 
8%. ‘ 


Form Lincoln Nat’! Agency 

Henry A. Feustel has joined J. F. 
Hackman in the formation of the Hack- 
man-Feustal Agency of Lincoln National 
Life with headquarters in Los Angeles. 

Mr. Feustel began his life insurance 
career 20 years ago in New York City 
where he remained for six years before 
moving to Newark, New Jersey, as a 
supervisor in a prominent life insurance 
agency. During his first six years in 
the business, he was a member of his 
company’s app-a-week club. In 1948 he 
moved to California as assistant manager 
in Beverly Hills. 

Mr. Hackman has represented Lin- 
coln National Life in Los Angeles since 
1925 and was installed as a member of 
the company’s Quarter Century Club at 
the company’s 1950 convention. He has 
been a frequent qualifier for the com- 
pany convention clubs and in 1947 was 
president of the Minute-Men Club. 
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Keith Smith Made Agency 
Organizer Franklin Life 


KEITH S. SMITH 
Franklin Life of Springfield, IIl., has 
appointed Keith S. Smith national 


agency organizer, it was announced by 
President Charles E. Becker. Mr. Smith 
has been the leading producer during 
the past two years he has been with 
Franklin and has been a member of 
the Million Dollar Round Table for the 
past eight years. 

Formerly a leading producer for John 
Hancock Mutual, Mr. Smith entered life 


insurance while still a science teacher 
in Kankakee, Ill. High School, After 
service in the army he reentered life 


lenge selling in 1944 qualifying for 
MDRT that year and every year since. 
He wrote $2,000,000 i in 1946, 


Boston Mutual Leaders 

Boston Mutual Life announces that in 
the 1952 President’s Trophy competition 
new d@nsurance sales totaled $14,973,618. 
The Haverhill district won the trophy 
in competition with the 30 district offices 
of the company in New England. Presi- 
dent Jay R. Benton stated that Lau- 
rence P. Ackerson, in his second year as 


a district manager, provided the lead- 
ership which bri yught victory. This is 
the first time that Haverhill has won 
top “weet for new sales on an aver- 


age-per-man_ basis. 
Runner-up districts were Portland and 


Lowell, Managers William M. Walsh 
and Irving M. Miller, respectively. 
Haverhill also produced the leading as- 


sistant manager in Francis Trainor and 


the le ading agent for the entire com- 
pany in William F. O’Brien. Mr. O’Brien 
won top laurels with a combined new 


volume of $118,800 for the four months’ 
period. 


Aetna Life Appointments 


The promotion of William H. Holmes 
to pension trust supervisor for Aetna 
Life and the appointment of Carl P. 
Anderson as pension trust representa- 
tive has been announced. 

Since joining the Aetna Life as agen- 
cy assistant in 1948, Mr. Holmes has 
been concerned with the development of 
the company’s pension trust business. 
He entered the insurance business in 
1929 and was engaged in group insurance 
work a number of years before going 
with the Aetna Life. 

Mr. Anderson, who will assist Mr. 
Holmes in the pension trust field, be- 
came associated with the Aetna Life in 


1939 and subsequently has served as 
agency cashier at the company’s gen- 
eral agencies at Richmond, Nashville 


and Boston. 





Postal Life Agencies at 
Binghamton and Brooklyn 


Postal Life, New York, has appointed 


general agencies in Binghamton and 
Brooklyn. William A. Orband is the 
general agent in Binghamton, and 
Messrs. Seymour A. Baron and Al A. 


Karduna are the principals in The 
Brooklyn Agency. 
The William A. Orband Agency was 


Mr. Orband. 


Antonio Gen- 


founded and is headed by 
He, and his two associates, 
tile, district manager, and Charles E. 
Styles, Jr., recently visited the home 
office. Mr. Orband entered life insurance 
with the Columbian National Life. Later, 
he formed his own agency. 

Mr. Baron, general agent, attended 
the City College of New York, and was 
in the Marine Corps for six years. He 
then joined the Canada Life as broker- 
age supervisor, his position before join- 
ing Postal. 

Al A. Karduna, sales production man- 
ager, is well known in Brooklyn where 
he has been in business for 16 years. 
He has a wide experience as a pro- 
ducer, brokerage supervisor and general 
agent. Their new office is at 66 Court 
Street. 


Prudential Southeastern 
Regional Office Planned 


Chattanooga—Richard L. Moore, presi- 
dent of the Chamber of Commerce here, 
has returned after a conference with 
home office executives of the Prudential 
Southeastern. 
southern 


concerning location of a 
home office. He said seven 
cities are being considered with Chatta- 
nooga placed high on the list. The plan 
entails construction of an office build- 
ing to cost between $10,000,000 and $12,- 
000,000. The branch home office would 
employ 1,200 to 15,000 persons. The 
Prudential now has regional home offices 
in Los Angeles, Houston, Toronto, is 
building its Mid-America office in Chi- 
cago, in addition to the head office in 
Newark, N. J. 


HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















R. J. Tietze Now Assistant 
To Manager H. H. Wilson 


Robert J. Tietze, who has had a wide 
variety of agency experience, has re- 
joined the Wilson agency, Equitable 
Society, as assistant to the manager, 
Horace H. Wilson. Mr. Tietze was with 
the agency from 1936 to 1941. Prior to 
that and from 1941 to 1952, he was con- 
nected with two major life insurance 
companies, with time out for three years 
of military service. 

Mr. Tietze was twice president of 
the Life Agency Cashiers’ Association 
of City of New York. He lives in New 


Hyde Park, Long Island, where he is 
treasurer of the Dads’ Club of Covert 


Avenue School and _ vice president, 
Men’s Club of St. James Lutheran 
Church. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, III. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 



























THE 9-STAR PRESCRIPTION 


For the doctor, lawyer, or any prospect who must provide his own old- 
age income, the LNL man likes to prescribe our 5-Star Annuity. 


Optional maturity dates enable the policyholder to begin his income early 
or late — any time from age 50 to 70. This low net cost, participating policy 
provides life insurance protection in addi- 


contract. 


The 


tion to annuity benefits. 
survivor options are right in this flexible 
What's more, family income, 
family protection and other riders may be 
added, and waiver of premium, disability 
income and double indemnity are available. 


This attractive 5-Star Annuity is another 
reason for our proud claim that LNL is 
geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, 


Its Name Indicates Its Character 


Joint and last 


Indiana 
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“Grand Ole Opry” Show 
Of Nat L. & A., Here 

APPEARING ON ASTOR ROOF 

Star Roy Acuff, Composer and Singer, 


Heads Troop; Ran for Tennessee 
Governorship 





For years one of the biggest attrac- 
tions on the radio, especially with 
Southern audiences, is the “Grand Ole 
Opry” broadcast which originated in 
1925 and has gone over the waves from 
the WSM station of National Life & 
Accident Insurance Co., Nashville, every 





Walden S. Fabry 
ROY ACUFF 


Saturday night the year-round ever 
since. A half hour of it is also on NBC’s 
full network every Saturday. This sus- 
tained record is one of the most popular 
things on the radio, particularly on a 
52-week basis. Most shows are not 
strong enough to continue on the air 
in the summer. 

The Hotel Astor, Broadway and 45th 
Street, is featuring some of the per- 
formers of the National Life & Acci- 
dent’s “Grand Ole Opry” for 16 weeks 
this summer. The star of the show is 
Roy Acuff. Appearing with him is a 
group of ten boys and girls, and the act 
is called “The Smoky Mountain Boys 
and Girls.” 


Ran for Governor of Tennessee 


Quite a personality, Acuff has been 
on the program for the past dozen 
years and to many “Grand Ole Opry” 
listeners he is the Opry. In addition to 
his talents as an authentic and sincere 
folk musician he is an extremely suc- 
cessful business man. Four years ago he 
ran for Governor of Tennessee as a 
Republican and although defeated he 
polled more votes than any Republican 
has ever received in Tennessee for any 
office before or since—about 200,000 
votes. 

Roy, who has been recording for Co- 
lumbia records for many years, has 
twice received from Columbia the gold 
record which it presents to artists who 
make a recording which exceeds a mil- 
lion platters. Incidentally, he owns a 
music publishing firm in Nashville and has 
made the hit list on a number of occa- 
sions with numbers his outfit has pub- 
lished. He has made several movies for 
Republic; owns Dunbar Cave, a sum- 
mer resort about 40 miles from Nash- 
ville which consists of a hotel, a lake, 
several hundred acres of land and the 
cave as well. 

In an interview with The Eastern 
Underwriter Acuff said he was living 
in the Smoky Mountains of eastern 
Tennessee when he became fascinated 
listening to the “Grand Ole Opry” 
broadcasts sponsored by National Life 
& Accident. He felt he could compose 
and sing hillbilly songs and for five 


into partnership, he established The 








John L. Watts Dies 
John L. Watts, general agent of Pa- LIFE INSURANCE 


cific Mutual Life, died in Chicago re- 


cone. Pistnning with Pacific Mutual a a N i WA L PURCHASED ON 
as a field representative in the accident EQUITABLE BASIS 


department 40 years ago, he became su- 


petintendent, and subsequently manager, RENEWAL PURCHASE COMPANY 


of the company’s Eastern Railroad Di- 


vision. In 1936, taking his two sons 60 Cedar Street, New York 5, N. Y. BOwling Green 9-0109 











Watts General Agency of Pacific Mu- 


tual in Chicago. One son, Robert L. , i : : : 

: : ’ ’ early stages of his career. 

is now Pacific Mutual general agent at Berkshire Life Holds Recruiting and selection procedures 
Dallas, Texas; the other, John L. Jr., School for Supervisors — explained in, an be W. Raskin 
carries on the general agency he and urey, vice president an ee 


Hart. agency vice president. Stanley (¢ 


‘is fat ilt. Fifteen recently-appointed supervisors 
his father built ' : yar cones a Newton, superintendent of agencies, was 
The late Mr. Watts had served as from thirteen general agencies of Berk- jn ch: irge of arrangements for the school 
president of the Pacific Mutual Agency shire Life attended a week-long school and in addition, served as a member of 
Association and for many years was a at the company’s home office in Pitts- the faculty. Berkshire selection and 
. , Sahay ° a. . ‘ y rere reviewed by V. E 
member of its executive committee. field, Mass. The school was designed to training tools were reviewed by V. E. 


Alcombright, director of field service. 

le itera A eta Ne : ; Robert S. Schoonmaker, Jr., accident 
years tried unsuccessfully to land on 4amentals of recruiting, selection and and health department secretary, ex- 
the Nashville station’s program. At in- training of new agents and to familiarize plained the advantages to be derived 
tervals he would hitchhike to Nashville them with Berkshire Methods. Empha-_ by the new agent through being able to 
in an attempt to land on the National offer his clientele complete coverage. 
L. & A.'s program. He finally broke 3erkshire sales aids ——— direct 
into radio with 2 small band of his as ; ; - mail were covered by L. Hendershot, 
own and featuring his first song “The underwriting to the ah Meat and ot assistant secretary and Wolk of sales 
Great Spreckled Bird. following through, particularly in the promotion. 


acquaint new supervisors with the fun- 





sis was placed on the important job of 
properly presenting the career of life 


“saan onineaie 








Prudential security plans sell because they serve 








Prudential’s Ownership Control Plan sold these Closing was easy. This case practically sold it- 
New Jersey super market owners on their need self, thanks to the Ownership Control Plan. 
for business insurance. Without it I would have lost the sale.” 


Prudential man, Leonard Garrett, placed $10,000 


of Modified 5 on each of the four partners. If one of these partners should die, the surviving 


Garrett says, “At the start, I met with real sales partners would have the cash to buy out his 
resistance. But with each step in the presenta- share. In addition the family of the deceased 
tion I felt my prospects warming up to the idea. | would be protected from a forced liquidation. 


The Ownership Control Plan is a four part sales kit designed to 
sell every type of business insurance case. It makes business 
insurance easy to understand — easy to sell. For details, write 
to The Prudential, Newark, N. J. 


The above facts are based on an actual 
case, but true identities are not given. 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 
A mutual life insurance company 











Newark, N. J. Houston, Texas 
Los Angeles, Calif. Toronto, Ont. 

















Page 14 









pannreneree 
\y EE aa 








June 20, 1952 





John Barker Talk 


(Continued from Page 7) 


come in his individual insurance pro- 
gram. 

A third source of comfort will be the 
pension plans available to the full-time 
agents of a majority of the life compa- 
order to gain the tax 


the Government, a 


nies today. In 
savings granted by 
retirement plan must qualify under Sec- 
Internal Revenue Code, 
“employes.” It 


tion 165 of the 
which limits the plan to 
only last year that the 
include full-time 


code was 
insurance 
There is 
can be 


was 
amended to 
agents who qualified for S.S 
some doubt as to whether this 
expanded to include general agents, but 
in any case no plan should be devised 
without due regard to the specifications 
set forth in the code. 

In one case where an agent’s retire- 
ment plan was reviewed by the Bureau 
of Internal Revenue and where the 
agent acquired a nonforfeitable right to 
an annuity at retirement, the Commis- 
sioner ruled that the value of such an- 
nuity must be included in the agent’s 
gross income in the year of his retire- 
ment on the theory that this is con- 
structively received by him as an addi- 
tional compensation. This ruling con- 
cerned a plan which did not meet the 
requirements of Section 165. 

Spread of Renewal Commissions 

There is a fourth method whereby the 
retirement status of the life underwriter 
may be improved, and this is by an 
election to spread his renewal commis- 
a longer period than is spe- 


ons over 
cified in his basic contract with the 
company. If this relates to business 


written after the election is made, con- 


tinued Mr. Barker, then the commissions 
will be taxable as income in the years 
received. Where the business is on the 


of election, however, 
the tax consequences are doubtful, and 
the authorities will probably contend 
that the agent has “constructively re- 
ceived” the commissions to which he 
would have been entitled if no election 
had been made. It is this doctrine of 
“constructive receipt,’ sometimes re- 
ferred to as “economic benefit,” that 
poses the greatest obstacle to the elec- 
tion of spread commissions. 

In order to effectuate this system, it 
may be necessary for the company to 
establish a reserve fund on an actuarial 
and in one such instance the Bu- 
an informal ruling that 
the agent would be treated as in receipt 
of income to the extent of this fund. 
The reasoning behind this ruling, which 
was premised upon the “economic bene- 
fit” supposedly flowing to the agent 
from the reserve fund, seems unsound; 
and it is to be hoped that, in time, the 


books at the time 


basis, 
reau has issued 





EXCELLENT LOCATION FOR 


COMPANY 
MEETINGS 


LUNCHEONS, DINNERS, PARTIES 


Private rooms for 10 to 3000. 

Wonderful values! 5 min. from 

downtown N.Y. Clark St. sta. 

7th Ave. IRT sub. in hotel. 
MAin 4-5000. 


wore. $T. GEORGE 


Clark St., Brooklyn 
Norman H. Free, Gen. Mgr. 
BING & BING, Inc., Management 
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Bureau will understand that the only 
portion of the payments which could 
be said to be constructively received is 
the excess over the amounts provided 
by the agent’s original contract. It is 
even possible that this excess should not 
be regarded as having been construc- 
tively received where the election itself 
is irrevocable. 

“One of the sources of confusion on 
this problem is the similarity of a spread 
commission plan to a retirement plan, 
since the renewals in both cases may 
be payable after the agent’s retirement, 
but the fact that in the former case 
the renewals may commence before re- 
tirement create an important difference. 
As long as the commissions are de- 
pendent upon payment of future prob- 
lems and there is no earmarked fund 
available to the agent the doctrine of 


constructive receipt should not be ap- 
plicable. 
Should Have a Will 
At this point Mr. Barker said that 


when death comes to the agent he firmly 
believes the latter will not achieve the 
ultimate finished product which he de- 
sires and which his dependents deserve 
unless he has made a will and has had 
counsel of a lawyer. The lawyer se- 
lected should be a competent draftsman, 
alert to modern economic problems and 


well versed in local laws and _ require- 
ments. 
Contract Beneficiary 
The New England Mutual has fre- 


quently been urged to permit the desig- 
nation of a named beneficiary to receive 
renewals accruing after the death of the 
agent. Some companies have adopted 
this practice and it has proved suc- 
cessful and convenient. “Nevertheless, 
it has failed to lure me away from the 
old-fashioned view that the most effi- 
cient and satisfactory medium of dis- 
posing of property rights at death is the 
last will and testament,” said Mr. Bar- 
ker, “and I am unable to see what is 
gained by the device of naming a bene- 
ficiary in the commission contract. If 
the renewals pass to the estate, then the 
agent can control their disposition in 
his will.” 
Marital Deduction 


In further discussing wills Mr. Barker 
made some comments on Marital De- 
duction. “The agent who wants to be- 


queath his terminal renewals to his wife 
will naturally wish to take advantage of 
that phenomenon of our modern econ- 
omy,” he continued, “provided he is for- 
tunate enough to have an estate in ex- 
cess of $60,000, including the value of 
his commission interest. 

“When the Marital Deduction was first 
contrived in 1948, I urged some of our 
agents to use their terminal renewals 
to exhaust the Marital Deduction and 
then adapt the advantageous settlement 
provisions of their personal life insur- 
ance to care for their children or other 
beneficiaries. Obviously, the wisdom of 
such a course depends upon diverse 
factors, such as the age, health and fi- 
nancial status of the beneficiaries, and 
the amount and kind of property which 
the agent may own exclusive of life in- 
surance and commission equities. Since 
giving this advice, however, I have be- 
come aware of another pitfall which 
may induce some life underwriters to 
give up any idea of applying the Marital 
Deduction to their commission interest. 

“Tf the agent bequeaths his renewals 
to his wife outright and if she survives 
him, but later dies within the renewal 
period, then the fair market value of 
the renewal account will be subject to 
taxation as ordinary income in her final 
return. This could conceivably create a 
situation where the surviving wife’s ex- 
ecutor would be forced to sell the re- 
newal account in order to meet the es- 
tate tax obligation. 

“If you have no children and expect 
none, and if your wife is much younger 
than you and is more likely to survive 
the renewal period, then this quirk in 
the law need not disturb your sleep. If, 
however, you have children or some 
other good reason for conserving a por- 
tion of your assets from an acquisitive 
Uncle Sam after the death of your wife, 
then you must give the problem some 
thought, and on this hypothesis we will 
consider what protective measures may 
be observed. 

“The first alternative that naturally 
comes to mind is for the agent to be- 
queath his commissions to his widow to 
be received by her so long as she lives, 
with a further provision that commis- 
sions accruing after her death be paid 
to the children. This plan presents one 
perplexing dilemma. If the wife’s inter- 
est is restricted to commissions actually 
due and payable during her lifetime and 
she is given no power to anticipate, com- 





only a sprained wrist...but a 










client 





Yes, it’s a minor accident but a major oppor- 
tunity for the agent or broker who has 

sold this boy’s father a Connecticut General 
accident program for himself and family. 
Why? Because Connecticut General settles 
claims promptly no matter how small, 

and when you can speedily deliver a 

check to a client you have an easier job 

of selling yourself and your services. 
Connecticut General offers you liberal 


contracts for school children 
and children down to age 3. 


( 


Call us for sales material—to save you 


time in contacting your clients. 


CONNECTICUT GENERAL 
LIFE INSURANCE COMPANY 


HARTFORD, CONNECTICUT 


LIFE @ ACCIDENT e HEALTH e GROUP INSURANCE AND PENSION PLANS e PENSION TRUSTS @ ANNUITIES 


mute or dispose of the interest after 
her death, or in other words if the com- 
pany is legally bound to pay her only 
the commissions as they accrue under 
the terminal provisions of the agent’s 
contract, then there would be no danger 
of an income tax on the value of the 
account at her death, but there would 
also be no chance of "qualifying her in- 
terest for the Marital Deduction, be- 
cause she has received a “terminable 
interest.” 

This difficulty might be avoided by 
an absolute bequest of the interest to 
which the agent is entitled under his 
contract with the company to his wife 
and her estate. 


Testamentary Trusts 


Mr. Barker then discussed testamen- 
tary trusts. He began by saying, “The 
life insurance agent who wants to avoid 
the dilemma which I have described in 
this paper and preserve the advantages 
of the Marital Deduction should create 
a testamentary trust, and, perhaps, 
should do so in any event, for if he has 
minor children he has a_ responsibility 
to select some reliable person or bank 
to receive and administer for their bene- 
fit funds that may be payable to them 
in the event they should be deprived of 
both parents. The testamentary trust 
affords him a chance to be forehanded 
and anticipate the hazards of life and 
chance that may befall his children. For 
the same reason, a testamentary guard- 
ian should be appointed, and in most 
states the trustee and the guardian will 
automatically qualify when the will is 
allowed.” 

After discussing incidents of the trust 
Mr. Barker concluded with comments 
on valuation of commission interest, and 
payment of estate and inheritance taxes. 


HOMES FOR AIR FORCE FAMILIES 


John Hancock Housing Development at 
Riverside, Cal.; Company’s Activities 
in Military Personnel Housing 
With a new investment this month in 
homes for servicemen, the John Han- 
cock brought to almost $0 million its 
contribution to the housing of military 
personnel and their families. Its most 
recent allocation of funds will go into 
the construction of a new housing de- 
velopment at Riverside, Cal., at the 
March Air Force Base, a permanent 
installation serving as headquarters for 
the Strategic Air Command and the 15th 

Air Force. 

This Riverside development will pro- 
vide homes for 644 Air Force families. 
Plans call for the erection of 426 indi- 
vidual, one-story dwellings, with a total 
of 3,460 rooms. 

When the construction at Riverside 
is completed, more than 4,000 service- 
men and their families will be housed 
in facilities directly financed by John 
Hancock insurance dollars. The com- 
pany’s investments in military housing 
range from Aberdeen, Md., Proving 
Grounds on the East Coast to the Naval 
Air Station at Barber’s Point, Oahu, 
Hawaii. 








WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 


1—LOW NET COST TO POL- 
ICYHOLDERS 


2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU... 





Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO. 
Chicago, IIl. 


76 William St., N. Y. 5, N. Y,, 
WH 3-7680 
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Bankers Life Manager 





T. W. GILBERT 


A new agency has been established 
at Oakland, California, by Bankers Life 
of Des Moines, Iowa, and T. W. Gilbert 
has been appointed agency manager 
there. 

The Oakland agency, which becomes 
the sixth agency in the state, -is made 
up of four counties bordered by the 
San Francisco (J. H. Rowe) and Sacra- 
mento (J. W. Frost) agency territories. 

Other agencies in the state are at Los 
Angeles (M. D. Cramer), San Diego (W. 
A. Garness), and Santa Barbara ( R. P. 
Tucker). 

Mr. Gilbert has been an agent in 
Oakland for Acacia Mutual. A native of 
Arizona, he attended grammar and high 
schools in Ajo, Arizona, and Arizona 
State college. A veteran of nearly six 
years of naval service, he spent almost 
five years as an aviation officer during 
World War II, and from July, 1948, 
until] August, 1949, was on active duty 
as a member of the naval reserve. He 
joined the Acacia Mutual in San Diego 
in October, 1946, as an agent and in 
November, 1947, transferred to Oakland. 


Guardian Increases Some 


ey ae 
First Year Commissions 

President James A McLain has an- 
nounced an increase in the first year 
commissions paid on some plans by 
Guardian Life. 

The increase, which amounts to an 
additional 5% of the first year’s pre- 
mium, will apply on all preferred risk, 
family guardian, Ordinary life and lim- 
ited payment life policies issued by the 
Guardian on or after May 1, 1952. No 
change has been made on any of the 
other plans issued by the company. 

The increased rate of commission will 
be paid to all commission agents of the 
suardian, and all general insurance 
brokers or surplus writers submitting 
business to the company. 


NEW HONOR FOR P. E. TIERNEY 


John Hancock Auditor Elected President 
of the Boston Chapter of National 
Association of Cost Accountants 

Paul E. Tierney, auditor, John Han- 
cock, is the new president of Boston 
Chapter of the National Association of 
Cost Accountants, third largest of 110 
chapters in the country. 

Mr. Tierney is also chairman of the 
Committee on Cooperation with the In- 
dustrial Accountants, a committee of the 
Massachusetts Society of Certified Pub- 
lic Accountants; member of the Board 
of Governors of ‘the New England Chap- 
ter of the Institute of Internal Auditors; 
and a member of the American Institute 
of Accountants. He is vice-president, 
Eire Society of Boston, and past faith- 
ful navigator, fourth degree, Knights of 
Columbus, Mr. Tierney is a graduate of 
Bentley School of Accounting and Fi- 
nance, and attended both Suffolk Uni- 
versity and Staley College. 





MUTUAL GETS GAC NOTE 

General Acceptance Corp. has ar- 
ranged to issue a 4.20%, $2, 875,000 sub- 
ordinated note, due in 1961, to Mutual 
Life of New. York. General Acceptance 
will use the proceeds to add to working 
capital and to retire a $2,275,000, 374% 
note now held by Mutual of New York. 


NEWARK AGENCY ASSISTANT 
Manufacturers Life has announced the 


Aetna Begins 100th Year 


The Aetna Life on June 14 began its 
100th year of operation. It was on June 
14 ninety-nine years ago that the Aetna 
Life officially came into being when the 
document comprising the final step in 
establishing the company was filed with 
the Connecticut secretary of state. 

Aetna Life is the parent company of 
one of the largest multiple-line insurance 


PRUDENTIAL ASS’T MANAGER 

The appointment of James H. Stram- 
ler to assistant manager of the San 
Joaquin Valley Agency, Fresno, of The 
Prudential was announced by Herb H. 
Schilbe, manager. Prior to joining The 
Prudential, he was associated with the 
Occidental Life and the Bureau of 
Reclamation. 





Company and the Standard Fire Insur- 
ance Company. 


appointment of Arthur I. Smith as 


assistant of the company’s 


organizations in the United States, com- 100th 


Although the company is now in its 
year, formal observance of the 


Newark branch office at 10 Commerce Prising the Aetna Casualty and Surety centennial will not be held until the 


Company, the Automobile Insurance’ calendar year 1953. 

















ceyt TOOK every dime I owned to start my 
business. Took a lot of nerve, too. But 
it’s worth all the long hours of hard work I’ve 
ut into it. Now it’s all mine! No partners, 
o stockholders. That makes me the sole pro- 
prietor, and the profits belong to me 100%. 

“Today my business is my main source 
of income. My family is dependent upon this 
income for support. We are a happy family, 
proud of our position in the community. But 
recently we were confronted with this serious 
and puzzling problem: What would happen 
if I passed out of the picture? My wife couldn’t 
run the business. The boys aren’t old enough, 
and they haven’t had my experience. In these 
difficult times it takes know-how to run a 
business. You say that if I died, my family 
could sell out. To whom? For how much? And 
what would they do then? 

“The more I thought about it, the more 
perishable my business seemed to be, that is 
until a Massachusetts Mutual representative 
came along. He showed me how to make my 
business self-liquidating — 100 cents on the 
dollar — if I die. At the same time I can build 
up a cash reserve that will give me lifelong 
income if I grow too old to run my business. 
Most sensible plan I ever heard about, and I 
lost no time in adopting it. 

**Now, in addition to owning my business 


—Massachusel Mutual LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


ORGANIZED 1851 


Owned by its policyholders — operated for them 





Lock, Stock and Barrel 


I OWN MY BUSINESS 





lock, stock and barrel as long as I am here to 
run it, I know that my family will not lose the 
value of the business when I die. 

“If you have a problem similar to mine, 
why don’t you seek the advice of an experi- 
enced Massachusetts Mutual representative? 
He'll be glad to serve you.” 


176 A FACT: 


A Sole Proprietorship is the most 
perishable type of business. 








Not only is the proprietor the 
mainstay of the business, but he 
and the business together are the 
main source of income needed to 
support his family. 


With a business insurance plan 
tailored to fit individual needs, he 
can establish the selling price of 
his business today and know not 
only how much his family will get 
from it, but also where the money 
is coming from! 
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24 Company Fellowships Given to 
Improve Teaching at College Level 


In continuing their efforts to improve 
the col- 
companies 


the teaching of insurance at 
lege level, 11 life 
and 13 fire, casualty and surety compa- 
this summer to 24 


insurance 


nies will be hosts 
teachers 
sponsored fellowship program. 

This was made known by 
J. Ackerman, the 
Administration at 
Mr. 


coordinating 


studying under a_ jointly- 
Laurence 
School of 
the Univer- 
Ackerman is 


dean of 
Business 
sity of Connecticut. 
chairman of a committee 


casualty and com- 
the 


Teachers of 


of life, fire, surety 


organizations and American 


University 


pany 

Association of 

Insurance. 
Study at 24 Home Offices 


embrace individual 


The 


courses of 


fellowships 


study ranging from four to 
six weeks at 24 different home insurance 


Mr. 


is expected to 


offices. Ackerman said the program 


result in improved col- 


lege teaching of insurance subjects. In 


addition, he believed, the opportunity for 
study under  work-a-day conditions 


all 


insurance 


would build good-will for cooperat- 


the business. 


fellowship 


ing segments of 


This year’s program was 


arranged by a committee composed of 
the following: 
H. G. Kenagy, vice president, Mutual 


3enefit Life, who is also vice chairman 
of the committee on relations with uni- 
versities of the Agency Management 
Association; Harold P. Jackson, presi- 
dent, Bankers Indemnity, who is chair- 
man of a special joint subcommittee of 
the National Board of Fire Underwrit- 
ers, assisted by George G. Traver, mana- 


ger of its public relations, and the 
Association of Casualty and md 
Companies, represented by Harold Kk. 


manager of its public relations. 
Ralph H. Wales, vice president, 
Mutual Liability, Boston, as- 
sisted by John S. Hamilton, Jr., secre- 
tary, American Mutual Alliance, and 
the American Association of University 
Teachers of Insurance, represented by 
Harry J. Loman, professor of insurance 
at the Wharton School, University of 
Pennsylvania. 


Philips, 
Also, 


American 


Companies and Teachers 
Companies and the teachers studying 
with them are as follows: 


Emerson Cammack, University of Illi- 
nois, at Home Insurance Co., New 
York; Donald R. Childress, North 
Texas State College, at New York Life, 
New York; Howard E. Clarke, North 
western University, at Royal-Liverpool 
Insurance Group, New York; Warner 


C. Danforth, Boston University, at New 
England Mutual Life, Boston; Oscar R. 
Gocdman, University of Wisconsin, at 
Hartford Fire Group, Hartford; Arthur 
G. Griffin, Davidson College, at Provi- 


dent Life and Accident, Chattanooga, 
Tenn.; William A. Guinn, University of 
Arkansas, at Firemen’s Co., Newark. 


A. Peyton Hurley, Franklin Univer- 
sity, at Grain Dealers Mutual, Indiana- 
polis; Chester A. Kline, Wharton 
School of Finance and Commerce, at 
Insurance Co. of North America, Phila- 
delphia; Harold C. Krogh, Drake Uni- 
versity, at Aetna Insurance Group, 
Hartford; Thomas C. Kubelius, Lehigh 
University, at American Mutual Lia- 
bility, Boston; Fred R. Kucera, Kent 
State University, at Lincoln National 
Life; Fort Wayne; Robert E. Larson, 
University of Wisconsin, at Connecticut 
General Life, Hartford; Zeke Bailey 
Marchant, West Texas State College, at 
Southwestern Life, Dallas. 

Also, John W. McNeill, Fenn College, 
at Farm Bureau Life, Columbus; Wil- 
liam G. Mundy, University of Rhode Is- 


Cecil Woods Chairman of 


Consumer Credit Ins. Assn. 


At its annual meeting held recently 
the Consumer Credit Insurance Asso- 
ciation elected Cecil Woods as chairman. 
He is president of Volunteer State Life. 
Dwight W. Hollenbeck, president, 
Credit Life Insurance Co. of Springfield, 
O., was elected president of CCIA. Vice 
presidents are Arthur J, Cade, vice 
president, Old Republic Credit Life, 
Chicago; T. Leslie Kizer, president, 
Central States Health & Accident Asso- 


land, at Massachusetts Mutual Life, 
Springfield; Carl T. Running, Stanford 
University Law School, at Northwestern 
Mutual Fire Association, Seattle; Don- 
ald Scoles, University of Southern Cali- 
fornia, at Provident Mutual Life, Phila- 
delphia; C. C. Stalnaker, Alabama Poly- 
technic Institute, at Equitable Life As- 
surance Society, New York; Robert W. 


Strain, Indiana University, at St. Paul sere = : 
Fire and Marine, St. Paul: Victor V. Cation, Omaha; and Frank J. Scott, vice 
Sweeney, University of Florida, at chairman, Bankers Security Life, New 
ee Insurance Co., Newark; J. W. York. 


Van Winkle, Montana State College, at 
Northwestern Mutual Life, Milwau- 
kee; James Donald Watson, University 
of Maryland, at Phoenix-Connecticut 


Jean Brandt was reelected secretary- 
treasurer in charge of the association’s 
headquarters, Chicago. 





Group, Hartford, and C. Arthur Wil- 
liams, Jr., University of Buffalo, at 
Hardw: Mutual Casualty, Stevens 
ee ACTUARIAL ASSISTANT 


An excellent opportunity with a 
progressive life insurance com- 
pany in Baltimore, for a young 
man who has completed at least 
two actuarial examinations and 


Mutual of N. Y. Promotions 

Mutual Life of New York announces 
the promotion of George Wilgus to the 
senior officer group with the new title 


of manager of personnel. He was for- 7 . aa 
merly director of personnel. a oe eae oe eee 
[wo other appointments were those tuarial work. Write stating full 


McCaffery, administrative 
assistant in the comptroller’s depart- 
ment, who was promoted to director 
M4 accounting and statistics, and George 

. Cole, promoted from assistant secre- 
a to director of services, policyhold- 
ers service division. The accounting and 


of Robert L. i ° so 
oe details of experience, training 


and personal data, sending phe- 
tograph if available, and salary 
expected. All information will be 
held in confidence. 


statistics division was formerly in the 

comptroller’s department, and the pol- Box 2104, The Eastern Under- 
icyholders service division was in the ; ° 

secretary's department. Both are now writer, 41 Maiden Lane, New 


York 38. 





part of the newly created office opera- 
tions department. 

















Million Dollar Round Table Anniversary 


The 25th Anniversary of the Million Dollar Round Table 
was auspiciously observed at a meeting of that group this week 
at Bretton Woods, N. H. This is a memorable milestone for 
the MDRT, which this year has a record number of qualifiers 
and includes among its members many of the industry’s out- 


standing personalities. 


Since its inception officers and members of the Million 
Dollar Round Table have devoted a great deal of time and 
effort toward the elevation of the standards of the Life Under- 


writer and in promoting better relations with the insuring public. 


Representatives of this agency who have attained member- 
ship in this select group are proud of this achievement and feel 
assured that i in the years ahead the Million Dollar Round Table 


will maintain its enviable | position in n this great business. 


WILLIS F. McMARTIN, General Agent 
AND ASSOCIATES 


THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 
595 MADISON AVE., NEW YORK 22 
MUrray Hill 8-7110 


Home Office — Milwaukee, Wisconsin 
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NwNL New Sales Record 


A new sales record for the first five 
months is reported by Northwestern Na- 
tional Life with new Ordinary business 
totaling $36,186,956 from January through 
May of 1952. This figure compares with 
a former record high of $35,416,752 set 
in the corresponding period of 1950, Sales 
for May, 1952, were $8,108,476, com- 
pared with $7,763,776 for May of last 


year. 
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Lawthers and Clift in New 
Posts With New Eng. Mut. 


W. James Lawthers, who has _ been 
elected assistant secretary for opera- 
tions, New England Mutual Life, and 


W. JAMES LAWTHERS 


Carlton E. Clift, who has been elected 
assistant secretary for operations, have 
had long experience with the company. 

Mr. Lawthers went with home office 
in 1924 and before being made manager 
of the policy loan department, worked 
in medical, actuarial and policy loan 
departments before becoming manager 





CARLTON E. CLIFT 


of the latter department in 1941. He 
was elected assistant secretary of the 
company in 1949. Mr. Clift, who joined 
the company in 1932, was associated 
with the coordinator’s office for a num- 
ber of years, becoming coordinator in 
1950. Messrs. Lawthers and Clift serve 
as assistants to John Hill, operating 
vice president. 

Boris Fostiak who has been appointed 
manager of the policy loan department, 
has been with the company since 1925 
and has been in actuarial, control and 
policy loan departments. 


OCCIDENTAL ANNIVERSARIES 

Field representatives of Occidental 
Life of California who celebrated anni- 
versaries with the company during May 
included: Buryl Blevens, Los Angeles, 
20 years; William C. Crain, North Hol- 
lywood, and Carl L. Grimes, Los An- 
geles, 15 years. 





NAME TAYLOR IN SAN ANTONIO 

Jack Taylor has been appointed gen- 
eral agent for Pan-American Life in 
San Antonio, Texas. He is a native of 
San Antonio and a graduate of St. 
Mary’s University. He entered life in- 
surance in 1948 after being discharged 
from the United States Air Force where 
he had served as a navigator during 
World War II. Immediately prior to his 
association with Pan-American he was 
an agency supervisor for John Han- 
cock. 


With Aetna 25 Years 

Carl W. Eagle, CLU, supervisor of 
life insurance schools for Aetna Life, 
observed his 25th anniversary with the 
company this week. 

Mr. Eagle joined the company at its 
Denver general agency, where he rose to 
assistant general agent, and in 1945 went 
to the home office as editor of “The 
Life Aetna-izer,” the company’s month- 
ly magazine. In 1947 he was named 
agency assistant and was appointed to 
his present position last January. 


Mutual Life’s New Managers 


For Detroit and in Canada 
Mutual Life of New York has ap- 
pointed O. Embry Moats, CLU, manager 
at Detroit succeeding Herbert A. Cava- 
nagh who resumes personal production, 
and in Canada it has named Earl B. 
3enton to head the Winnipeg agency 
and James S. Bingay manager in Van- 
couver. All three are members of the 
field training staff at the home office 
and before that were assistant agency 
managers. 





“They Talk my 
Language’ 


@ These dynamic, new magazine advertisements for 
Mutual Of New York talk to prospects the way 
MONY Underwriters do. Their approach is direct, 


straightforward, convincing. 


Look at the advertisement above— 64,783,000 
people did! It’s just one in the big new MONY series 
of 2-page spreads and full pages; and it appeared 
in Life, The Saturday Evening Post, Collier's, Time, 
Newsweek, Better Homes & Gardens, The American 
Magazine, Parents’ Magazine, Sunset Magazine. 


Money — molt away... whom, youve got “nanny” back of yore! 






These new ads sell—not vague general ideas like 
“security” and “protection”—but money for future 
delivery. “Money” is a word everybody understands. 


No wonder one MONY adviser called this 1952 


campaign the “‘hardest-selling campaign ever designed 
to help us sell insurance.” 


Ba 








Murua: Or New York 


‘“SFIRST IN AMERICA’’ 


The Mutual Life Insurance Company of New York 


Broadway at 55th Street 


New York 19, N. Y. 





ee 





WEATHER STAR SIGNALS 
ON TOP OF OUR HOME OFFICE 


Greem. cocccccvees Fair 
Orange........- Cloudy 
Orange flashing... .Rain 
White flashing . . . ,Snow 
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Columbian Nati History 


(Continued from Page 3) 

Parker as president of the 
injured in the 
Mr. Childs 
was able to assume the presidency in 
1907, 


rector 


ceed Percy 


company was _ seriously 


same accident. However, 
Colonel Parker continuing as a di- 


and member of the finance com- 
mittee. 
In 1906 


facing 


companies 
situations because 
aftermath of the Armstrong In- 
Columbian National in- 
capitalization to $1,000,000. 
had $50,000,- 
be- 


when insurance 


were serious 
of the 
vestigation, the 
creased its 
By this time the 
000 of 


company 


business in force. However, 
the unsettled financial condi- 
tions prevailing in latter 1907 
National adopted a re- 
the 


cause of 
part of 
the Columbian 
arranged for 


trenchment policy. It 








Francis P. Sears (left) and Julian D. 
Anthony shake hands before Golden 


Anniversary cake. 


transfer of its industrial insurance risks 
to the Metropolitan Life. Some policy- 
holders preferred not to exchange their 
policies and some those in 


are among 


force today. 
the scope of its 
force the Columbian National purchased 


Maine 


To increase agency 
Insurance Co. and prepared 
to write accident and health insurance. 

The death of Mr. Woodbridge left 


the without a manager of 


the 


company 
agencies and that vacancy was filled by 
the late Franklin W. Ganse had 
worked as Woodbridge’s since 
the company’s beginning. 
With the coming to office o 


who 


assistant 


f President 


Childs the directors voted to write only 
non-participating forms of life insur- 
ance. Under Mr. Childs policies were 


liberalized. A 


under 


clause was added to poli- 
would be 
totally 


cies which premiums 


waived if the insured became 


and permanently disabled, occupation 
and travel restrictions were removed 
and an incontestible clause was added. 
By 1912 the company had active 


operations in 33 states. At the 
end of that it had paid for $14,- 
000,000 of new business. 
Erects Its Own Head Office Building 
The company outgrew its 
180 Federal Street and 


its own 


agency 


year 


quarters at 
decided to build 
structure, purchasing a site at 
the corner of Franklin and Arch Streets. 


One 


inclusion of 


A ten-story building was erected. 


major innovation was the 


a tier of steel and concrete fireproof 


vaults running the whole height of the 


Carl C. Mullen’s 40th Year 
With Columbian Nat'l Life 


Carl C. Mullen, first vice president of 
Columbian National, has been with that 
company 40 years. He started as a clerk 
in the home office in 1912, and suc- 
cessively was promoted to assistant audi- 
tor, assistant secretary, vice president 
first vice president. In 1945 he 
became secretary. Since the early ’30’s, 
when he took over the responsibility 
for the real estate and mortgage port- 
folios, he has managed those two divi- 
the investment department. 
Mullen is active in civil defense 
and is commissioner of veterans 
Newton, Mass. He is a di- 
Pilgrim Trust Co., Boston; a 
trustee of the Home Savings Bank, Bos- 


and 


sions of 
Mr. 
work 
housing in 
rector of 





ton, and a trustee of Babson Insti- 
tute, Babson Park, Mass. 
building, yet detached from it. They 


Ad- 
joining land and buildings were acquired 
for needed additional room to company 
departments. The 
health, actuarial, 
and 


provided a safe storage for records. 


accident and 
policyholders 

departments all 
these 


claim, 
service 
found 
later additions. The 
holds title to the entire 
block on Franklin Street between Arch 
and Devonshire. 

In 1911 the Columbian National 
bought the business of the Colorado Na- 
tionzl Life of Denver, all policies of 
the latter becoming reinsured in the 
Columbian National. 

For some time Arthur E. Childs and 
Francis Sears had advocated legislation 
authorizing the use of the amortized 
value rather than the market value for 
bonds in listing assets. As early as 1909 
this principle had been accepted by the 
New York State Department. In 1914 
the Massachusetts Governor signed this 
measure; soon after Connecticut fol- 
lowed suit and before long the method 
was called lawful and proper by the 
majority of the states. “The amortiza- 
tion principle was to prove its value in 
saving many life companies from be- 


collection 
housing in 


company now 


Left to Right: 


coming technically insolvent at the pit 
of the depression of 1932,” says Colum- 
bian National in its history of its first 
30 years. 

One of company’s banner years was 
1916 when under an energetic production 
drive, led by William H. Brown who 
had succeeded Franklin W. Ganse, and 
William C. Johnson, $15,000,000 in new 
paid for business was written. 

In 1919 the company wrote $31,811,000 
of business. By the end of 1923 it had 
$168,000,000 of insurance in force and 


Left to Right; 





Mrs. and Mr. George Manne, Newark; Frank L. Gallagher, 


Rockaway Park, N. Y.; William Aydelotte, Schenectady; Mrs. and Mr. J. T. Jones, 
Baltimore; Sally E. Dominick, home office; Sam Greene, Rockaway Park, N. Y. 


assets of $27,332,000. In that year $625,- 
C00 was added to capital and surplus. 


Career of Arthur E. Childs 


Arthur E. Childs died in November, 
1933, after being associated with the di- 
rection of the company for 31 years. 
A graduate of McGill University he had 
been associated with the General Elec- 
tric Co. of Canada, Westinghouse Elec- 
tric and Manufacturing Co. and Electric 
Storage Battery Co. of Philadelphia be- 
fore coming to Boston to become presi- 


dent of Massachusetts Lighting Com- 
pany. Concurrently with his presidency 
of the Columbian National ran a long 
association with New England public 
utilities through directorates in New 
England Power Association, Interna- 
tional Hydro-Electric System and New 


England Power and Service Corp. He 
was also chairman of the board of 
Massachusetts Utilities Associates and 
president of American Investment Se- 
curities Co. 
Sears Becomes President; Then 
Chairman 

It was as a special assistant to Mr. 
Childs that Julian D. Anthony, now 
president of Columbian National, first 
became acquainted with the company’s 
management. Mr. Childs was succeeded 





William S. Vogel, M. O. and Mrs. Friedman, Sidney and Mrs. 
Rosenthal, all of Newark; Mr. and Mrs. Samuel L. Calechman, New Haven. 


as president by Francis P. Sears. One 
of the group of founders to whom the 
company charter was granted, Mr. Sears 
had been elected treasurer at the first 
meeting of the board of directors. In 
1905 he was made vice president and 
was elected comptroller the following 
year. In 1919 he became first vice presi- 
dent and was elevated to the presidency 
on the death of Mr. Childs. 

In 1947 Mr. Sears became chairman 
of the board and Mr. Anthony became 
president. Mr. Sears still comes regu- 


larly to his office. At age of 82 his keen 
and incisive mind and insight into finan- 
cial matters continues to contribute to 
the strength and ability of the company. 


Career of Julian Anthony 


When he became president of Colum- 
bian National Mr. Anthony had been 
prominent for some time in adminis- 
tration as well as in handling invest- 
ment affairs. He had understudied two 
presidents of his company, rising in 15 
years from assistant treasurer to a di- 
rector and vice president. He has been 
prominent in financial section of Amer- 
ican Life Convention and in Life Offi- 
cers Investment Seminar. He was a 
director of International Hydro-Electric 
System and of the Crescent Public 
Service Corp. of Wilmington, Del. Fol- 
lowing his graduation from Wesleyan 
University he had studied law and was 
a member of the Massachusetts Bar. He 
was an alderman of Newton, Mass., a 
trustee and member of the finance com- 
mittee of Massachusetts Congregational 
Conference and was on executive com- 
mittee of Massachusetts Congregational 
Fund. When Mr. Anthony became presi- 
dent the company had $265,000,000 insur- 
ance in force. Since 1947 this figure has 
grown to $400,000,000. In 1944 the capi- 
tal stock was increased to $4,000,000. 


First Issues Group in 1931 


The Columbian National issued its 
first Group policy in 1931. One of its 
first Group policies was on employes of 
the Kansas City Southern Railway a 
few years later. That policy, by the 
way, was sold by Colonel John P. Mul- 
lane, for many years general agent in 
Kansas City. 

In 1947 Mr. Anthony recognized that 
the Group department, with its 15 years 
of experience, was ready to assume the 
status of a major division of company 
operation. Its managing head was 
elected a second vice president and au- 
thorized to expand the department, ap- 
pointing local representatives to assist 
the established sales organization. By 
the end of March, 1952, Group had been 
responsible for $67,000,000 of life insur- 
ance in force and total premium income 
from all Group forms had passed $2,- 
700,000. 

Among the interesting 
the depression of the early 
reference to mortgage holdings when 
there were a number of foreclosures. 
The assignment for handling necessary 
foreclosures was given to Carl C. Mul- 
len, now first vice president and secre- 
tary who has had a record of some 30 
years in real “rong management. By 
1929 the Columbian National had mort- 
gage holdings amounting to approxi- 
mately $8,630,000. It was the company’s 
opinion that majority of those mort- 
gages were basically sound and that not 
too much wuld be gained by _ hasty 
liquidation. Over a period of years Mr. 
Mullen was able to reduce the mortgage 
holdings of Columbian National to #,- 
726,000 without excessive losses. 


situations in 
’30’s was in 
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Happy in My Work 


By J. W. B. 
Equitable Society Representative 


IT’S NOT THAT my job’s a snap. I’m on the go from the time I put 
down my morning cup of coffee until I pick up the evening paper 
at night. And after that, I’m thinking about my work. After sup- 
per is when I take out the old file—and map out tomorrow’s calls. 

But even going through that file is pleasant. For example, 
I come to the name Johnson, Paul E.—and a picture comes to 
mind. It is a picture of Paul Johnson’s little manufacturing plant. 
That’s the plant that went right on producing and paying profits 
even after Paul’s partner died. An Equitable Business Policy 
saw to that. 

That’s just one card in my file. There are hundreds more. 
All friends of mine I’ve helped to find security as part of a day’s 
work with the Equitable Society. 

I earn my living working for the Equitable Society and I 
won’t try to underestimate the importance of that. But the best 
thing about it is the job I do—the people I meet and help—and 
the knowledge that I’m working for a truly top notch company. 

If ever a man was happy in his work—it’s an Equitable Rep- 
resentative like me. 


One of a series of advertisements illustrating how a representative of The 
Equitable Life Assurance Society serves his community by selling life insurance. 






LISTEN TO “THIS IS YOUR FBI”... official crime- 
prevention broadcasts from the files of the 
Federal Bureau of Investigation . . . another 
public-service contribution to his community by 
The Equitable Society Representative. 


EVERY FRIDAY NIGHT * ABC NETWORK 


+ 


THE, EQUITABLE 
LIFE ASSURANCE 
SOCIETY 


OF THE UNITED: STATES 


THOMAS |. PARKINSON, President 
393 Seventh Avenue, New York I, N. Y. 
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Byron D. Ehlers Dead 


3yron D. Ehlers, assistant counsel, 
The Prudential, who had been more 
than two decades with the company and 
whose work was largely in connection 
with premium tax law matters, died 
Tuesday following a heart attack. He 
was a member of the joint LIAA-ALC 
committee on premium taxes and was 
a member of the tax committee of Cana- 
dian Life Insurance Officers Associa- 
tion. He lived in Maplewood, N. J. 


House Boosts SS Benefits 


The House of Representatives on 
Tuesday passed a bill calling for $300,- 
000,000 a year boost in Social Security 
benefits. If bill becomes a law, retired 
persons already on the rolls will receive 
a monthly increase of either $5 or 
121%4%, whichever is larger. The benefit 
formula for future beneficiaries would 
be liberalized by computing the primary 
benefit on the basis of 55% of the first 


$100 of average monthly wage and 15% 
of the next $200. The new formula 
would mean an increase of $5 in the 
primary benefit where the average 
monthly wage is $100 or over, with 
smaller increases where this average 


monthly wage is less. 


New York CLU Officers 


Roswell W. Corwin, New England 
Mutual Life, was installed as president 
of the New York CLU Chapter at a 
meeting of that group this week. Other 
officers are John T. Scott, Penn Mutual 


Life, executive vice president; Samuel 
L. Zeigen, Provident Mutual, educa- 
tional vice president; Henry R. Adel- 


mann, Provident Mutual, palit relations 


WSB Approves Some Rises 


In Agents’ Compensation 
The Wage Stabilization Board, Wash- 
ington, on Tuesday approved the $5.36 
“package” increase for Prudential In- 
dustrial agents which had been agreed 
to in that company’s negotiations with 
the union, and WSB also approved an 
increase of $4.34 weekly for 6,300 Metro- 
politan Life agents. Approval also went 
to some other petitions involving com- 
mission increases to agents in some 
territories for Equitable Life of District 
of Columbia; Quaker City Life, Phila- 
delphia- United Life and Golden State 
Mutual Life. 


Discuss Manufacturers’ Plan 

One of the subjects discussed in the 
“room hopping” sessions of MDRT this 
week was Manufacturers Life’s use of 
Group insurance as a substitute for the 
agent’s post mortem renewal commission 
payments. 


Dr. S. S. Huebner Issue 


The June issue of the Journal of 
Society of Chartered Life Underwriters 
is dedicated to Dr. S. S. Huebner, presi- 
dent of American College of Life Un- 
derwriters. It was 25 years ago that 
American College of L. U. was founded. 


ALBANY CLU’s ELECT 
John H. Clyne, CLU, Phoenix Mutual, 
was elected president of the Albany 
Chapter of Chartered Life Underwriters 
at the recent annual meeting. 


Walter B. Hancock, CLU, Equitable 











vice president; Daniel P. Cahill, Mutual Life Assurance Society was elected vice 
Life of New York, secretary; James J. president; and William H. Mitchell, 
McCann, Home Life of New York, CLU, John Hancock, secretary treas- 
treasurer. urer. 
well-balanced 
A well-balanced company is, we believe, a company 
. whose financial position is strong 
.. whose geographical market embraces a 
balance of metropolitan, town and rural 
areas 
. . whose policy contracts include all funda- 
mental coverages... 
It is a company 





. .. Whose contributions to its industry have 
been recognized as outstanding 


... whose growth has been steady and uniform 
... whose size is sufficiently large to assure 
confidence and prestige 
. whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 


... Whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA e 


PENNSYLVANIA 





Josephson Agency Party 

The Halsey D. Josephson Agency, 
Connecticut Mutual Life, held its annual 
party to celebrate the agency’s lead- 
ership of the company last Friday at Mr. 
Josephson’s residence in Ossining, N. Y. 
The 50 guests included the agents and 
their wives, as well as a small delega- 
tion from the home office. The company 
was represented by Senior Vice Presi- 
dent Vincent Coffin, Miss Lelia Thomp- 
son, counsel, and E, A. Starr, superin- 
tendent of agencies and thead of the 
employe plans division. 

Guests attending for the first time 
were agents Rudolph Biener, Robert 
Rachlin, Fred Travers, Morris Kurz 
and Joseph Navarra, and the agency’s 
new educational director, William 
Schur. All these men have become 
associated with the agency during the 
past year. 


D. S. Connell Advanced 


Donald S. Connell, assistant general 
agent with Aetna Life’s Newark agency 
for the past two years, has been ap- 
pointed a field supervisor at the home 
office. 


Raise Double Indemnity 
_ Mutual Life of New York has raised 
its double indemnity limit $100,000 
from $50,000 heretofore. 


Ken Mathus Dies 


Kenilworth H. Mathus, for a number 
of years advertising manager of the 
Connecticut Mutual Life and later man- 
ager of the book department of Printers 
Ink Publishing Co., died in New Rochelle 
Hospital Wednesday. His home was in 
Larchmont, N. Y. He was 52. 


Prudential Will Dedicate 
Houston Building in July 


Houston—The 18-story Southwestern 
home office of the Prudential on Hol- 
combe Boulevard, will be dedicated for- 
mally during a week of ceremonies be- 
ginning July 27, Charles Fleetwood, vice 
president in charge, said. Mr. Fleet- 
wood has an office in the new structure 
which houses 1,100 employes. 

Formal dedication will be held July 
29, with Carrol M. Shanks, president, 
Attorney General Price Daniel, Pruden- 
tial directors and top visitors from the 
leading cities of the Southwest in at- 
tendance. 


Conn. Mutual Conference 
For Agency Supervisors 


Connecticut Mutual is holding a two- 
week conference for agency supervisors 
at Kansas City June 16-27. Attending 
will be company supervisors from many 
er of the country including Texas, 

California, Michigan, Kansas, Nebraska, 
Missouri, ‘Tllinois, New York and Penn- 
sylvania. 

Frederick O. Lyter, agency secretary 
of Connecticut Mutual from the home 
office in Hartford, is in charge of the 
conference. Serving with him are three 
home office men: Horace R. Smith, su- 
perintendent of agencies; Robert B. 
Proctor, assistant superintendent of 
agencies; and Melvin G. Campbell, Jr., 
agency assistant. 

Emphasizing the various phases of 
supervisory work, the conference will 
cover recruiting methods: — selecting 
men; induction and supervision of new 
men; programming; and aids in supervi- 
sion—prospecting, market development, 
effort control, production planning, indi- 
vidual conferences, meetings and clinics. 





PAID-UP 
In Only 17 Months 


» « « Continental Assurance's !|7/20 Pay- 
ment Life.saves your client the cost of 


three annual premiums. 


consecutive months . . . and he's through! 


ee » Sell future security NOW... 
No burden on future income. 


Consult CARR 


Concerning 
17/20 Payment Life 


DAVID A. 


CARR 





° « « « He pays his annual premium for only 17 





AGENCY INC. DAviDA. CARR. Pres 


Agency Mgr. Gorline rab Assurance Company 


hicage 


1780 Broadway at 57th St. New York -JUdson 6-4660 


* MICHAEL A. WILTON, V.-Pres 
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J. of C. Pension Survey Out; 
Long List of Contributors 


The annual pension survey of N. Y. 
Journal of Commerce, “Tested Pension 
Plan Procedures and Recent New 
Trends,’ has just been issued contain- 
ing 24 articles on all aspects of pen- 
sions. Among the contributors, in addi- 
tion to Edward P. Tastrom, pension edi- 
tor, and Shelly Pierce, financial editor 
of The Journal of Commerce, are: 
Meyer M. Goldstein, executive director, 
Pension Planning Co., New York; Ed- 
win C. McDonald, 2nd vice president, 
Metropolitan Life; C. R. F. Wickenden, 
president, C. R. F. Wickenden and Asso- 
ciates, Inc.. New York; Geoffrey N. 
Calvert, manager, Actuarial department, 
Alexander & Alexander, Inc.; Evelyn 
M. Davis, Woodward, Ryan, Sharp and 
Davis, New York; Morgan H. Alvord, 
secretary, Group pension department, 
Connecticut General Life; Chester 
3aughman, manager, retirement plans 
and salary deduction division, John 
Hancock Mutual Life; M. M. Denker, 
director, and C. T. Foster, Johnson & 
Higgins. 

Also, Herbert W. Kimball, and George 
B. Carlson, Marsh & McLennan; How- 
ard E. Critchfield, vice president, Group 
department, the Travelers; William M. 
Rae, Group secretary, Bankers Life Co.; 
David Marks, Jr., pension consultant, 
New York; Donald G. Clark, Kwasha, 
Lipton & Clark, New York; John M. 
Hines, director, Group annuities, Equi- 
table Society. 

Also, Esmond B. Gardner, vice presi- 
dent, and C. Jerome Weber, pension 
trust officer, Chase National Bank; 
William H. Cline, Jr., mortgage officer, 
Franklin Square National Bank: Fred 
P. McKenzie, vice president, Hanover 
Bank; Hilary L. Seal, partner, Morss & 
Seal, New York; William I. Rosenthal, 
manager, Life Insurance Co. of Va., 


Berkshire Life Reports 


New Production Record 
President Harrison L. Amber of Berk- 
shire Life has announced the comple- 
tion of the most successful May Loyalty 
Campaign in the company’s history. The 
campaign ran from April 14 through 
May 29 and gave the 101 year old insur- 
ance institution 150% of campaign quota 
based on paid production, which included 
life and annuity as well as accident and 
health sales. 

Twenty-seven of the Berkshire’s 37 
general agencies exceeded 100% of cam- 
paign quota with the S. S. Wolfson 
Agency, New York City, leading all 
agencies in paid life volume. The George 
N. Matthews Agency, Buffalo, New 
York, carried off top honors in per- 
centage of agency quota. The James B. 
O’Brien, Inc. Agency, Albany, New 
York, led the field in accident and health 
yearly premiums. 

The leading personal life producer was 
George Feldman of the Joseph W. Fox 
Agency, general agent for the Berkshire 
in Jersey City, New Jersey. Edward K. 
Foley, Jr. of the James B. O’Brien, 
Inc. Agency headed the list of accident 
and health producers. 

All campaign activities were directed 
by Walter C. Doll, general agent at Cin- 
cinnati. 

President Amber revealed that the 
company’s production of life insurance 
for the first five months of 1952, ex- 
ceeded the corresponding period last 
year by 25% with sizable gains in acci- 
dent and health business also. 


Connecticut General Life 


Makes Underwriting Changes 

Connecticut 
nounced further underwriting changes. 
Maximum limits of issue have been in- 


General Life has an- 


creased on life and endowment insur- 
ance for age groups 21 through 25, also 
51 through 60 and 66 through 70. The 
limits on Term insurance and Term 
riders have also been raised for ages 
21 through 25 and 51 through 60. 

“This means,” said the company, “that 
the maximum limit is now available in 
the broad range between the ages of 
21 and 55 inclusive.” 

It was also announced that substand- 
ard insurance, which is issued up to and 
including ratings of 500%, will now be 
considered for a maximum of $200,000 
insurance dependent on age, plan and 
rating. 

Additional indemnity limits have been 
increased to $100,000, and this benefit 
will be considered on selected substand- 
ard cases rated not more than 200%. 


CHICAGO DISTRICT CHANGES 

A shift in managership involving two 
of its Chicago district offices has been 
announced by The Prudential. Allan 
H. Greenspahn who thas been manager 
of its district office #1 assumes charge 
of office #16. This office was formerly 
managed by Charles H. Ford who suc- 
ceeds Mr. Greenspalin in the district 
office #1. 





J. L. Watts, Chicago, Dead; 
40 Years With Pacific Mut. 


John L. Watts, general agent of Pa- 
cific Mutual Life in Chicago, died on 
June 8. 

Beginning with Pacific Mutual as a 
field representative in the accident de- 
partment 40 years ago, he became su- 
perintendent, and subsequently mana- 
ger, of the company’s Eastern railroad 
division. In 1936, taking his two sons 
into partnership, he established the 
Watts General agency of Pacific Mutual 
in Chicago. One son, Robert L.. is now 
Pacific Mutual general agent at Dallas; 
the other, John L., Jr., carries on the 
general agency he and his father buiit. 

The late Mr. Watts had served as 
president of the Pacific Mutual Agency 
Association and for many years was a 
member of its executive committee. He 
was active in Lions work, having served 
as president, and for many years as a 
director, of the Central Lions Club of 
Chicago. 


HEADS CAMDEN DISTRICT 

Alxeander P. Nagy, who for the past 
five years has been in charge of The 
Prudential’s detached office at Wash- 
ington, N. J., has been appointed head 
of the Camden district No. 2, succeeding 
Russell H. Griesback. Mr. Griesback’s 
appointment to the managership of the 
New Brunswick district was announced 
recently. 





Newark, N. J.; Anthony J. Kearshes, 
trust officer, Manufacturers Trust Co.; 
Earl S. MacNeill, vice president, and 
Gordon T. Wallis, assistant secretary, 
Irving Trust Co.; and Denis Brandon 
Maduro, attorney, New York. 

Copies of the pension survey are avail- 
able at one dollar each from The Jour- 
nal of Commerce, 63 Park Row, New 


York 15,-N.. ¥. 
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Good “Seeds’’ 
Increase the Harvest 





Home Office: Oshkosh. Wisconsin 
GENERAL AGENCY OPENINGS IN WISCONSIN, MICHIGAN. ILLINOIS. INDIANA, MINNESOTA ¢ 
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US: LIFE... 


better life to live! 


It is hard to imagine projects such as the New York Herald 
Tribune Fresh Air Fund, the United Jewish Appeal, and the 
Urban League existing in a totalitarian country. The motives 
that start them, the tasks they perform, the nature of their 
support and everything they stand for grow out of convic- 
tions and feelings that are foreign to the thinking of 
non-democratic peoples. 


For legions of poor young Americans the Herald Trib- 
une’s Fresh Air Fund means two wonderful weeks in the 
country. But it means more than that. It is often the intro- 
duction to a new concept of citizenship, of respect for 
themselves and others, and of the opportunities for a good 
life open to those who live in a free society. 

Your contribution to the Herald Tribune Fresh Air Fund 
and other worthy movements helps to make U. S. Life... 


A Better Life to Live. 


ke FS 


The insuring public’s steadily increasing appreciation. of United 
States Life’s century of service is well expressed in the words of 
Captain Eddie Rickenbacker, “If a thing is old, it is a sign that it 
was fit to live. The guaranty of continuity is quality.” 





The 


United States Life 
INSURANCE COMPANY 
In the City of New York 
84 William St., New York 38, N.Y. 
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THREAT TO INSURANCE BY 
INTERNATIONAL LABOR 
ORGANIZATION 


International Labor Organi- 


Switzerland, 


How the 
zation meeting in 
this month plans to socialize insurance 
shown by the U. S. 
current 


Geneva, 


treaty is 
Commerce in its 
Report.” A _ resolution is 
before calling on the U. S. 
delegation to vote against the proposals. 

If the Senate ratifies the treaty the 
following as 


through 
Chamber of 
“Washington 
Congress 


Chamber cites the conse- 
quences : 

1. Twenty 
surance premiums would be 
leading to Govern 


all life in- 
paid with 


five per cent of 
Federal tax dollars, 
ment control of insurance companies. 
2. The Federal Govenment would take 
over completely all pension and retire 
ment plans, and there could be no more 
collective bargaining for these benefits. 
3. All voluntary efforts at private as- 
sistance would “be dried up” and the 
Federal Government would assume com- 
charitable activities. 
compensation 


plete control of 
4. Private workmen’s 


systems, operated under State laws, 
would be subsidized and completely 
controlled by the Federal Government 


with the use of public money. 
Congress on 
State 


systems, 


5. Despite refusal by 


many occasions to nationalize the 


unemployment compensation 


the ‘treaty would “do it in short order.” 


6. Socialized medicine would become 


a reality through Government payment 
of medical bills with tax 
7. Mothers of the 


through 


money. 
nation would be 


subsidized tax-paid pre-natal 
medical and hospital expenses and 
cash dollars. 

8. Private and State “sick 
pay” would be replaced by a nationalized 


care, 
payments, all from tax 


systems of 


system. 
9. There 
ment checks for each dependent in each 


would be monthly Govern- 


family, all from tax dollars. 

As to the U. S. delegation to Geneva, 
the Chamber said, “the tripartite 
the United States operates 
deck . . . on 27 major 
the U. S. Govern- 
with the labor 
the U.S. 


dele 
from 
stacked 
votes in three years 
ment delegates teamed 
delegates 24 times to outvote 
employer delegate. 

The Chamber called for support for 


the Sen. John W. Bricker (R., Ohio) 


gation 


like a 


resolution calling on the U. S. delegates 
to vote against the proposed treaty as 
focusing national 


sellout of 


means of 
current 


“the best 
attention on the 
America by America’s Government dele- 
ILO meetings. 


” 


gates at 


L. Burt Bigler, general agent for Gen- 
eral American Life at Salt Lake City, 
Utah, recently was sustained as Bishop 
of Wandamere Ward, Church of Jesus 
Christ of Latter-Day Saints. He has 
long been active in Mormon Church af- 
fairs. Mr. Bigler’s business card, carry- 
ing this safety message: “Drive care- 
fully—you might kill one of my policy- 
holders,” has created considerabie inter- 
est among Salt Lake City businessmen. 

* * * 


Frazar B. Wilde, 
necticut General Life, 
colm-Smith, assistant manager of the 
Public Information and Advertising De- 
partment of the Travelers, received hon- 
orary Master of Arts degrees at the 
commencement exercises at Trinity Col- 





president of Con- 


and George Mal- 


lege last Sunday. The citation for Mr. 
Wilde called him “a leader in insurance 
who has risen from mail-boy to the 


presidency of the Connecticut General,” 
and noted his activity “in many local, 
state and national organizations.” Mr. 
Malcolm-Smith was cited as “well-known 


author and playwright,” his humorous 
novel “Slightly Perfect” having been 
done into a Broadway musical show, 


“Are You With It.” “The Grass Is Al- 


ways Greener,” was published in 1940 
and “The Square Peg” appeared last 
month. 

a a 


W. M. Rothaermel, vice president, Pa- 
cific Mutual Life, has been asked to 
serve on an advisory committee to work 
with the division of ‘business and eco- 
nomics of the Los Angeles State College 
of Applied Arts and Sciences. 


ae es 


Powell B. McHaney, president, Gen- 
eral American Life, St. Louis, was re- 
cently reelected president of the Uni- 
versity of Missouri Board of Curators. 
He is a graduate of the University of 


Missouri. 
eo <*. oF 


Donald J. Reap, former assistant editor 
of The National Underwriter, now with 
the Solomon Huber agency of Mutual 
Benefit Life . New York City, has grad- 
uated from Fordham University Law 
Sc hool. 

oe | 

Harold J. Shackleton, Utica, N. Y., 
insurance executive and recent chair- 
man of the Utica Hospital Fund cam- 
paign, has been appointed chairman of 
the advisory committee on public rela- 
tions for the Utica Hospital Fund. 


MRS. JOHN E. SPENCE 


Mrs. John E. Spence, wife of the gen- 
eral agent, Penn Mutual Life, 60 East 
Forty-second Street, New York City, 
has been elected president of New York 
City branch of American Association of 
University Women. AAUW has a na- 
tional membership of 120,000. A grad- 
uate of Russell Sage College Mrs. 
Spence has been treasurer of the New 
York branch of AAUW since 1948. She 
is a former member of the staff of Grace 
Church. 


* * * 
Laurence F. Lee, head of Peninsular 
Life of Jacksonville and of the Occi- 
dental Life of Raleigh, has been ap- 


pointed to membership on the* National 
Advisory Board on Mobilization Policy 
by President Truman. Mr. Lee, who is 
president of the U. S. Chamber of Com- 
has served on two other national 


merce, 
Government boards—President Tru- 
man’s Loyalty Review Board and Gor- 
don Gray’s Dollar-Gap Committee. 


ak Peek 


Henry F. Chadeayne, St. Louis, civic 
leader and comptroller of General 
American Life, has been named foreman 
of the June term Grand Jury of the 
Circuit Court by Circuit Judge William 
B. Flynn. . 

* * * 

Thomas A. Watson, sales manager cf 
Lincoln National Life’s Group  depart- 
ment, is a graduate of Indiana Univers- 
itv and was a bomber pilot in Wortld 


War II, He has been with Lincoln 
National since 1945. 
* * * 


Judge Albert Conway of the Court of 
Appeals and former Superintendent of 
Insurance, New York State, has recov- 
ered from his recent, illness and has 
gone to his summer home in Boothbay 
Harbor, Maine. 

oe 

Byron K. Elliott, executive vice-presi- 
dent John Hancock Mutual, has been 
elected a director of Arthur D. Little. 
Inc., nationwide industrial research and 
reg organization, with headquar- 
ters in Cambridge, Mass. 


- e. ® 


John A. Culbreath, general agent for 
Manhattan Life, is called General 
Dwight D. Eisenhower's oldest friend in 
Denver by Andrew Tully, Scripps- 
Howard staff writer in his column June 
13. Since the general married Mamie 
Doud in 1916 in Denver he and Cul- 
breath have gone on trips together, 
played golf and spent much of their 
leisure in each. other’s company. 





HARRY W. MILLER 


Harry W. Miller, United States mana- 
ger of the Commercial Union Group, 
and Mrs. Miller, sailed June 11 on the 
“Queen Mary” from New York for a 
visit to the head office of the Commer- 
cial Union Assurance in London. While 
in Great Britain they will make a motor 


trip through England and later go to 
Edinburgh, following which they will 
visit Paris. They will return to the 
United States, July 22. 
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Fabian Bachrach 
ZIMMERMAN 


CHARLES J. 


Charles J. Zimmerman, managing di- 


rector of Life Insurance Agency Man- 
agement Associz ition, who was one ot 
the most popular undergraduates at 


Dartmouth College, has been elected an 
alumni trustee of the college. He is also 
a member of the board of overseers ot 
the Amos Tuck School of Business Ad- 
ministration from which he has a M.C.S. 
degree. He is a trustee of American 
College of Life Underwriters and last 
vear received the John Newton Russell 
Memorial Award given for outstanding 
life insurance service. In World War II! 
he was a captain in the Navy. Before 
going with Agency Management Asso- 
ciation he was general agent of Connec- 
ticut Mutual Life in Newark and then 
Chicago and his first insurance experi- 
ence was as secretary of Life Under- 

writers Association of City of New 


York. 
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Close Tie-up of Insurance Companies 
with Pinkerton’s 

PINKERTON’S NATIONAL  DE- 
TECTIVE AGENCY, INC., the first 
detective agency to be organized in this 
country, was founded in 1850 by Allan 
Pinkerton. The founder, with the rank 
of major, organized and administered the 
Secret Service of the Union Army and 
worked in close conjunction with Pres- 
ident Lincoln. At the close of the war 
Major Pinkerton returned to civil life 
and further developed the sound _poli- 
cies and practices ‘that have helped this 
agency become the most famous private 
institution of its kind in the world. 

Since insurance companies began op- 
erations in this country they have been 
among the important clients of the Pink- 
erton agency. 

In May, 1936, the name Allan Com- 
mercial Service was given to a depart- 
ment which had been created ‘to special- 
ize in the investigation of claims for 
insurance companies and _ self-insurers. 
This name was adopted as a result of 
the opinions of a number of old clients 
that the “detective” aspect might be 
overemphasized in the lay mind with 
prejudicial effect. 

The current president of Pinkerton’s 
is the fourth generation Robert A. 
Pinkerton. Executive offices of the or- 
ganization are at 154 Nassau Street, New 
York. John O. Camden is vice president 
and general manager. The executives who 
have the closest tie-up with the insur- 
ance business are Robert W. Schooley 
and Howard W. Nugent. Joseph L. 
Geoghegan is the New York sales rep- 
resentative specializing in insurance 
clientele. 

John O. Camden, vice president and 
general manager of Pinkerton’s National 
Detective Agency, Inc., is a native of 
Missouri. He entered the agency’s em- 
ploy in 1917; was superintendent in 
various offices from 1921-1925; division 
manager from 1926-1942; assistant gen- 
eral manager from 1943-1951, and be- 
came vice president and gener al mi inager 
in 1952. He is a member of the Rotary 
Club of New York. 





Manager of the department of insur- 
ance investigation — Allan Commercial 
Service —is Robert W. Schooley. A 


native of Iowa, he spent nine years in 
claims departments of insurance compa- 
nies. In all, he has been 23 years with 
the Pinkerton organization during 17 
of which he has been manager of the 
insurance investigation department. He 
became manager of Allan Commercial 
Service when it was inaugurated. 
Howard W. Nugent, manager of the 
department of criminal investigation, a 
native New Yorker, was with the New 
York State Police from 1924 to 1947. 
He was an inspector in the state’s Bu- 
reau of Criminal Investigation from 1936 
to 1944 and deputy chief inspector, 
commanding the Bureau of Criminal In- 
vestigation from 1944 to 1947. He spent 
15 years on the faculty of New York 
State School for Police and was editor 
of B.C.1I. Bulletin from 1945 to 1947. 
He is author of New York State Police 














“Evidence Guide,” which was reprinted 
in the Korean language for the Korean 
police by the U. S. provost marshal of 
Korea in 1946. 

Joseph L. Geoghegan, sales represen- 
tative of Pinkerton’s National Detective 
Agency, Inc., spent nearly three decades 
in the insurance business. His first 
position was in the claim department of 


cm 


Seated—John O. Camden. 


Howard W. Nugent, 


the Motor Car Mutual Insurance Co. in 
1920. Two years later he joined the 
New York office of Marsh and Mc- 
Lennan, Inc., specializing in bonding and 
casualty claims. He became manager 
of the casualty department in 1929, and 
ten years later was elected assistant 
vice president of ‘the New York office. 
Upon his retirement from Marsh and 
McLennan he joined the Pinkerton or- 
ganization in 1951 as sales representa- 
tive, specializing in insufance clientele. 


EXISTING RECORDS SHOW that 
the Pinkerton agency began serving in- 
surance companies as far back as Sep- 
tember, 1868, and that the service has 
increased down through the years as 
insurance has spread. Major portion of 
the business submitted by insurance 
companies has been in the field of 
claims, many involving unusual or con- 
cealed circumstances. Employes who form 
Allan Commercial Service have been 
taught from the beginning of their agen- 
cy experience ito obtain impartial facts 
in their entirety. Particular attention 


has been given to the insurance educa- 
tion of investigators employed on 
insurance work so that such employes 
will have broader training in their 
work as well as some knowledge of 
insurance coverage with respect to the 
contract, problems arising therefrom and 
bearing of the claim on risk desir- 
ability. 

In the specialized operations of the 
agency in connection with insurance 
matters the chief purposes are to de- 
termine facts relative to negligence ; 
extent of injury and degree of dis- 
ability; obtain proof of whether there 
be collusion ; prior medical history which 
includes information in reference to 
previous accidents or identification of 
unknown witnesses. One type of witness 
who shares a common aversion to be- 
coming involved in a court proceeding 
when not directly interested sometimes 
denies having pertinent knowledge. 
Method of investigation often reveals 
precisely what such witnesses did or did 
not see. With possession of such 
knowledge by ‘the insurance company the 
witness may be prevailed upon to testi- 
fy frankly and truthfully as to the facts. 

Another important purpose of such 
types of inquiry is that many times facts 
are established which indicate that an 
effort at surveillance would result in 
an unjustifiable expense. Still another 
purpose, particularly in Workmen’s 
Compensation or with accident and 
health claims, is that it avoids mis- 
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Standing, left to right—Joseph L. Geoghegan, 


Robert W. Schooley. 


information often given the insurance 
company’s investigators who become 
known in neighborhoods where they are 
working and thus become identified with 
individual cases 

Motion pictures are occasionally made 
by Allan Commercial Service during 
surveillance of liability and workmen’s 
compensation claimants, of the insured, 
under various forms of accident and 
health coverage, in order to develop facts 
concerning the claimant’s present physi- 
cal and occupational activities 

Allan Commercial Service also is em- 
ployed to complete investigations. Meth- 
ods employed often disclose unknown 
factors, discovery of which may mean 
the difference between an_ intelligent 
settlement and one based on uncertain- 
ty. This also applies to cases which 
are expected to come to ‘trial. Facts 
uncovered in this type of investigation 
in preparation for trial may eliminate 
the advisability of going to trial (with 
its attendant cost and uncertainty), or 
it may further justify the decision to 
stand trial. 


TWO OF THE MOST IMPORTANT 
FACTORS in successful investigation 
of burglary and ‘bond claims or claims 
under Inland Marine coverage which 
come under criminal classifications are 
these: training and supervision of the 
investigators and contacts maintained by 
Pinkerton’s with police and other law 
enforcement and administrative bodies. 

Under supervision of Pinkerton’s de- 
partment of criminal investigation are 
losses of jewelry and other merchandise 
by theft, robbery and burglary. The 
following is an example of what a pain- 
staking investigation can accomplish: 

In December, 1949, two jewelry sales- 
men representing different. outfits 
stopped overnight in a small town in 
the Southwest. Both salesmen stored 
their sample lines in a local jewelry 
store. The total value of jewelry they 
were carrying was in excess of $100,- 
000. During the night, the store was 
burglarized, all of the jewelry left by 
the salesmen being stolen. A Pinkerton 
investigator was detailed and after sev- 
eral days of work the investigation led 
to a disposal dump which yielded a trash 
can in which was a shirt. The shirt con- 
tained several envelopes bearing the 
name of the company represented by 
one of the salesmen. The shirt’s laundry 
mark was identified by one of the local 
laundries. The result was the arrest and 
conviction of two persons and complete 
recovery of the stolen jewelry. 


AMONG CASES OF INSURANCE 
INTEREST investigated by Allan Com- 
mercial Service are the following : 

The insured’s automobile was in col- 
liston with a car in which the ciaimant, 
a woman, was a passenger. Medical 
examination indicated that injuries were 
minor and there was nothing to indi- 
cate cause for any serious nervous 
upset. A few months after suit was 
filed, this woman committed — suicide: 
Petition was made to amend the com- 
plaint and it was then alleged that as 
a result of the accident the claimant 
became insane which was the cause of 
her act. Careful investigation revealed 
that on several occasions prior to the 
accident, and over a period of four 
years, she had made threats of suicide 
and on at least two occasions had actu- 
ally attempted to kill herself. Case was 
settled on its merits. 

A structural steel worker sustained 
head injuries when struck by falling ma- 
terials. Long after he had apparently 
recovered, he claimed that he was un- 
able to climb because of dizziness and 
that he was obsessed with the fear of 
falling. Actually, he had undertaken 
work for another employer. Motion pic- 
tures were obtained of him while work- 
ing at the eighth floor of the skeleton 
of a building under construction. His 
ability to run back and forth along nar- 
row steel girders without support of 
anything other than what was under 
his feet belied his contention. 

Probably the most fascinating stories 
about detective work which have been 
printed anywhere in the world are found 
in the book about ~~ Pinkertons pub- 
lished recently by G. Putnam’s Son, 
New York, on the ae of the agen- 
cy’s centenary anniversary. Written by 
James D. Horan and Howard Swiggert, 
and called “The Pinkerton Story,” it 
gives the inside narrative of a hundred 
years’ war against crime and violence, 
the facts all being taken from the files 
of the agency. Here will be found the 
fascinating accounts of how the Pinker- 
tons broke up the Mafia in New Or- 
leans; the Molly Maguire gang of mur- 
derers:in the coal mine districts; the 
capture of Adam Worth, most famous 
international thief and confidence man; 
the I.W.W. reign of violence which led 
to the assassination of former Governor 
Frank Steuneberg, blown to pieces by a 
bomb at the gate of his yard in Cald- 
well, Idaho, and many other crimes, 
such as train robberies. Most engrossing 
are the stories of such Pinkerton de- 
tectives as James McParland and Frank 
Dimaio who were planted among crimi- 
nals and lived with them until the ijatter 
were apprehended. The early chapters 
of the beginnings of the agency are 
especially notable. 
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Honor H. H. Kraemer on 
His 50th Anniversary 


DINNER IS HELD 





TESTIMONIAL 





Manager of America 


Brokerage Dept. 
File 


Fore Joined Continental as 
Boy in New York in 1902 





Herman H. Kraemer, manager of the 
brokerage department countrywide for 
the fire companies of the America Fore 
Insurance Group, was honored Monday 
evening by company officials, business 
associates and friends with a testimonial 
dinner held at the Drug and Chemical 
Club, in recognition of his 50 years of 
loyal and continuous service to the or- 
ganization. 

Over 150 persons were present at 
the dinner, at which an outboard motor 
was presented to him as token of the 
respect and affection in which Mr. Krae- 
mer is held by his many business associ- 
ates and friends. 

Born at College Point, Long Island, 
Mr. Kraemer attended the local public 
schools and also New York University 
where he studied building construction. 

Several Years in Field 

He joined the America Fore organiza- 
tion as file boy with the Continental in 
1902. Soon after he became manager of 
the file department and of the analysis 
department. Later, after experience as 
map clerk, he was appointed New York 
State inspector in 1913. He was then 
appointed successively examiner for 
western New York, special agent for the 
same state, and in 1920 was transferred 
as special agent for eastern Massachu- 
setts and Rhode Island. 

In 1923 Mr. Kraemer was recalled to 
the home office as agency superintend- 
ent for the American Eagle Fire, an- 
other member company of the group, 
and in 1925 was appointed to the posi- 
tion he now holds. 

He has been a member of the Insur- 
ance Square Club for twenty vears, and 
has also been an active member of the 
Stella Lodge, F. & A. M. of Brooklwn 
since 1913 and the New York Ex-Field- 
mens’ Society. 


HOME CHANGES IN NEW YORK 





Kahn Assistant Manager of Midtown 
Office; Wiggins State Agent and 
Fiske Special in Westchester 


The Home Insurance Co. has an- 
nounced promotion of Albert A. Kahn 
to assistant manager of its New York 


midtown office. Mr. Kahn joined the 
Home in May, 1936, serving as a special 
agent unfil entering the armed forces 
in 1942. Following his discharge from 
military service in 1945, he was ap- 
pointed assistant manager of the Brook- 
lyn office of the Franklin Fire. In De- 
cember, 1948, he was transferred to the 
midtown office of the Home. 

The Home’s metropolitan department 
also announced two changes in its West- 
chester field office. William A. Wiggins 
has been appointed state agent there 
and R. John Fiske has been transferred 
to the suburban division of that office 
as a special agent, effective immediately. 

30th men will be under the supervision 
of Manager Joseph A. O’Brien. 

Mf. Wiggins, a graduate of Syracuse 
University, “~became affiliated with the 
Home in December, 1932. He was trans- 
ferred from the head office to the West- 
chester field office in 1941 as a special 
agent. Mr. Fiske was employed by the 
Home in September, 1937, in the 
department. From June, 1940, until his 
appointment as special agent in March, 
1952, he worked in the company’s metro- 
politan department though serving in 
the United States Navy from November, 
1940, to September, 1945. 


loss 





North America Announces 


Executive Promotions 
executive promotions are 
the Insurance Com- 
America, and Phila- 
Marine Insurance 


Several 
announced by 
pany of North 
delphia Fire and 
Co. 

Russell H. Petefish, formerly fire 
secretary; F. C. Clement, Jr., for- 
merly automobile secretary; V. I. G. 
Petersen, formerly foreign secretary ; 
John A. Diemand, Jr., formerly rein- 
surance secretary, and Joseph W. 
Huggins, formerly marine secretary, 
have been named assistant vice presi- 
dents. 

In addition, J. Weir Sargent, for- 
merly marine manager of the Phila- 
delphia metropolitan department, has 
been transferred to the head office 
and elected to assistant secretary. 

F. W. Koepnick has been named 
marine manager of the Philadelphia 
metropolitan department, succeeding 
Mr. Sargent. 











Hanover Appoints Toher 
Special in R. I., Mass. 


The Hanover Fire and Fulton Fire 
have named Vincent J. Toher as special 
agent for Rhode Island and southeastern 
Massachusetts with headquarters at 503 
Hospital Trust Building, Providence. 
Mr. Toher has been with the Hanover 
Fire for 15 years except for time with 
the Air Force during World War II. 


TWO GLENS FALLS CHANGES 





Ralph E. Wescott Underwriting Supt. 
of Fire Companies; Arba J. Baker 
Chief Examiner at Home Office 
The Glens Falls Group has appointed 
Ralph E. Wescott as underwriting su- 
perintendent and Arba J. Baker as chief 
examiner of its fire underwriting de- 

partment in the home office. 

Mr. Wescott became an employe of 
the Glens Falls companies in April, 
1920. He served in various positions in 
the home office, including fire under- 
writing. He later became manager of 
the agency department, and then was 
appointed a fire special agent in 1945 
for Connecticut and central Massachu- 
setts. The next year he was transferred 
to the Newark office in charge of the 
northern New Jersey field. In May, 
1950, he was promoted to state agent. 

Mr. Baker went to the fire companies 
of the Glens Falls Group in 1918. He 
served as file clerk and mapper, and in 
the reinsurance department until 1926, 
when he was promoted to the post of 
fire examiner. In 1938 he became assis- 
tant chief fire examiner. Within the last 
few years he has, in addition to his 
usual duties, been placed at the head 
of the fire cancellation department and 
was also charged with the responsibility 
of maintaining the library of Sanborn 
Maps. 


U. S. Fire Losses Rise 6% 

Estimated fire losses in the United 
States during May were $62,354,000, it 
is announced by Lewis A. Vincent, gen- 
eral manager of the National Board of 
Fire Underwriters. This is an increase 
of 6.1% over losses of $58,744,000 report- 
ed for May, 1951 and a decrease of 7.5% 
from losses of $67,380,000 for April, 1952. 

Losses for the first five months of 
1952 now total $346,068,000, an increase 
of 45% over the first five months of 


1951 which totaled $331,038,000. 
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Crichton Resigns as 
Commissioner in W. Va. 





ROBERT A. CRICHTON 


Insurance Commissioner Robert A. 
Crichton of West Virginia has resigned 
to take up private law practice in 
Charleston. The resignation is effective 
July 1. Gov. Okey L. Patteson has not 
named a successor. 

Mr. Crichton, who at 27 was the 
youngest Commissioner in the nation 
when appointed on May 1, 1949, pledged 
his future services to the state if they 
should be needed. 

A native of Charleston, Comm. Crich- 
ton was educated in public schools there 
and at West Virginia and Harvard uni- 
versities. He received his law degree 
at the West Virginia institution and was 
an instructor in economics there. He 
had never served in a public office be- 
fore being named Insurance Commis- 
sioner. 


Cobb President of NFPA; 
Meet in Chicago in 1952 


Allen L. Cobb, safety supervisor, 
Kodak Park Works, Eastman Kodak 
Co., Rochester, N. Y., was elected presi- 
dent of the National Fire Protection 
Association, international non-profit fire 
control group, last Friday, as the NFPA 
closed its five-day parley in New York. 

Others elected were: vice presidents, T. 
Seddon Duke, president, Star Sprinkler 
Corp., Philadelphia, and John A. Neale, 
chief engineer, National Board of Fire 
Underwriters, New York, secretary-treas- 
urer, Hovey T. Freeman, president and 
treasurer, Manufacturers Mutual Fire, 
Providence, R. I.; chairman of board of 
directors, Richard E. Vernor, manager, 
Fire Prevention Dept., Western Actu- 
arial Bureau, Chicago. 

Named to serve on the NFPA board 
of directors for three years were War- 
ren J. Baker, Philadelphia; P. E. Dan- 
nenman, West Orange, N. J.; J. E. 
Frederickson, Detroit; Frank D. Ross, 
Hartford; and Henry G. Thomas, Hart- 
ford. 

It was voted to hold the 57th annual 
meeting of the NFPA in Chicago. 


GEORGE E. BERRY DIES 
George E. Berry, 64, a past president 
of the Insurance Accountants’ Associa- 
tion of Toronto, Ont., died at his home 
in Toronto, June 7. He was an ac- 
countant with the Norwich Union Insur- 
ance Society. 





WALTER Y. DIXON DIES 

Walter Y. Dixon, manager of the 
Montreal branch of the Canadian Un- 
derwriters Association, died June 2, 
after a brief illness in Montreal, Que. 
He was a charter member of the Cana- 
dian Underwriters Association. His wife 
and three daughters survive. 
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Investment Portfolio of a Fire Insurance Fleet 


How Phoenix-Connecticut Group Buys and Sells Securities; Reasons Which 


Influenced Its Finance Committee In Major Swings of Companies’ 


Among the principal investors of 
America, and, therefore, among the in- 
stitutions which help build up the eco- 
nomic life of the nation are the great 
fleets of stock fire insurance companies. 
The stature of their investment, oper- 
ations which make more possible the 
continuous expansion of the nation’s 
business is constantly growing in pres- 
tige. The amount they have invested 
in the stocks and bonds of industry, 
utilities, railroads, banks and other pri- 
vate fields; in the political subdivisions 
of states and territories, as well as the 
aid they extend to the U. S. Government 
by buying its bonds, runs into the bil- 
lions of dollars. The efficient way in 
which these financial divisions of the 
companies operate can best be under- 
stood by a study of their financial port- 
folios over a period of years. That study 
demonstrates how closely in touch the 
companies are with the ever-changing 
economic picture. 


The Phoenix-Connecticut Group 


One of the most successfully conducted 
investment divisions in fire insurance is 
that of the Phoenix-Connecticut Group, 
and this article is devoted to how the 
group operates in connection with its 
financial portfolio, This group consists 
of these insurance companies: Phoenix 


Investment Policy Since 1936 


sets in excess of $154,000,000. Consolidated 
surplus of the group was approximately 
$76,580,000. During the year 1951 prem- 


By CLARENCE AXMAN 





President of Group 








bond and stock portfolio was 4.14% in 
1951 after expenses applicable thereto, 
but before Federal taxes. This rate of 
return is calculated on average cost. 
Securities as of December 31, 1951, 
showed an appreciation of $4,771,205 over 
the previous year. When added to the 
operating gain this produced a combined 
total of $8,695,863. 


The Finance Committee 


The Phoenix-Connecticut executive and 
finance committee has as its chairman 
John A. North, president of the com- 
panies in the group. ye on the com- 
mittee are George C. Long, Jr., former 
president; James Lee Loomis, Philip B. 
Stanley, Lester E. Shippee and Thomas 
W. Russell, Chief of the company’s finan- 
cial division is Jack D. Taylor, vice presi- 
dent and treasurer. Ezra H. Ripple, III, 
is assistant treasurer. 

Mr. Loomis is former chairman and 
former president of Connecticut Mutual 
Life and was one of the trustees of the 
New York, New Haven & Hartford Rail- 
road when the road was in trusteeship. 
Mr. Russell is a former partner of Allen, 
Russell & Allen agency of the Connect- 
icut General, one of the leading insur- 
ance agencies of the country. Among 
companies the agency represents is the 
Phoenix. Mr, Russell is also a director 


meetings following a luncheon together 
in the Phoenix-Connecticut home office. 
One of the members of the committee 
said to the writer: “If there is any busi- 
ness in the world that should be con- 
ducted in a relaxed and unhurried at- 
mosphere it is that of making large 
trust commitments.” 


How Committee Operates 


After luncheon the committee assem- 
bles in the room of President North for 
its discussions which usually last from 
an hour to an hour and a quarter, Sug 
gestions for purchases or sales are pre- 
sented by the financial officers of the 
company’s staff, with a full statement 
of the pertinent facts and figures con- 
cerning each contemplated purchase or 
sale. Sheets providing the information 
are passed around. Usually they have 
been sent out a few days in advance of 
the meeting. Before the suggestions of 
the staff are presented an_ intensive 
study has been made of the basic facts 
about the industries whose securities or 
bonds are to be subject, of purchase or 
sale. 

Time was when the-earning record of 
a corporation and its position in its in- 
dustry were the major factors bearing 
on its prospects. This is no longer the 
case. The imponderables are now equally 
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and later, when peace has finally arrived. 
All such angles have a distinct bearing 
issues. 


on investment 


Research and Recommendations 


Coming up frequently for review are 
the company’s own investment policy, 
distribution of risks by industries, ma- 


impact of 
All such 


turity of dates of bonds, the 


income and excess profit taxes. 
data and other information 
light of 
sometimes 


latter 


weighed and appraised in the 
difficult, 
to weigh, In 


factors extremely 


even impossible, the 
event the committee’s judgment and ex- 
perience for action. 
It sometimes happens that the 
officers must act quickly when situations 
liable to 


must be the guide 


finance 
are swing 


become acute or 


speedily one way or another. This may 
result in members of the committee get- 
ting in touch by telephone with the home 
office investment division staff, and even 
in occasional special meetings when de- 
lay may prove harmful. 

The degree of investment risk which 
an insurance company can take with due 
regard to the interest of its policyholders 
is measured in part by the relationship 
between the unearned premium reserve 


and the surplus funds. In this respect 
the Phoenix companies are in a very 
favorable position, and in a given case 


might feel justified in accepting a desired 
equity risk where other action would be 
indicated with a lower bulwark of sur- 
plus funds. The conflagration hazard in 
certain municipal areas may have 
a bearing on investment policy. 


also 


Field Trips to Interview Top 
Managements of Industry 


The investment department of the 
Phoenix which performs the research, 
makes the recommendations as to pur- 
chases and sales respecting the invest- 
ment portfolio is headed by Jack D. 
Taylor, vice president and treasurer of 
the companies. He is ably assisted by 
Ezra H. Ripple, III, assistant treasurer. 
Not only do these officers thoroughly 
examine their material for the commit- 
tee’s deliberations with their exception- 
al ability as analysts, but they make 
frequent trips into the field where they 
— with top management of many of 
the larger corporations whose securities 
are part of the Phoenix organization’s 
investment apt Such trips are not 
only extremely educational to these offi- 
cers through affording an intimate view 
of operations of the industry visited, but 
the conferences with these industry ex- 
ecutives also gives the staff an oppor- 
tunity to hear of development plans 
and trends in the business under re- 
view. In addition to the observations 
made in these personal trips the staff 
members keep en courant with the eco- 
nomic situation through close study of 
the financial news and by reading com- 
ment columns of financial writers, an- 
nual reports of corporations, especially 
those in whose securities the compa- 
nies are interested. The most reliable 
of the weekly news letter services are 


must be 


read, digested and analyzed. 

Naturally, a great deal of information 
is also obtained from investment houses 
in such cities as Hartford, New York, 
Boston, Chicago, Philadelphia, San 
Francisco and Los Angeles. The per- 
sonal career experiences of the mem- 
bers of the finance committee also con- 
tribute considerably to the reservoir of 
information needed for guiding the pur- 


chases of new investments or sales of 
securities and bonds. For _ instance, 
Lester E. Shippee, as an outstanding 


banker, keeps in close touch with a long 
list of investments which are held as 
trust investments by his bank, 
Hartford-Connecticut Trust Co. 
commercial banker he closely follows 
money rates and economic trends and is 
constantly studying Treasury and De- 
partment operations as well as the 
market operations of the Federal Re- 
serve System. The same study on his 
part applies to trends in municipal 
financing. 
Careers of Messrs Taylor and Ripple 
Vice and Treasurer Jack 
D. Taylor, chief financial officer of the 
Phoenix companies, is a native of Mich- 
igan, an alumnus of Hillsdale College, 
class of ’25, and of Harvard School of 


President 


Business Administration. Before com- 
ing to Hartford in 1934 he was with 
the Guardian Trust Co. of Cleveland. 


first association in Hartford was 


His 


with the Hartford-Connecticut Trust Co., 


department. He en- 
the service of Phoenix Insurance 
Co. in February, 1936.° The following 
year he was elected assistant treasurer, 
and in February, 1939, succeeded the late 
Spencer T. Mitchell as treasurer. He 
was appointed vice president and treas- 


investment 


urer in 1949. 

Ezra H. Ripple, III. assistant treas- 
urer, is a native of Scranton, Pa. In 
1928 he was graduated from Phillips 
Exeter Academy, Exeter, N. H., and in 


1932 was graduated from Williams Col- 


lege. His first employment was with 
Foster and Co., Inc., a New York in- 


vestment house and he remained with 
it from 1932 through 1939. During the 
latter five years he was in charge of 
the Hartford office. In 1940 he repre- 
sented Spencer Trask and Co., Hart- 
ford. Before going with the Phoenix 
in April, 1942, he was with Phoenix Mu- 
tual Life for a year. In 1943 he was 
vice president and campaign manager 
of the Greater Hartford War Chest. 
In World War II he was in the Army, 
being a second lieutenant in infantry 
vhen separated from the service. In 
February, 1947, he was elected assistant 
treasurer of the Phoenix Insurance Co. 


Major Shifts in Investments Since 1936 


The status of the portfolio over the 
years is es peciz illy interesting to financial 
divisions of fire insurance companies as 
it shows the major shifts which have 
been made at recommendations of the 
finance committee over the years. 

It will be seen that governments 
owned by the group rose from $15,284,- 


000 at the end of 1936 to a peak of 
$35,093,000 at the end of 1948. The 
bulk of the increase, however, at least 


on a percentage basis, occurred prior to 
the end of 1943. It was during the years 


Twenty-Five Largest Equity Holdings of Group 


Issue 








1. Dow Chemicel 
2. Standard Oil 
3. International ° 
he Pe VRE oy Soa ne pr 
Ss. National City Benk of Re ct 
6. DOME Pe Sree tg chan: (eer cree aca 
7. Gulf O11 .. 
& Guaranty Trust, 
9. lst Natl. Bank Atetene 
10. American Gas and 
ll. American Natural 
12. Goodrich (B.F.) 
i3. Monsanto Chemical 
14. Inion Carbide 
15. Public Service I 
6, Humble O11 
17. Gulf State 
25. Standard oOlLi 
19. Internationel 
2c.  ccnagareasrt hentai cnc. «te ee ee 
ei. ny 
23. Americsér Tel, 
ek. Hartfeore-Conrecticut Trust 
2s. Continentel [llinois X/B a 












Market 
Valve 
Shares Cost Dec, 31, 1951 
11,000 $436,976 $1, 320,000 
16,583 409, 898 1,260, 308 
Pe » 660 320,508 1,020,540 
Oe ere. 16, 380 161, 349 999,1 
Se iets eo gates ae 19,600 765,239 960,400 
335,085 874,900 
466, 873 869,000 
757,813 862,400 
$72,946 837,,120 
526,661 812,400 
48,507 748,000 
408,265 744,000 
294,657 742,000 
290,220 664, 800 
$12,091 638,000 
198,098 624,000 
478,770 621,000 
290,759 615,000 
232,911 612,500 
Se eee 376, 668 600,000 
248,257 596,288 
265,205 572, 300 
467,695 564,450 
313,565 562,00 
471,125 548,600 
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1943 that the 
losing their 


Phoenix 
corporate 
continu- 

general 


from 1936 to 
companies were 
bonds. under the impetus. of 
ally easing money rates. The 
effect was to decrease the spread in 
yields. between corporates and U. S. 
Governments. Also, the latter, during 
much of this period, enjoyed an ad- 
vantage as to Connecticut State taxa- 
tion and ‘to some extent from Federal 
taxation. For example, the so-called 
partially tax-exempt bonds were free 
of the normal tax which was a consider- 


able item. The group’s shifts into 
governments are fairly typical of the 
industry in these years. 

Since the end of 1948 the group’s 
governments . have declined somewhat 


and on the basis of percentage to total 
portfolio the decline has been even 
greater. In brief, the Phoenix compa- 


nies de-emphasized the importance of 
their government ‘holdings because of 
the relatively greater attraction of mu- 


nicipals during this period. 
State and Municipal Bonds 


For years the State and Municipal 
bonds field has been of particular in- 
terest to the Phoenix companies. During 
World War II, when construction on 
municipal projects was sharply curtailed 


because of lack of materials and man- 
power, there were few issues in this 
category and the volume of long-term 


financing in this field was less than the 


annual redemptions and retirement of 
outstanding debt. In consequence, 
coupled with the very high personal 


income tax rates of the war period, the 
3ond Buyer 20-Bond Index advanced 
to an all-time peak of 1.29% in March, 


1946, 


After the close of the war there was 
a flood of new municipal issues. This 
caught by surprise a market not edu- 


cated to 


247% 


EZRA 


the 


vt the 


RIPPLE, 


absorption of 
bond financing in such volume, 
result th 


20-Bond 
on March 4, 1948. With corporate 


Deford Dechert 


II 


municipal 
with the 
Index stood at 


taxes rising at the same time municipal 
yields were increasing, the attraction of 


this group to companies 
became 


allied 
In the 


field 
category of 


soon 


in the fire and 
evident. 


other bonds the 


Phoenix group’s holdings declined stead- 


ily from 1936 to an extreme low at 


the 


end of 1946 from which point they have 


made a 


slight 


increase. 


That increase 


in recent years has been due primarily 
to purchases of Canadian bonds to meet 
added deposit requirements in that coun- 
try. With the Federal government tak- 
ing approximately 52% of the gross in- 


come from c orporates, 


it is obvious that 


the group as a class has no real attrac- 


tion for the Phoenix companies. 
anticipation 


are 


years 


when, in 


There 
of un- 


favorable underwriting results, the group 


might 
little 


narrow 


In the 
item 


be able to 
more 


has 


strongly 


emphasize 
than it 
such a procedure obviously 
limits. 


them a 
has, but 
has pretty 


Preferred Stocks 


case of preferred stocks this 


expanded 


from $5,078,000 at 


the end of 1936 to $16,877,000 at the end 


of 1945. 


commons, 


to the buyers of these securities 
dividends 
income tax. 


85% of 
empt 
ance 
these st 


the 
from 
companies, 


In the 


case 


of preferreds— 


too—there is a tax advantage 


Federal 
for 


cks 


are 


entitled to an 859 


in that 
effect ex- 

Insur- 
ow ning 


are in 


instanc e, 





Yi 


dividend credit which is a slightly dif- 


ferent thing than 


tax-exem 


pt, because 


saying 
the 


are 85% 
owners 


they 
stock 


do not get the full amount of the credit 


under 


certain conditions. 
(Continued 


on 


Anyway, the 


Page 48) 


Group’s Consolidated Investment Portfolio 
As of December 31, 1951 


1951 Gross 











Income (After 
Amortization 
But Before 
Statement Actual Market ixpenses- 
Values _ Cost _ Values Accrual Basis) 
Bonds 70,966, 311 71,126,657 70,921,869 1,575,006 
Pfd. Stocks 7,595,560 757325457 7,536,560 ) 
we ' ) 
Ind. Commons 23,558,90\ 11,582,565 23,553,904 ) 3,013,085 
All Other } 
Commons 23,618,633 17;;073;870 23,618,633 ) 
Total 125,730,458 108,314,549 125,686,016 4,588,091 
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Melige 


White House of S4 








Colonel John Tayloe 





Az the urging of his intimate friend, George Washington, the wealthy 
Virginian Colonel John Tayloe decided to build in the new city on the Potomac. As architect he chose Dr. 
William Thornton, designer of the Capitol. Completed in 1800 shortly before the White House, his home 
was one of the finest in Washington and for many years was a center of social life. 

When the British burned the White House in 1814, Colonel Tayloe dispatched a courier offering Presi- 
dent Madison the use of his home and accordingly for more than a year the President made The Octagon 
his official residence. Here he ratified the Treaty of Ghent which formally ended the War of 1812 and here 
his charming wife Dolly further enhanced the mansion’s reputation for hospitality. 

Why the house came to be known as The Octagon is an unanswered question. It is not octagonal and 
obviously was never intended to be. Consisting of two rectangular wings connected by a circular tower, its 
unique shape is due to its location at the angle formed by two intersecting streets. Opening off the rear is 
a tunnel, the purpose of which is also an enigma, although according to 
a discredited legend it once led to the White House. 

For years The Octagon has had the reputation of being haunted. 
Most romantic of its spectral visitors is Colonel Tayloe’s daughter. Over- 
come by grief over her thwarted love affair with a young Englishman, 
candle in hand, she threw herself down the staircase, and, some say, in 
flickering candlelight she still appears. 

After the Tayloes’ ownership ended, The Octagon entered a period 
of steady decline and was a dilapidated tenement until purchased and 
rehabilitated by the American Institute of Architects. It has continued 
under this organization’s supervision since 1900. Like the White House 
whose existence it parallels, The Octagon has recently been renovated 
and now appears in all its original elegance. 


The Home, through its agents and we i i { E i OME ve 


brokers, is America’s leading 


insurance protector of American homes Sauurance Company 


and the homes of American industry. 
Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE ° AUTOMOBILE ® MARINE 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
Copyright 1952, The Home Insurance Company 
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DANFORD LEAVES NAIA 





Resigns as Executive Secretary to Join 
Safety Education Center; Neville 
Returning to NAIA Post 


Harold R. Danford, executive 
tary of the National Association of In- 
surance Agents for the past year, 
resignation 


secre- 


yes- 
terday announced his from 
that organization effective immediately, 


it is announced by President J. F. Van 





HAROLD R. DANFORD 


Vechten. Mr. Danford will join the staff 
of the Center for Safety Education at 
New York University under Dr. Herbert 
J. Stack, returning to the 
safety field where he had spent many 
years and had gained such a wide repu- 
tation 

Captain John F. Neville, U. S. Army, 
after serving 17 months with the Judge 
Advocate General’s office following his 
recall to duty, will return to the NAIA 
as executive secretary on August 1. In 
the interim, Donald W. Perin, CPCU, 
assistant secretary-treasurer of the 
NAIA, will be acting executive secretary. 

Mr. Van Vechten, in announcing Mr. 
Danford’s resignation, commended him 
for his fine work on behalf of the asso- 
ciation during the past year and joined 
with the executive committee of the 
NAIA in extending his best wishes to 
Mr. Danford in his future work. 


director, 


Schiff, Terhune Announces 
Changes in Chicago Office 


Frank Schiff, treasurer of Schiff, 
Terhune & Co., Inc., announces appoint- 
ment of Harold E. Martin as comptroller 
of the Chicago office. Mr. Martin was 
formerly with Price, Waterhouse and 
in addition has had considerable experi- 
ence with the insurance agency field 
as well as the general manufacturing 
field. As comptroller, he will be in con- 
trol of all finances. 

Harold T. Roos has been appointed 


production manager of the Chicago 
office. 


N. J. Insurance Women to 
Install Officers June 26 


The Insurance Women of New Jersey 
will install officers at their annual meet- 
ing at the Hotel Suburban, East Orange, 


N. J., Thursday evening, June 26 at 
6:45 p.m. Officers to be installed are: 
president, E. Audrey Bailey; first vice 


McElhaney; sec- 
Shalloo; re- 

R. Koer- 
maier; corresponding secretary, Jeanette 
M. McCune; treasurer, Anne M. 
Scocozza, and trustees, Elizabeth V. 
Doran, Mae Flanagan and Margaret E. 
Strasser. 


Margaret E. 
Anne 
Cecelia 


president, 
ond vice president, 


cording secretary, 


Gulledge Buys Control 
Of Agency in Dallas 


Hal A. Gulledge, celebrating his 27th 
year in the insurance business in Dallas, 
Tex., announced that he has acquired full 
ownership of the Highfill, Gulledge & 
Terry Agency, Gulledge said the busi- 
ness name would be changed to the Hal 
A. Gulledge Company. 

The agency also has an office in Fort 
Worth in which Gulledge had an in- 
terest. He said F. M. Highfill, and W. 
H. A. Terry purchased his interest in 
that, office. 

Gulledge, who is president of the 
Dallas Salesmanship Club and was vice 
chairman of the 1952 Red Cross fund 
drive, said his company would represent 
the same insurance firms as the agency 
and that there will be no_ personal 
changes, 

He was one of the first three CPCU’s 
in Texas and is immediate past president 
of the National Society of Chartered 
Property & Casualty Underwriters. He 
also is a past president of the Dallas 
Association of Insurance Agents. 


Weghorn Advisor to 


Brokers’ Assn. Directors 

The Greater New York Insurance 
Brokers Association, Inc., has added a 
third advisory member of its board of 
directors, it is announced by Herbert 
J. Pohs, president. The new advisory 
member is John C. Weghorn, head of 
the John C. Weghorn Agency, New York 
City. He joins his fellow agents Ed- 
ward I. White and Albert E. Mezey on 
the board of this organization. 

One of the best known agents in 
New York City, Mr. Weghorn has 
been active in association work for many 
years. He served as president of the 
Association of Local Agents of the City 
of New York having been elected in 
January, 1949. 


Hurt & Quin, Inc. Opens 


Service Office in Tampa 
President Langdon C. Quin of Hurt 
& Quin, Inc., general agents at Atlanta, 
Ga., announces opening of a service of- 
fice in Tampa, Fla., at 442 W. Lafayette 
Street. Special Agent Charles A. Atkins 
is in charge of this office which will 
handle business within a radius of 150 
miles of Tampa. 

This office has facilities of the fol- 
lowing companies: General Accident 
Fire & Life, multiple lines; Peerless 
Casualty, multiple lines and bonds; 
Ohio Farmers’ Indemnity, casualty; 
Manufacturers Casualty, bond; New 
England Fire, fire; Potomac Underwrit- 
ers, fire; Century Underwriters, fire, and 
Ohio Farmers, fire. 


CPCU Institute Attracts 


Cross Section of Insurance 

An occupational check of registrants 
for the Second Annual CPCU Institute 
which was held this week at the Uni- 
versity of Connecticut indicates a real 
cross section of the industry in attend- 
The registrants comprised com- 


ance. 
pany officials, producers, buyers, audi- 
tors, adjusters and engineers, Dean 
Laurence J. Ackerman stated. 

The registrants come from a wide 
area, as far south as Georgia and as 


far west as Illinois, in addition to the 
eastern states. After reviewing the 
background of those who attended, 
Dean Ackerman is of the opinion that 
through this year’s three-day seminar 
devoted to research and clinical analysis 
in the property and casualty field, there 
will be a definite contribution to the 
entire industry, as well as to the per- 
sonal expansion of those in attendance. 
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“Weghorn Is Good To Brokers” 


Living up to our slogan, this agency is fully equipped 
to render top-flight service to metropolitan brokers in the 
fire and allied lines, inland and ocean marine ... No 
problem is too large or too small for our specialists to 
handle . . . and Weghorn service is given with a smile. 


Our philosophy in these busy days centers around the 
“help the other fellow” attitude. We’re out to build 
greater prestige and confidence to the end that brokers 
will decide to bring their business to us . .. not only 
because they like Weghorn service but because of our 
ability to help in strengthening their client relationships. 


Consult us particularly on general cover business. 


INLAND AND OCEAN MARINE INSURANCE 


V02 Maiden Lene, New York § MY, 
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FIDELITY & SURETY 


YOUR INQUIRIES SOLICITED 








N. Y. Joint Committees 
Announced in Albany 


Membership of the New York joint 
legislative committee on insurance rates 
and regulation as announced by Arthur 
H. Wicks, temporary president of the 
Senate, and Oswald D. Heck, speaker 
of the Assembly, is as follows: 

Condon of Westchester, R, chairman, 
and Senators Halpern of Queens, R; 
Friedman of Kings, D; Assemblymen 
Mac Kenzie of Allegany, R. vice chair- 
man; Rabin of Queens, R; Lupton of 
Suffolk, R; Dwyer of Kings, D, secre- 
tary. 

The join committee on motor vehicle 
problems has an appropriation of $30,- 
000. It consists of Senators Halpern of 
Queens, R, chairman; Hults of Nas- 
sau, R; Furey of Kings, D, secretary; 
Assemblyman, Van Cleef of Seneca, R, 
chairman; Noonan of Cattaraugus, R; 
Turshen of Kings, D. 

Committee on unsatisfied judgments, 
motor vehicle, consists of Senators Hults 
of Nassau, R, chairman; Rath of Oneida, 
R; Fitzgerald of Queens, D; Assembly- 
men Graci of Queens, R, vice chairman; 
Mead of Onondaga, R, and Farbstein of 
New York, D, secretary. 


Standard Policy Discussion 

Indication that another effort will be 
made to have the new standard fire 
policy approved by the next legislature 
in Minnesota is seen in the fact it was 
explained at a meeting of the North- 
wester Minnesota Insurance Agents Re- 
gional Association at Crookston, June 
12. Members of the Minnesota Fire Un- 
derwriters Association were present at 
the meeting and explained the funda- 
mental differences between the present 
statutory fire policy used in Minnesota 
and the new standard policy which has 
been adopted in 43 other states. 

Attempts have been made at the last 
two sessions of the Minnesota legisla- 
ture to have the new policy approved 
but they have been unsuccessful. 


Arkansas Agents Meet 

C. E. Olvey, Jr., of Pocahontas was 
elected president of the Arkansas As- 
sociation of Insurance Agents. He suc- 
ceeds Warren Means of Pine Bluff. 

Other officers elected are W. F. Rector 
of Little Rock, vice president, and 
Robert Maxwell ‘of Texarkana, reelected 
to the board of directors of the national 
organization. 

The association heard committee re- 
ports and were addressed by E. J. Sey- 
mour of Monroe, La., a member of the 
National Association of Insurance 
Agent’s executive committee and Edward 
L. Wright, Little Rock attorney. The 
Arkansas premier of the movie “Intro- 
ducing the Policyman” was shown. 
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Continental 














Attention of All Brokers and Agents 


Continental Casualty Company, America’s No. 1 Accident and Sickness Insurance 
Company, is seeking alert brokers to add to its rapidly growing list of Accident and 
Health producers. 


More and more, progressive brokers are turning to Accident and Health Insur- 
ance as an avenue for their productive effort; as a means of completely serving their 


clients; and as a builder of commission income. How about you? 


At 76 we have a staff of trained specialists available and willing to acquaint pro- 
ducers with the usual and unusual in this field and to assist them in producing this 


worthwhile business. 


We will take the mystery out of the Accident and Health business for you so 


that you can quickly build a substantial continuing commission account. 


REMEMBER: To properly serve your clients, Continental Accident 
and Health is a MUST. 


BROKERS—See your General Agent, or 


CONTINENTAL CASUALTY COMPANY 


Associated with Continental Assurance Company—Transportation Insurance Company 


All forms of Accident and Health, Life, Casualty, Surety Bonds 


eligi and Inland Marine Coverages 
ACCIDENT & SICKNESS 
INSURANCE COMPANY 
) ea I ( EASTERN AND METROPOLITAN DEPARTMENTS 
76 William Street New York 5, N. Y. WHitehall 3-8500 


Continental Companies Building @ Chicago 
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Over 500 Cities Adopt 
National Building Code 


EVANS TALKS TC TO. NFPA FORUM 





Communities Using Code in Revising 
Own Codes Assured of Construction 
of National Recognition 





The recommended National Building 
Code of the National Board of Fire 
Underwriters has been adopted either 
in whole or in part by some 500 Ameri- 
can cities, it June 10 
at the building code forum of the Na- 
tional Fire Protection Association in the 
Hotel Statler in New York. 

James K. Evans, NBFU’s building code 
said the cities—both large and 
suitable for their 


was reported 


engineer, 
small—find the 
use because it has up-to-date provisions 
safety, health, and sanita- 
for individuals and the com- 
“perform- 


code 


for public 
tion—both 
munity—and because it is a 


ance code” allowing insofar as_ prac- 


material, type of 
construction or 
that 


strength,  sta- 


tical the use of any 


assembly, method of 


style of architecture meets the 


required standards of 


bility and fire resistance. 
First Code in 1905 
Mr. Evans added that the National 
Board of Fire Underwriters published 


its first recommended building code back 
in 1905 for many years thereafter 
it was the only model building code 
published in this country. The half-cen- 
he pointed out, had 


and 


tury or so before, 
been marked by a 
tions in Pittsburgh, St. Louis, Portland 
(Me.), Chicago, Boston, Jacksonville, 
San Francisco and other cities 
the loss of life and destruction of 
buildings,” he said, “soon brought con- 
vincing evidence that America could 
not continue to build with such complete 
disregard to the conflagration problem.” 
Mr. Evans explained that the Na- 
tional Board of Fire Underwriters was 
the only organization to come to the 
nation’s need by establishing as one 
of its objectives a study of fire and its 
effect on buildings, particularly with 
regard to safety to life of occupants and 
the reduction of property From 
such research and study, he added, it 
sought to deduce suitable and practical 


series of conflagra- 


loss. 


building standards that would serve to 
minimize the loss of life and fire haz- 
ards. 


In succeeding years the code was re- 
vised to meet changing conditions and 
requirements resulting from develop- 
ment of new building materials. Most 
recent complete revision was made in 
1949, and last January several amend- 
ments to the 1949 edition were issued. 
One of them, of considerable help to 
municipal officials, contains standards 
for open air parking garages. 

Other recent amendments include the 
adoption of the latest building code re- 
quirements for reinforced concrete of 
the American Concrete Institute; the 
latest report of the coordinating com- 
mittee for a National Plumbing Code 
with respect to plumbing and drainage 
systems; and the latest standards of the 
National Board of Fire Underwriters 
regarding the installation of gas piping 
and gas appliances in buildings, gas 
systems for welding and cutting, and 
liquefied petroleum gases. 


Applicable to Every Community 


Mr. Evans told those attending the 
NFPA meeting that NBFU’s National 
3uilding Code is not a sectional or 
regional one. “It is applicable,” he said, 
“to every city, town, village and county 
in the United States and that is why it 
is called the National Building Code.” 
He added that the code had been pre- 
pared to follow the principle that under 
the police power the requirements and 
restrictions relating to building con- 
struction should be stated in as broad 


terms as consistent with the attainment 
of public safety, public health and gen- 
eral welfare. 

“In providing a proper 
safety and health,” he said, 
does not dictate materials, 
or design, but rather specifies 
formance requirements insofar as 
is feasible.” 

Over the years, he declared, the 
NBFU has recognized the effect of 
economics in building construction and 
modified various editions of its code 
to meet the basic economic dictates 
prevalent from time to time. Bare mini- 
mum requirements have been used to 
preserve maximum safety features from 
the standpoint of fire and health as they 
affect life and property. Choice of 
materials and types of construction have 
been given wide latitude. In addition, 
approved American standards and na- 
tionally recognized standards of trade 
associations have been widely used in 
the code. 

Communities which use the National 
Building Code in revising their own 
building code, or by its adoption as a 
whole, are assured of construction of 
national recognition. Since the code is 
not a copyrighted document, munici- 
palities may use it without paying a 
fee or obtaining permission from the 
National Board of Fire Underwriters, 
Mr. Evans said. 


degree of 
“the code 
assemblies 
per- 
this 


New AIl Risk Endorsement 


For Hardware Dealers 
A new endorsement adding “all-risk” 
protection to fire and extended coverage 
policies on stocks of hardware and farm 
implement dealers is being offered by 
mutual insurance companies, it has been 
reported. The new form is known as 
the comprehensive hardware and imple- 
ment dealers’ endorsement. Its insuring 
agreement states that, except for named 
exclusions, the policy to which it is at- 
tached is “extended to include direct 
physical loss or damage to. such prop- 
erty by all other risks... 
New coverages added by the form, it 


was said, are theft and damage by 
water. The endorsement is an “on 
premises” form intended to supplement 


a companion inland marine form pre- 
viously made available by mutual car- 
riers and offering similar coverages on 
a floater basis. 

The new endorsement has already 
been filed in California, Illinois, Iowa, 
Kansas, Missouri, Nebraska and South 
Dakota by the Transportation Insur- 
ance Rating Bureau. It will be filed as 
soon as possible in all additional juris- 
dictions. The form for the eight West 
Coast states, including California, will 
exclude damage by earthquake. 





pride themselves on_ having 
such Understanding. Their 
numerous agencies of long 
standing prove it! 
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One Park Avenue 
New York, N. Y. 














wish things were as we want them instead 
of taking more realistic steps to assure this. 
Why continue to wish that the companies 
you represent were more progressive, more 
co-operative, and more constructively help- 
fuk to you? It may be quite possible through careful investigation 
and analysis to find just the kind of companies you want. 
wishing, but seeking can be your answer. 


Financial strength and modern facilities alone are not sufficient. 
The right company must also understand and be experienced in 
helping to solve the agents many daily sales problems. 
and Casualty Companies of the Commercial Union-Ocean Group 





The California Insurance Company 
Inion Ass 


The British 


DI: is a trite saying that “If 
wishes were dollars we'd all 
be millionaires.” Wishing is no 
substitute for hard reality. 







Yet, it is a common failing to 
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AMERICA FORE CHORALE 


Chorus of Mixed Voices Featured at 
Concert and Dance; Miller Director, 
O’Neill and Magill Chairman 
The America Fore Chorale, a chorus 
of 80 mixed voices, was featured Friday, 
June 6, at the Spring concert and 
dance sponsored by the America Fore 
Insurance Group at the Hotel Pierre in 
New York City. Under the leadership 
of its director, H. Thomas Miller, the 
chorale presented a varied program of 
choral arrangements including English 
and Austrian folk songs, Negro spiritu- 
als, and modern selections by Rudolph 
Friml, Jerome Kern and George Gersh- 

win. 

Assisting the chorale in this 
cert was the artist, Ester Lundell, inter- 
nationally known concert pianist, who 
played compositions by Liszt, Chopin, 
Debussy and Rachmaninoff. 

The America Fore chorale in the past 
year has gained in prominence among 
singing organizations in New York City. 
In December, 1951, the chorale was se- 
lected by the New York Central System 
as one of the leading groups within a 
radius of 50 miles to entertain at Grand 
Central Station in a program of Christ- 
mas carols. 


Mr. Miller, 





con- 


director of the America 
Fore chorale, is a well-known musician 
in the metropolitan area. He has stud- 
ied conducting and directing of choral 
arrangements under Max Rudolph of the 
Metropolitan Opera, and his own dis- 
tinguished choral arrangements have won 
distinction in musical circles. The com- 
mittees in charge of the evening’s con- 
cert were headed by W. Edward O'Neill 
and M. Edna Magill. 


Maryland Conferences 
On One-Write Policy 


The Delaware-Maryland-D. C. Fire 
Insurance Field Club, in cooperation 
with the Maryland Association of Insur- 
ance Agents and the Maryland Fire Un- 
derwriters Rating Bureau, have com- 
pleted an educational program covering 
the entire State of Maryland, directed 
toward a more complete understanding 
of the purposes and uses of the one- 
write policy. 

Conferences 
following Maryland 
Frederick, Easton, Cumberland, Salis- 
bury, Hagerstown, Chestertown, Poco- 
moke City, Elkton and Hughesville. 

These ‘popular conferences were ar- 
ranged by a committee from the Field 
Club, headed by Harry M. Gibbs, P. J. 
Hess and J. W. Boone. Robert W. 
Todd represented the Maryland Fire 
Underwriters Rating Bureau and F. 
Addison Fowler, chairman of the Mary- 
land Association of Insurance Agents 
educational committee, cooperated with 
the officers of the local boards through- 
out the state in securing meeting places 
for the conferences. 


were conducted in the 
towns: Baltimore, 


Best’s Issues Directory 
Of Adjusters, Investigators 


The twenty-second edition of Best's 
Directory of Adjusters and Investigators, 
just published, has been carefully edited 
to include only the most reliable and 
competent offices in the field. Listings 
are offered to firms recommended by the 
claims representatives of insurance com- 
panies. To determine local reputation, 
character, experience, etc., each office has 
been carefully investigated by the staff 
of the Alfred M. Best Company, Inc. 

The directory is priced at $4 per copy, 
and may be obtained at the home office 
of the Alfred M. Best Company, 75 
Fulton Street, New York, or at any of 
the branch offices in Atlanta, Boston, 
Chattanooga, Cincinnati, Dallas, Los 
Angeles or Chicago. 


NATIONAL UNION DIVIDEND 

Directors of the National Union Fire 
of Pittsburgh, have declared a dividend 
of 45 cents a share on the capital stock. 
The dividend is payable June 23 to stock- 
holders of record June 5. 
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there are prospects for Inland Marine lines 
wherever you turn 


Motors ° 


and whatever the line 


you'll find The Travelers has the right policy. 


Inland Marine is good business! You'll find prospects on every street in your 
community . . . and most people will buy some form of Inland Marine protection 
when you explain the comprehensive coverage they get for a low premium cost. 
If you need an assist . . . a Travelers Field man will be glad to help you get started. 


Protection through The Travelers means increased earnings for you. 


THE TRAVELERS FIRE INSURANCE COMPANY 


Hartford 15, Connecticut 
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Bowersock to EUA 


(Continued from Page 1) 


R. Robinson, deputy U. S. manager of 


the Phoenix Assurance. 

The rating methods research commit- 
tee chairman, Arthur Polley, vice presi- 
dent of the Hartford Fire, reported 
that the association in its advisory ca- 
pacity has recommended a revision of 
rules and new forms for builder’s risk 
coverages, also new treatment for im- 


provements and betterments and insur- 
ance in addition to other formal recom- 
mendations by the committee. 
Membership of the EUA now stands 
at 138 companies with the Millers Na- 
tional and the Illinois Fire being the 
latest additions to the membership. 
Other committees reported on their 





BOWERSOCK 


DONALD C. 


activities including trade practices re- 
search with J. K. Hooker, vice presi- 
dent of the automobile, as chairman; 


special committee on business interrup- 
tion insurance, Kenneth B. Hatch, vice 
president, Fire Association of Philadel- 
phia, chairman; loss adjustment prac- 
tices, Earl Patton, U. S. manager of 
Northern Assurance, chairman; confer- 
ence committee, Mr. Glendening, chair- 
man. 

Minor changes in the constitution and 
by-laws were voted to reflect the re- 
cently recommended premium payment 
plans. 

Higher Commissions Paid Recently 

In his analysis of the 
problem today President 
stated in part: 

“Historically, 


commission 
Bowersock 


commissions paid in the 


fire insurance field are not uniform na- 
tionwide nor, indeed, within the borders 
of all states, but on an overall basis, 
companies compensate agents in a large 
portion of the country with reasonably 
uniform results. Recently, we have ob- 
served a tendency on the part of some 
companies to pay, as a result of com- 
petitive pressure, higher commission 
rates in the East. 


appear that 
been exer- 
companies 
trying ex- 


“Fortunately, it would 
considerable restraint has 
cised by a majority of the 
and by agents during the 


periences of the past few months, all of 
which 


lends encouragement to the idea 


THE OLDEST INSURANCE 
COMPANY IN THE WORLD 












55 FIFTH AVE., NEW YORK 





that there is a possibility of finding a 
sound answer to the problem. 

“Under state rating laws, Commission- 
ers are required to test rates filed to 
make certain that they are not exces- 
sive, inadequate or unfairly discrimina- 
tory. This is the test against which any 
request for approval of rates must be 
measured. It is quite obvious, therefore, 
that an item such as commissions, repre- 
senting a major part of the total expense 
cost of the operations of companies, is 
a factor in the consideration of rate 
filings. 

“Presumably, where a_ standard of 
compensation has been in effect for a 
period of years and seems to produce 


equitable results, it is reasonable to con- 
sider that such rates of commission are 
fair. On the other hand, where commis- 
sions are suddenly increased, is it not 
obvious that the business is by indirec- 
tion indicating there is a ‘cushion’ in 
the rates available for the purchase of 
additional business, or alternatively, 
that there is a lack of regard for the 
position of the stockholders, who must 
in the final analysis bear the brunt of 
unsuccessful operations ? 

“Up to this point the industry has 
been given every opportunity to deal 
with its agents without interference 
from the state. Like all of our freedoms, 
if we cherish them, they must be safe- 


guarded. This can only be done by 
demonstrating conclusively we are able 
to meet problems which develop in a 
constructive manner. Never should we 
overlook the fact the primary function 
of our business is to serve the public by 
spreading the losses of the few over the 
many. This places upon our shoulders a 
great need for sound, self-regulated con- 
duct. 


Remove Commissions From Competition 


“Fundamentally, commissions are a 
means of compensation. They should be 
eminently fair to our loyal agents and 
brokers, who do so much to ‘spread the 
gospel’ of sound insurance and who 





-A PROCLAMATIO! ‘ 
Sugar Duty 





First Step to Liberty 


In 1732, Rhode Island took the first official step 
toward obtaining American liberty. The tiny colony 


fearlessly protested to Parliament against passage of the 


Sugar Act and first proclaimed the principle that the 


English House of Commons could not rightfully levy 


taxes against a people who have no representation in the 


State. Forty-three years later . . . “No Taxation Without 


Representation” . .. became the war-cry of the Revolution. 


It is not surprising that this step to liberty should be 


taken first in Rhode Island. Liberty of conscience and 


respect for the individual rights of man were basic tenets 


upon which the colony was founded. Through its charter 


it was the freest colony in the world. 


PROVIDENCE WASHINGTON INSURANCE COMPANY * 


Among the founders and original 
stockholders 
Washington Insurance Company 
are the family names of many un- 
sung leaders in America’s earliest 
determination to be free. 


of the Providence 


Progressive Protection since 1799 





PROVIDENCE 
WASHINGTON 


Shsurance Company 





20 WASHINGTON PLACE, PROVIDENCE, RHODE ISLAND 


There are Providence Washington Branch Service Offices in principal cities and Agents from coast to coast. 
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are entitled to and must receive equi- 
table compensation from the companies 
for which they work. Considering the 
fact that agents in most cases repre- 
sent a number of companies, is it not 
obvious that any fair basis of compen- 
sation which meets with the general ap- 
proval of the agents as well as the com- 
panies is the one which should be sup- 
ported by all and commissions should 
be removed from the realm of competi- 
tion? 

“If we are to compete with one an- 
other, and indeed we should, is it not 
advisable that our competitive ideas be 
along the lines of finding better ways 
and means of providing coverages at 
the minimum cost commensurate with a 
sound underwriting estimate of loss 
costs plus a loading for a reasonable 
underwriting profit and for a fair basis 
of compensation, not only to agents but 
to our employes as well? 

“So frequently we find competition in 
commissions limited to the offering of 
higher commissions for certain classes 
of business. Does this not immediately 
point up to the authorities that, in the 
opinion of some at least, certain of our 
rates are not in keeping with a fair es- 
timate of the hazards and, therefore, 
are excessive ? 

“Of course, when I speak of remov- 
ing commissions from the realm of com- 
petition, it is needless for me to add 
that any method or plan to effectuate 
this thought would have to be one fully 
in keeping with the requirements of 
law. 

No Leeway in Fair Rates 

“T am certain that no one would con- 
tend rate making is an exact science. 
On the other hand, if our rates under 
the formula we are presently using are 
fairly calculated on each of the major 
classes of business, there is not the 
leeway for companies to make additional 
allowances in commission that were not 
included in the rates originally. In mak- 
ing this statement, I am not in any way 
implying that our rates are not soundly 
made by classes, but I do say that if 
we are still in the position where cer- 
tain classes are carrying the experience 
of other major classes, correction should 
be made in such rates as promptly as 
possible. 

“As a business, we must avoid the 
very obviously unfair position of asking 
assureds owning certain types of prop- 
erty to carry unnecessarily the liability 
of others except in the event of catas- 
trophic losses. If we admit, for the pur- 
pose of this discussion, that our rates 
are reasonable and do not contain an 
abnormal profit, then we must by the 
same token admit that any increase in 
commission not included in the rates is 
a dissipation of stockholders’ funds. 
With the inflationary tendency that 
has been so manifest for the past ten 
years, it seems elemental that we should 
do everything in our power to improve 
our relations with our stockholders by 
zealously guardins their proper interests 
so that, when necessary, additional funds 
can be attracted to our business. 

“This is the foundation upon which we 
must build; otherwise, we may experi- 
ence the problems presently confronting 
another section of our industry. Under 
such circumstances, producers are right- 
fully concerned about their very ex- 
istence—not excess commissions. We 
have a sacred trust that affects the lives 
and welfare of many. Let us protect it 
in our every move! 

“It is within the memory of every 
man here that there was a day when 
strong companies felt a commission war 
would force the discontinuance of busi- 
ness on the part of companies not 
strongly financed. The philosophy which 
prompted that kind of thinking has long 
since died, and it is quite obvious that 
generally speaking the strongest com- 
panies in the business are most anxious 
to assist in the stabilization of condi- 
tions so that growth will result from in- 
dividual ingenuity rather than via the 
Process of purchase of business at un- 
reasonably high commissions. 

Producers Have Vital Interest 


“The greatest portion of my comments 
up to this point has dealt with the com- 


mission problem from the standpoint of 
the companies. However, we cannot 
overlook that the agents and brokers 
have a very real and vital interest in 
this problem, since nothing would de- 
stroy the agency system more quickly 
than the payment of excessive commis- 
sions to a large enough group of agents. 

“Irrespective of what you or I may do 
individually, the sheer economics of the 
situation will in the end force business 
through those channels that provide the 
greatest economic facility. From articles 
I have read, written by prominent 
agents, it is quite obvious that they too 
are concerned with this problem and are 


prepared to discuss with underwriters 
matters of this nature so as to resolve 
some of the basic principles. 

“If we are agreed that a stable, fair 
basis of commission compensation to 
agents is a desirable goal from the 
standpoint of the public, the agent and 
the company, the question arises as to 
what we can do to bring about such a 
condition under the present legislative 
pattern. Obviously, the first thing that 
must be done by all who believe that 
stabilization is desirable is to discontinue 
taking steps that will accentuate the 
problem presently before us. To follow 
such a program must of necessity antici- 


pate that thinking agents will do noth- 
ing to add to the present confusion. 

“In other words, it is my belief we 
can do the greatest good for the greatest 
number of people if no general increase 
in commission is made pending a de- 
tailed study of the problem. In offering 
this suggestion, I am under no iHusions 
with respect to the powers of the East- 
ern Underwriters Association. I do not 
believe that at the moment it could do 
more than possibly to make a recom- 
mendation as to a maximum, reasonable 
rate of commission, but certainly it has 
no power to force its views on members 
or others.” 






































An imposing record 


The Agents of these Companies share with us pride in the fact that five of the 
Companies under Crum & Forster management are now in their second century. 


THE NORTH RIVER INSURANCE CO. ....... 
UNITED STATES FIRE INSURANCE CO........ 
THE BRITISH AMERICA ASSURANCE CO... . . . . Incorporated 1833 . . . . . 119 Years 
WESTCHESTER FIRE INSURANCE CO... ..... 
THE WESTERN ASSURANCE COMPANY... . . . . Incorporated 1851 


OLD COMPANIES LIKE OLD FRIENDS WEAR WELL... Over a span of almost 
six centuries these companies have survived the trials of Peace and War; Prosperity 
and Depression; Inflation and Deflation, and have profited by the experience. They 
have kept faith with Agents and Policyholders— mindful of the trust and confidence 
reposed in them. They are old in years, but young in spirit, and have kept abreast 
of changing times and conditions— always adhering to sound underwriting principles. 
With each passing year, we have an increasing appreciation of the contribution 
which our Agents have made to the good name and reputation of the Companies. 


Organized 1822 .. . 
Organized 1824 . . . . . 128 Years 


Organized 1837... . . . 115 Years 
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Royal and Liverpool Reached New 
High Records in Premiums in 1951 


New high records in premium income 
of the Royal and the Liverpool and 
London and Globe were announced by 
the chairman of the board, Colonel A. 
C. Tod, at the annual general meetings 
of stockholders. For the Royal the 
worldwide fire, casualty, and marine 
premiums in 1951 showed an increase of 
almost 20%, reaching a record total of 
£42,650,000. For the Liverpool and Lon- 
don and Globe the corresponding pre- 
miums were just above  £26,000,000, 
representing an increase of £3,300,000 
over 1950. 

The Royal recorded underwriting 
profits of £2,023,823 and the Liverpool, 
£1,079,238. This is the third successive 
year in which the Liverpool underwrit- 
ing profits exceeded £1,000,000. 


Commends U. S. Staff 


Colonel Tod referred in both 
to the able management of the com- 
panies’ organizations in the United 
States and expressed his appreciation of 


the efforts of H. C. Conick, United 


reports 





guidance of Benjamin Strong, chairman 
of the finance committee in New York, 
and his colleagues. 

The chairman discussed the impact of 
the “Age of Inflation” upon insurance, 


especially with regard to automobile 
business, and cited the worldwide un- 
favorable experience in this line. 


General noted in all 
overseas 
noted by the 


progress Was 
territories. One development 
chairman was the return 
this year of workmen’s compensation 
business to private enterprise in New 
Zealand after a short period of nation- 
alization. For Europe, South Africa, 
India, and South America, the year 
closed with satisfactory results. 

The vear’s dividend for the Royal 
was 9/6d., an increase of 1/—per #1 
stock; similarly, for the Liverpool the 
dividend was raised from 31/— to 35/— 
per share. In accordance with past 
practice, current rates of exchange were 
applied to funds held out of Great 
Britain except that a rate of approxi- 
mately $4.86 to the pound was used in 


States manager, and his associates and the case of the United States and 
staff. Canada. : 
He also recorded the board’s warm Operating results for 1951 are sum- 
appreciation of the valuable help and marized as follows: 
Royal Insurance Company 

Life department: New PitnRes AMO). ss 45 o4o 5 055+ ecegaraee nee eer £10,663,180 
Neb OMIT INCOME §.....o00 c5 S, seaceeses se peuas 3,096,759 
Dafe-and aniitita Und BS oyas ose cata ca scae oacasn 39,777,647 

Fire department: Net premiums ...... £20,023,505 (Aaiims: <3 32% £ 8,837,527 
PRE Oh ee Lobe 1,673,904 Pond: 3. sex 14,009,402 

Accident department: Net premiums ...... 18,545,687 Claims. .....; 11,099,852 
PRONE <2 ees kueas 25,709 Pand -.....4. 10,918,275 

Marine department: Net premiums .+« 3 b7,800 Caaiinae 4)..3 2,681,398 
Ent) ene pany wept kee 324,210 Pond -...... 7,227 956 
Liverpool & London & Globe 

Life department : New: lsesG: CET) o.oo os sok eee ae £ 7,268,722 
NEE iMPKEmill ANCOMC 2:6. ton. eee seieee cee eae 1,767,718 
ate ang annoy HINES oo Secu eet eat ee 19,982,738 

Fire department: Net premiums ...... £11,281,216 Claims oo. £ 4,809,175 
PRONE orn ee kk ok ace 1,116,111 Pang’ >; 5555 7,512,486 

Accident department: Net premiums ...... 12,825,462 (Bains)... 7,949,937 
ECCS pe eee ys me heres 203,821 Mang 4: 6,380,185 

Marine department: Net Premiums ...... 2,068,002 Claims ..... 1,332,380 
SeeaON ES a ey Peck gk kes 166,948 Puamd s5.5% 3,342,507 
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Canadian Underwriters 
McDonald of the London As- 
surance, Montreal, was elected president 
of the Canadian Underwriters Associa- 
tion succeeding Norman Bethune of 
Toronto. Other officers elected are 
L. L. Lewis, Springfield Fire & Marine, 
Toronto, vice president and chairman 
of the fire committee; George B. Ken- 
ney, Glens Falls, Toronto, vice presi- 
dent and chairman of the automobile 
committee and Ralph M. Sketch, Phoen- 
ix Assurance, Toronto, vice president 
and chairman of the casualty committee. 

Fire insurance companies operating 
in Canada paid out just over $58,000,000 
in claims during 1951, C. D. Trusler, of 
Montreal, reported. Payments in the 
previous year totaled $65,000,000. 

“The drop of $7,000,000 is gratifying,” 
said Mr. Trusler in presenting the re- 
port of the fire committee of the asso- 
ciation at the three-day convention of 
representatives of more than 160 fire 
and casualty companies. “However, it 
must be remembered that in the previ- 
ous year the companies paid out sub- 
stantial amounts following the major 
conflagrations at Rimouski and Cabano.” 


BYRD AT VA. CONVENTION 

United States Senator Harry Flood 
Byrd will address the annual convention 
of the Virginia Association of Insur- 
ance Agents at the Hotel’ Roanoke, at 
Roanoke, Saturday morning, June 21. 
His speech will come on the final day 
of the three-day convention of the or- 
ganization. 
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JOINS LOUISVILLE FIRM 
Robert B. Kinnaird has become a 
partner in the Booker & Kinnaird 
agency, which was formed 50 years 
ago by his late father, Austin B. Kin- 
naird and William F. Booker. 

Present members of the large and old 
agency are William F. Booker, its co- 
founder; William F. Booker, Ir., Willie 
ie aylor, who became a member about 
1924; Walter R. Calvert who became a 
member in 1935, after years as an em- 
ploye; and James B. Connelly. 
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FRANK J. ROGERS AGENCY, INC. 


Representing the following companies for New York City, 
suburban and countrywide: 


NORTHERN ASSURANCE CO., LTD. 


TWIN CITY INSURANCE CO. 
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Brown President of Pa. 


Fire Safety Association 

Harry W. Brown of the Fire Asso- 
ciation of Philadelphia succeeded Joseph 
J. Such of the Automobile Insurance 
Company as president of the Fire Safe- 
ty Association of Pennsylvania at the 
annual meeting held in Hershey. 

Other officers elected are Harrisburg 
division, vice president, Arthur C. Ol- 
son, Aetna; assistant secretary, Norman 
Ingersoll, Boston; Philadelphia division, 
vice president, George F. Houseman, 
Jr., Pacific National; assistant secre- 
tary, Raymond McOrmond, Jr., Phoenix 
Ins. Co.; Pittsburgh division, vice presi- 
dent, John M. Toner, Pacific Fire; 
assistant secretary, Harry Eggert, Bir- 
mingham Fire; Scranton-Wilkes-Barre 
division, vice president, William Batter- 
shall, Crum & Forster; assistant secre- 
tary, John K. Olson, Aetna. E. J. Mul- 
grew (retired) was reelected secretary- 
treasurer. 





Pamphlet on Understanding 


Insurance Company Reports 

The First Boston Corporation is pub- 
lishing a revised edition of “An Aid to 
Understanding Financial Reports of Fire 
and Casualty Insurance Companies.” 
Originally published in 1948, the eight- 
page pamphlet has met with demand and 
has exhausted three printings. By ex- 
plaining and illustrating the accounting 
methods of fire and casualty insurance 
companies, the pamphlet provides pros- 
pective investors with a basis for a 
better understanding of the securities of 
such companies. 

Of the two principal activities of these 
companie s—underwriting and investment 
of available funds—the pamphlet con- 
centrates on the financial and account- 
ing aspects of the underwriting phase, 
since this is less readily understood than 
is the investment phase. 


LONDON ASSURANCE ACTION 





Meeting in London to Authorize Direc- 
tors to Pay Up “Uncalled Liability” 
On Outstanding Common Stock 

At London, on June 4, following the 
regular general court (shareholders’ 
meeting) of the London Assurance, an 
“extraordinary general court” was held 
to pass on a resolution authorizing the 
directors to pay up the “uncalled lia- 
bility” of 25 shillings (about, $3.50) on 
each share of the corporation’s common 
stock outstanding. Funds for this pur- 
pose would be made available from the 
general reserve fund of the corporation. 

The practice of issuing partly paid 
shares dates from the year 1720 when 
the corporation was founded by Royal 
Charter granted by George III. In those 
days this feature represented additional 
valuable security to policyholders. 

Today, however, the amount involved, 
£662,338 ($1,854,546) is negligible com- 
pared with the corporation’s total assets 
of £42,903,719 ($120,130,413) and _ the 
directors feel that the shareholders 
should now be relieved of the unpaid 
liability by appropriation of part of the 
reserves which have been built up so 
assiduously out, of profits over a long 
term of years. 

Commenting on this move, Walter 
Meiss, United States manager of the 
London Assurance, emphasized two fac- 
tors: “First, the proposal of course has 
no ‘bearing upon operations of the com- 
pany in the United States, where a 
separate fund, under the surveillance of 
the state insurance department officials, 
is kept in trust for the benefit of policy- 
holders here. Second, the proposal high- 
lights the extra measure of security 
which has always been available to both 
policyholders and shareholders of the 
London despite the wars, economic de- 
pressions, conflagrations and other catas- 
trophes which have’ troubled — the 
world during the past two-and-a-third 
centuries.” 
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Protect what you have© 
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NAME THE 
MISSING 
VOLUME! 


You shouldn’t have any trouble naming the volume you’re missing. It’s Ocean Marine, of course! 
y g ; 


Maybe you'll say, “Look here, now. There’s no Ocean Marine business around here. At least, 
not enough to count!” 


Don’t be so sure! Why not find out, once and for all? Call your nearest North America Service 
Office. Ask for a marine expert to help you survey the territory. The chances are you'll turn up a mighty 
profitable volume, one that’s been missing for quite some time. 


And another thing. If you are prepared to handle insurance of every class, obviously you have a 
better chance to attract business than the fellow who handles only two or three lines. And equally 
important, by handling all lines without delay, you protect your present business. 


Talk to any North America man —ask him questions. Get all the facts on what it takes to locate 
“the missing volume.” 


Insurance Company of North America, founded 1792 in Independence Hall, is the old- 
est American stock fire and marine insurance company. It heads the North America 
Companies which meet the public demand for practically all types of Fire, Marine and 
Casualty insurance; Fidelity and Surety Bonds. Sold only through Agents or Brokers. 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 


Philadelphia Fire and Marine Insurance Company 1600 ARCH STREET, PHILADELPHIA 1, PA. 
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Insurance Society School Awards 
30-Point Certificates and Prizes 


Many students of the School of In- 
surance Society of New York were hon- 
ored at the closing exercises held last 
Thursday in New York at which Dean 
Arthur C. Goerlich presided. Those who 
received 30-point certificates were the 
following: 

Agency and brokerage: Garrett J. 
FitzSimons, Jr., Ebasco Services; Rich- 
ard W. Flader, Haas Agency, Inc.; Carl 
J. Sherwood, Rosen and Sherwood. 

Casualty Underwriting: Casimino Ruf- 
fino, United States Aviation Underwrit- 
ers, Inc.; Robert A. Sulzbach, Ameri- 
can Surety; Alfred Talke, Norwich 
Union Indemnity; Pasquale Vallone, 
United States Aviation Underwriters. 

Fire underwriting: Walter C. Ball, 
Commercial Union Assurance; Anthony 
D. Barone, American Insurance Co. of 
Newark; Alfred J. Frank, Continental; 
Jack J. Giannelli, New York Under- 
writers; Daniel E. Kiernan, Kiernan 
Contracting Co.; Roderic O. Kreuser, 
Royal; Charles F. Lieb, National Union 
Fire; John McConnell, General Cover 
Underwriters Association; John T. Mc- 
Laughlin, United States Fidelity and 
Guaranty; Edward V. Melgar, Crum & 
Forster; William M. Trafton, New York 
Underwriters; Everett L. True, General 
Insurance Co. 

General insurance: John P. Donoghue, 
Company Service Corp.; Frank V. 
Gatto, American Foreign Insurance As- 
sociation; Conrad C. Henke, Royal; E. 
Henry Lamwers, Firemen’s; John C. 
Lindsay, American Tobacco Co.; Abra- 
ham J. Ozer, Fidelity Mutual Life; 
Charles J. Vojtech, Phoenix London 
Group. 

Life insurance 
tion: Elliott Reznick, 
Assurance Society. 

Marine’ _ underwriting: 
Buck, John L. Starace Co. 

Property loss adjustment: John F. 
Coleman, Jr., Northern Insurance Co. 


produc- 
Life 


underwriting 
Equitable 


Wesley _ T. 


Prize Winners Announced 

Those who received prizes for high 
marks in the various courses were the 
following: 

Accounting principles: William H. 
Hackett, American Insurance Co.,; 
prize awarded by the Insurance Ac- 
countants Association. 

Agents and brokers: Han-Ming Hu, 
United Tanker Corp., prize awarded by 
Leonard Jacobs. 


Bonding: Fidelity, Charles F. Mc- 
Carthy, Home Insurance Co.; Surety- 
ship, Ruth Rotherosen, Association of 


Casualty and Surety Companies; prizes 
awarded by Arthur F. Lafrentz; Fall 
course: 1, Charles F. McCarthy, Home 
Insurance Co.; 2, Joseph R. Sullivan, 
American Foreign Insurance Associa- 
tion; 3, William D. Surre, American 
Surety Co.; Spring course: 1, Ruth 
Rotherosen, Association of Casualty and 
Surety Companies; 2, Arthur T. Fell, 
John C. Paige & Co., Inc.; 3, John Nel- 
son, Jr., Guy Carpenter & Co., Inc.; 
prizes awarded by the Surety Associa- 
tion of America. 

Casualty claims: Edward E. 
Zurich Insurance Co.; J. E. 
instructor and donor of prize. 

Casualty contracts: Fall, 1, William 
F. Schoeffler, America Fore Group; 2, 
Edward J. Dunn, Royal-Liverpool In- 
surance Group; Spring, 1, Audrey J. 
Gray; 2, John L. Monahan, America 
Fore Group; prizes awarded from the 
A. Duncan Reid Memorial Fund. 

Commercial geography: Walter J. 
Creedon, Jr. Chubb & Son; prizes 
awarded from the Ira B. Berman Me- 
morial Fund. 

Fire contracts: Fall, Charles R. Erd- 
man III, Chubb & Son; prize awarded 
from the Julian Lucas Memorial Fund: 
Spring, 1, Thomas R. Joyce, Commercial 
Union Assurance; prize awarded from 
the W. J. Nichols Memorial Fund. 

Fire risk—physical aspects: Alfred V. 
Tracey, America Fore Group; prize 


Carozza, 
Merchant, 


awarded by the New York Ex-Field- 
men’s Society. 

Inland marine: John J. Devine, Wm. 
H. McGee & Co., Inc.; Spring, Norman 
Rosenberg, Milton H. Wind Co.; prizes 
awarded by The Mariners’ Club. 

Insurance accounting: 1. Weston 
J. Burner, Royal-Liverpool Insurance 


Group; 2, John P. Sedlak, Royal-Liver- 
pool Insurance Group; prizes awarded 
by the Casualty and Surety Accountants’ 
Association of New York. 

Introduction to insurance and surety- 
ship: Fall, Nancy N. Burkett, Pearl As- 
surance; Spring, Dorothy M. Graham, 
Great American; prizes awarded by the 
Insurance Women of New York to girl 
earning highest grade. 

Legal aspects of insurance: Section A, 
1, William S. Taber, National Fire; 2, 
Francis X. Boylan, National Bureau of 
Casualty Underwriters; 3, Christopher 
S. Kempf, Providence Washington In- 
demnity; George I. Gross, instructor and 


donor of prizes. 

Section B: 1, Robert L. Kirby, (self- 
employed); 2, Kenneth C. Hall, Ebasco 
Services, Inc.; 3, John McConnell, Gen- 
eral Cover Underwriters Association; 
Corydon T, Finn, instructor and donor 
of prizes. 

Section C: 1, Gertrude G. Hochman, 
Association of Casualty and Surety 
Companies; 2, Godfrey G. Tegge, North- 
ern Insurance Company of New York; 
3, Wilbur J. Martin, Chase National 
Bank; William A. Needham, instructor 
and donor of prizes. 

Legal aspects of life insurance: An- 

(Continued on Page 50) 
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These America Fore advertisements are now 
running in The Saturday Evening Post, Life, Collier’s, Time and News- 
week. . . . One calls attention to the Family Legal Liability policy so 
necessary for the proper protection of the home owner — the other 
quotes some of the many complimentary letters received from agents. 


You, too, can enjoy the kind of service they praise so highly by 


representing 


an America Fore Company. 


















June 20, 1952 


UNDERWRITER 


Page 37 




















Automobile Claims Assn. President 
Stresses Benefits of Such Groups 


James W. Sherwood, newly elected 
president of the Automobile Claims As- 
sociation of New York and claims super- 
intendent of the London Assurance for 


fire, automobile and inland marine losses, 
is typical of the progressive young ex- 
ecutive who believes he should make 
every effort to broaden his knowledge 
of the business. That. explains his keen 
interest not only in the automobile asso- 
ciation but also in the Loss Executives 
Association and the Inland Marine 
Claims Association. 

These three groups, which are com- 
posed of loss men who wish to meet to 
exchange ideas and gain information on 
adjustments, cover a wide field. Being 
active in each takes a lot of time, Mr. 
Sherwood states, but the results are 
worth the effort, Handling losses in- 
volves a large amount of responsibility 
and Mr. Sherwood feels that he, and 
others, should build up these various 
claims associations to be even more use- 
ful to the business as clearing houses 
for ideas and forums for discussions of 
adjustment problems. 

A native of Staten Island Mr. Sher- 
— zee ee gt ad eng arnt Bidekitoné Studio 
of his life. He was educated at St. Peters sie eared Cece eee 
School and entered insurance in 1939 ' JAMES W. SHERWOOD 
with the London Assurance. He served of claims superintendent, He has been 
first in the underwriting department but active in the Automobile Claims Asso- 
it was not long before he switched to ciation for several years and prior to 
loss adjusting. During 1942 he handled _ being elected president in April this 
the War Damage Corporation business year, served as vice president and held 
of the London. Then for 33 months he other official posts. Mr. Sherwood is also 
served in the Air Corps, most of the a past, commander of the American 
time as instructor in engine mechanics. Legion Post 1366 on Staten Island. 

Returning to the London in 1946 he is married, the father of two children 
later was advanced to his present post and ‘a third is expected in July. 





a luncheon at the India House given by 
McIndoe Honored on 50th President John T. Byrne and the offi- 
Anniversary in Insurance ers and directors of the Talbot, Bird 
: : organization. 
G. W. MclIndoe, vice president of Mr. McIndoe was born September 3, 


Talbot, Bird & Co. and the Universal 1882 in Montreal and educated at McGill 
Insurance Co. has completed 50 years in’ itthere. He began his insurance career 
the marine ansurance field. Poet, philos- in 1902 in that city with the Canadian 
opher, humorist as well as fighter-for- office of the Indemnity Mutual Marine 
the-right, and a leading underwriter, of London and the Mannheim Insurance 
Mr. McIndoe has been with Talbot, Company of Mannheim. Switching the 
Bird & Co. since 1919. To mark the — scene of his activities to New York City 
anniversary he was guest of honor at’ in 1908, he joined the firm of F. Herr- 
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Parsons Marine Mer. at 


Boston for Automobile OO ENEM yf 


SUCCEEDING GEO. L. RICHARDS 








Richards Retires After Nearly Half 
Century in Insurance; Parsons Asst. 
Manager for Four Years 


VICTOR 
TRUCK AND 


SYSTEMS 











Retirement of George L. Richards as 
manager of the Boston marine depart- 
ment of the Automobile Insurance Co. 






penionaat of Ta nigh July 1, and ap- Underwriters’ approved 
I hy of jonn by E. to a Victor Truck and Cargo 
ceed him are announced by J. Per- Protection Systems are far ahead of the 
rin, Jr., vice president. most ingenious hijackers . . . completely 
Mr. Richards’ retirement ends a ca- eliminate the chance of theft. 
reer that spans nearly half a century, hi , 
the past 34 years of which he was asso- Urge your shipper-cesereds to install © 
: Victor System. Better protection for them 
ciated with the Automobile and Stand- ; 
: » . » better risks for you. 
ard Fire. A native of Boston, Mr. 
Richards was one of the first graduates Write or call Victor, the oldest name in 
of the Insurance Institute where he lec- vehicle protection, for file data folder E 1. 
tured for many years as well as at Har- APPROVED PROTECTION COMPANIES — 
vard University, Boston University and write to Victor for franchise information. 
Massachusetts Institute of Technology. 
Mr. Richards, who resides in Wollas- <{wieran > The Sign of Cargo Security 


ton, pioneered the establishment of the 
marine insurance organization of the 
two companies, first as marine under- 





writer and later as manager of the Bos- SYSTEMS 
ton marine office. 

. Phone PRescott 9-1275 - Bigelow 3-6899 

Parsons’ Career 836 VAN HOUTEN AVE., CLIFTON, N. J. 





Mr. Parsons, who will become the 
new manager, has served four years as 
assistant manager. Prior to going to 


3oston, he was engaged in marine un- $31,000,000 Coverage 





derwriting and field work at the com- + 

panies’ home office at Hartford and at On New “United States” 
the Detroit, New Orleans and Newark The new liner “United States” of 
offices. 53,000 tons will be insured for $31,000,- 


; A resident of Plymouth, Mr. Parsons Need hs SSiakesngs : 
is a member of the Longwood Country 00, it is reported. This is the highest 
Club, the Badminton and Tennis Club, amount ever placed on a merchant ves- 
the Foreign Commerce Club of Boston, sel, The American market is taking 
the Mariners, the Roundtable, the Ply- — . ar ° 
ar : “ ay $13,750,000 with British and other for- 
mouth Yacht Club and the Eel River : pape 
3each Club. eign markets assuming $17,250,000. In 
Great Britain London Lloyd’s has close 
é to $10,000,000. This insurance is for the 
mann & Co., with which he was associ- interest of the United States Lines, with 
ated until 1914, when he transferred’ the difference between $31,000,000 and 
to the New York office of the Union’ the cost of $73,000,000 being absorbed 
Marine of Liverpool. by the Government. 
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Bureau Comments on 
Excess Limits Tables 
EXPLAINS CALIFORNIA ACTION 
Why Auto Bodily Injury Tables There 
Were Higher Than General Coun- 


trywide Program 





The National Bureau of Casualty Un- 
derwriters this week explained the rea- 
sons why effective February 4, 1952, the 
injury excess limits 
approximately 


automobile bodily 
were increased 
in California for both private pas- 


and commercial cars as against a 


tables 
100% 
senger 


general countrywide program involving 


an increase of about 36% for private 
cars and about 70% for commercial 
cars. In both instances, the supporting 


inform: ition consisted of past excess 
limits experience devel oped to an antici- 
pated ultimate basis wi re recog nition of 
the upward trend. For ifornia, addi- 
tional data was furnish a voluntarily by 
i f vendent companies. In 
ible information it 








e ji ne the ational Bu- 
reau that the higher tables were justi- 
i T ( i 1 
As required under the California rate 
l he revised tables wer 
n “advisory oie, 


and subscribers 
independent 


S vel as 
ere free to use the tables 
ndependent judgment 
I x» the promulgation, 
S nee Department 
gat f the propriety 





Comments on Countrywide Tables 





While this investigation was still in 
I eau npleted the de- 
ter program to 
tes in evising rates 
> 
€ t 11 neas 
‘ 
uary 
e Na 





excess limits coverage 
“Commissioner Maloney was advised 
hat in our judgment the higher tables 


ap a ed to existing 
ified, but that, for reasons above 
given, we would be willing to substitute 
t! 1e countrywide tables concurrently with 
he forthcoming rate revision. Commis- 
i Maloney recognized that ‘a time- 
consuming formal proceeding’ could not 
be concluded before the date we had 
in mind for such a revision, and, there- 
fore, it was agreed that a joint state- 
ment would be issued announcing our 
intended course of action.’ 





rates were fully 





Mary Barber Named by 
C. & S. Association 


Appointment of Mary K. Barber, for- 
merly of yg York University’s Center 
for Safety Education, as traffic safety 
analyst of the accident prevention de- 
partment of the Association of Casualty 
& Surety Companies is announced by 
Thomas N. Boate, manager of the de- 
partment. 


Appeal in Preferred Accident 
Case To Be Heard in Sept. 


Ferdinand A. Ritti, chairman of the 
Broker Associations’ Joint Council, an- 
nounces that a motion for a preference 
to place the appeal of the recent court 
decision in- the Preferred Accident case 
—relating to brokers’ fiduciary capacity 
to the companies—on the calendar for 
the June 1952 term, made by the attor- 
ney for the liquidator to the Appellate 
Division, New York Supreme Court, has 
been denied. 

The appeal is now expected to be 
heard some time during the latter part 


of September, 1952. Notice of appeal 
has been filed by Charles P. Butler, 
New York attorney and counsel for the 
Broker Associations’ Joint Council. 


Skutt Points to 15% Gain 

Lyle Hiner of Phoenix, who is Arizona 
state manager of Mutual of Omaha and 
United Benefit. Life, conferred recently 
with V. J. Skutt, president of Mutual 
of Omaha, on 1952 production trends. 
Mr. Hiner heads the managers’ associa- 
tion for Mutual of Omaha. 

Highspot of their conference, which 
was held at the home office in Omaha, 
was Mr. Skutt’s announcement that pre- 
mium income of Mutual of Omaha in- 
creased over 15% during the first four 
months of 1952. On this basis of increz ase 


F. & D. Appoints Searles 
St. Louis Vice President 





JAMES R. SEARLES 


Appointment of James R. Searles as 
resident vice president in charge of the 
St. Louis branch of ‘the Fidelity & De- 
posit Co. of Maryland and its affiliate, 
the American Bonding Co. of Baltimore, 
is announced by B. H. Mercer, presi- 
dent. Formerly manager in St. Louis, 
Mr. Searles succeeds Fred H. Doenges, 
vice president, who has resigned to ac- 
cept an executive position with the 
American-Associated Insurance Cos. 

Mr. Searles has been associated with 











it was felt that the company is now’ the F. & D. and its running mate since 
headed for its biggest production year. 1929. Following completion of the com- 
A package insurance plan recently put panies’ training course, he was assigned 
on the market was credited by Mr. Skutt to St. Louis as special agent and has 
as “an important factor in our 1952 pre- been connected with that office ever 
mium income increase.’ since. 
THE 
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Agents’ Help Needed on 
Auto Rate Education 


CARLSON URGES COOPERATION 


Gives Maryland Agents in Annual Ses- 
sion Reasons Why Further Rate 
Revisions Are Necessary 


The agent’s role in the present auto- 
mobile liability insurance situation was 
the theme of the address June 19 by 
Thomas O. Carlson, actuary, National 
Bureau of Casualty Underwriters, before 
the annual convention of the Maryland 
Association of Insurance Agents at 
Ocean City. Mr. Carlson declared that 
since agents are a direct line of contact 
between the insurance business and the 
insuring public, they are in a particularly 
strategic position to assist in the neces- 
sary education of the public as to the 
reasons for automobile rate revisions. 

The speaker hammered home that 
agents can do effective educational work 
at this time in giving the public the 
facts not only about rates, but also about 
the entire automobile accident situation 
that is so closely related to the rate 
problems confronting the business today. 


Drastic Action Is Necessary 


Mr. Carlson pointed out that the in- 
surance companies have been losing 
money on automobile liability insurance 
at an unprecedented pace and that 
drastic action is necessary. This is not a 
situation that can be cured by continued 
rate increases alone; it can only be cured 
in the long run by ‘education, he said. 

This year, more than ever before, 
it is essential that the agents through- 
out the country take the time and 
trouble to familiarize themselves with 
the reasons underlying the rate changes 
that will be developed for their terri- 
tories, according to Mr. Carlson. 

“This 50th year—the golden anniver- 
sary—of the automobile should be dedi- 
cated to educating the American public 
to the destructive potentialities of this 
instrument which thas become such an 
indispensable factor in our every- -day 
living and in our economy,” the speaker 
declared. “The attitude of the general 
public to this problem is. not unlike 
their attitude with regard to the Vol- 
stead Act in the pre-Roosevelt days in 
that people look upon traffic regulations 
as an infringement of their personal 
liberties that each individual should be 
permitted to deal with on his own initi- 
ative and according to his own judgment. 
If this attitude persists, the cost of auto- 
mobile liability insurance will keep on 
increasing until it reaches the breaking 
point, and you all known what I mean 
when I say the breaking point, namely, 
a public demand for governmental au- 
thority to impose one more socialistic 
yoke upon our necks.” 

Mr. Carlson referred to the 37,100 men, 
women and children killed by automo- 
biles in 1951 and the nearly 2,000,000 
others who were injured. Man, rather 
than the machine, he said, is at fault in 
the vast majority of cases. He pointed 
out that exceeding the speed limit re- 
sulted in 49% of the deaths and 39% 
of the injuries; driving on the wrong 
side of the road resulted in 18% of the 
deaths and 10% of the injuries; refusing 
to give the right of way resulted in 
9% of the deaths and 25% of the in- 
juries; and reckless driving resulted in 
11% of the deaths and 9% of the in- 
juries. 

“Certainly accidents in these cate- 
gories are preventable, but they are 
preventable only if the American public 
can be aroused out of its apathy to take 
emphatic action not only to secure but 
also to abide by proper law enforce- 
ment,” Mr. Carlson stated. 


Points to Huge Underwriting Losses 


Further along Mr. Carlson pointed to 
the publicized indications that the in- 
surance companies in 1951 incurred loss 
and expense costs amounting to $111 for 
each $100 of earned premiums and suf- 
fered underwriting losses of $100,000,- 
000 which have run net underwriting 
losses since the end of the war to more 

(Continued on Page 50) 
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Colyer Gives Lecture on 
Modern Forms of Bonds 


TALKS AT STATE COLLEGE, PA. 





Describes Blanket Position and Com- 
mercial Blanket Bonds; Says 3D Policy 
Meets Great Popularity 





Expressing the conviction that dis- 
honesty insurance is the most under- 
purchased, and perhaps under-sold, in- 
surance protection offered on the mar- 
ket today, Donald H. Colyer, assistant 
secretary, Indemnity Insurance Co. of 
North America, delivered a lecture be- 
fore the Pennsylvania Insurance Educa- 
tional Conference, at State College, Pa., 
Tune 16. His subject was “Commercial 
Fidelity and Public Official Bonds.” 

Mr. Colyer discussed in turn the in- 
dividual name bond, name schedule bond 
and the subsequent development of the 
individual position or the position sched- 
ule. “These forms are all available today,” 
he said, “but the development of the 
commercial blanket bond, blanket posi- 
tion bond and the 3D policy have to all 
intents and purposes made these forms 
practically obsolete.” 

Speaking of blanket bonds in the com- 
mercial field, Mr. Colyer said: 


Two Forms of Blanket Bonds 


“There are two forms of blanket 
bonds available for commercial enter- 
prises. They are called respectively the 
blanket position bond and the commer- 
cial blanket bond and it is most impor- 
tant that you differentiate between the 
two when thinking in terms of blanket 
fidelity coverage. While these two 
forms differ in some lesser details there 
is one major difference and that is the 
application of the penalty of the bond. 
A $10.000 blanket position bond provides 
$10,000 of coverage on each and every 
position which simply means that in the 
event of a collusion loss involving, let 
us say, three employes there is available 
penalty of the bond for each employe in- 
volved. In other words, with three em- 
ployes, each involved in the same loss, 
the insured could collect up to but not 
exceeding $10,000 on each position, or a 
maximum of $30,000 even though the 
bond itself is written in the penalty of 
only $10,000. Conversely under the com- 
mercial blanket bond form, the $10,000 
bond penalty applies to the loss irre- 
spective of how many employes might 
be involved in that particular loss.” 

Mr. Colyer recommended heartily that 
all agents and students of insurance 
study these two forms of modern bonds 
and note how they have progressed be- 
yond the limited coverage for “larceny 
and embezzlement” to the modern 
“against any loss of money or other 
property real or personal,” etc. 
“through any fraudulent or dishonest 
act committed by anv one or more of 
the employes defined.” 

Saving that a word or two of caution 
is advisable, Mr. Colyer continued: 


Designed to Cover Dishonesty 


“Remember that dishonesty protec- 
tion was designed to cover just that. 
Errors and mistakes are not per se 
dishonesty. Mysterious disappearance is 
not to be included under dishonesty. 
While inventory shortages are covered 
if proven the result of dishonesty, it 
must be borne in mind and carefully 
explained to the purchaser of dishonesty 
protection that the sudden development 
of abnormal increase in an inventory 
shortage cannot be considered in the 
absence of proof of dishonesty. 

“If we have decided on either the 
blanket position bond or the commer- 
cial blanket bond as the broadest avail- 
able dishonesty protection for commer- 
cial firms today, and at what we believe 
to be extremely reasonable or even 
bargain rates, we next come to the 
question ‘How much _ blanket bond 
should be purchased?’ Generally speak- 
ing only large dishonesty losses make 
the headlines. . . 

“In this billion dollar era, it naturally 
follows that not only are there more 
dishonesty losses, but the amount in- 


Kaiden-Kazanjian 


DONALD H. COLYER 


volved in the embezzlement is propor- 
tionately higher. Money just doesn’t 
mean as much as it used to. While dis- 
honesty insurance must always be con- 
sidered in the light of catastrophe pro- 
tection, nevertheless, I am _ sure that 
the agent might have a difficult time 
proving to the average bond prospect 
that his minimum protection should be 
in the neighborhood of $500,000. 

“As a dishonesty underwriter, I be- 
lieve that not only do too few people 
purchase this valuable and most neces- 
sary form of protection, but I am con- 
tinually amazed at the inclination for 
the average commercial risk to purchase 
a blanket bond in the small if not the 
minimum penalty. The minimum blanket 
position bond is $2,300 and the mini- 
mum primary commercial blanket bond 
is in the penalty of $10,000. Perhaps 
the employer reasons that since he 
rarely’has more than $2,000 in cash on 
the premises, a $2,500 blanket position 
bond should be ample. This, I believe, 
is false reasoning, and if you will follow 
me closely I will try to give you one 
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example of why I so believe... . 

“We estimate that the average loss 
is discovered in approximately six and 
one-half years from inception. Let the 
purchaser of dishonesty insurance ad- 
mit that an employe could steal $10 
today from his till without detection. 
If an employe can steal $10 today, he 
can steal it tomorrow and the next day. 
If the employe can steal an average of 
$10 a day for six and one-half working 
years the net result is a $19,500 loss. 
Now the question is whether $20,000 is 
adequate protection for the average 
risk. This question lies strictly between 
the agent and his insured. It merits full 
discussion and careful consideration of 
not only the unexpected dishonesty loss 
but the ever possible catastrophe loss 
under even the very best systems of 
management and control.” 


Turns to 3D Policy 


Turning to the latest development in 
commercial dishonesty, the comprehen- 
sive dishonesty, disappearance and de- 
struction policy, known as the 3D, Mr. 
Colver said: 

“As you are all aware the 3D is a 
package policy which incorporates in 


one instrument various bond, burglary 
and forgery coverages under some 12 
permissible insuring agreements. Let me 
say in advance that this is a package 
policy combining various coverages into 
one instrument, but not _ necessarily 
broadening the broadest forms of the 
individual coverages incorporated there- 
in. 

“Tf the insurance student understands 
the broad form money and securities 
policy, the protection afforded by de- 
positors forgery bonds, the mercantile 
open-stock contract and the blanket 
position bond and commercial blanket 
bond he basically understands these in- 
suring agreements as incorporated in 
the 3D Insuring Agreement I of the 
3D policy can be either the blanket 
position bond or the commercial blanket 
bond. 


Meets With Popularity 


“This contract has met with great 
popularity amongst the insurance agents 
and brokers and justly so, since I am 
firmly convinced that insurance pro- 
ducers today are making a real effort 
to provide the public with comprehen- 
sive insurance protection.’ 
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Zimmerman Keynoter of Convention 


300 Attend Opening Session From All Sections of Country; 
Caldwell and Ernst Welcome Guest Speakers; Convention 


Committee Thanked for Fine Job 


By Wattace L. CLapp 


Park, N. J., 16—Stimu- 
lated by the challenging 
Zimmerman, LIAMA manag- 
the keynoter of the 


Asbury June 
Charles J. 
ing director and 
here this morning, the 
Interna- 


opening session 


22nd annual meeting of the 


tional Association of Accident & Health 
Underwriters got off to a fine start. 
Nearly 300 were on hand—A. & H. men 
and women from all sections of the 


country—when Richard Caldwell, United 
States Life in Newark, N. J., 
and co-chairman of the convention, 
called the meeting to order. 

The welcome’ was 
George A. Smock, 2nd, 
bury Park and president of the New 
Jersey Resort Association, and by Paul 
L. Molnar, assistant Deputy Commis- 
sioner, New Jersey Banking and Insur- 
ance Department. Mr. Molnar brought 
greetings from Commissioner Warren N. 
Gaffney who regretted his inability to 
attend, and Chairman Caldwell called 
attention to a letter from the Commis- 
sioner, reproduced in the official pro- 
gram, in which Mr. Gaffney paid this 
tribute to the International Association: 
“Tt is through such organizations as 
vours that the necessary leadership is 
found to cope with the problems of the 
day and to continue the never-ending 
battle for higher ethics and practices.” 

Mr. Caldwell also read a letter from 
Governor Driscoll of New Jersey who 
joined with Commissioner Gaffney in 
extending best wishes for the success 
= the meeting. 

farl A. Ernst of St. Paul, president 
International Association, re- 
sponded to the addresses of welcome and 
acknowledged appreciatively the work 
of the convention committees, under the 
joint chairmanship of Mr. Caldwell and 
Phen W. Mock, president, National 
Accident & Health Association of Phila- 
delphia. Mr. Ernst promised that dele- 


manager 


extended by 
me 1yor ot As- 


of the 


gates to the meeting would receive a 
wealth of material from outstanding 
speakers, and would have an opportunity 
to assist in shaping the policies of the 


association. 
Zimmerman’s Realistic Talk 


One of the great platform personali- 
ties of the business as well as having 
to his credit an outstanding sales rec- 
ord, Charles J. Zimmerman made a last- 
ing impression on his audience. His sub- 
ject was “Accident and Health Insur- 
ance Has Grown Up” and he backed 
it up by pointing to the 1950 premium 
volume in this field of over $2 billion 
which represents almost 30% of life 
insurance company premiums. He said 
that today over 400 companies and asso- 
ciations now write A. & H. which “is 
the fastest growing and fastest chang- 
ing type of business.” 

The speaker that 


also pointed out 


while life insurance premiums had in- 
creased 73% in the ten-year period 
of 1940 to 1950, A. & H. production 


of life and casualty companies had in- 
creased by an over-all 335%. 


Threat of Government Intervention 


Mr. Zimmerman faced the fact that 
the A. & H. companies and their pro- 
ducing forces have their problems, one 
of the most serious of which is the 
threat of government intervention. On 
this point he said: “Private insurance 
must do everything possible to meet 
the needs and desires of people. We 
have a responsibility to do this job, 


address of 


not only in the public interest but in 
our own self interest. We are also con- 
fronted with the great question as to 
where government should leave off and 
private insurance take over. At the pres- 
ent time our philosophy is (1) the indi- 
vidual must be made primarily respon- 


sible for his own security and welfare 
through his own efforts; (2) we will 
supplement individual efforts through 


group efforts, and by that I mean various 
forms of group and mass coverage, pen- 
sion plans and cooperative group effort, 
still handled by private enterprise; 
(3) we will place under both of these 
methods a basic and I hope, a subsis- 
tence layer of government welfare pro- 
grams.” 

In the speaker’s opinion the question 
which will require the highest degree 
of statesmanship is “where does govern- 
ment leave off and where do we continue 
to function?” In this area lies a great 
threat to our way of life, he said. His 


Galloway Elected International’s President 


Asbury Park, N. J., June 18—The following slate of new officers and executive 
board members, as presented at this morning’s council meeting here of the asso- 
ciation’s 22nd annual meeting, was unanimously elected: 

President—John G. Galloway, head of Galloway Insurance Agency, Birmingham, 
Ala.; vice president—Bert A. Hedges, branch manager, Business Men’s Assurance, 


Wichita, Kan.; vice president—Th 





E. Callahan, agent of Time Insurance Co. 


in Milwaukee; comptroller—Jay De Young, president, De Young-Kummerow Co., 
Chicago; managing director—William G. Coursey, Chicago. 

Eight new executive board members were elected for three-year terms as fol- 
lows: George Lehman, general agent in Newark of National Accident & Health 
Insurance Co.; Earle R. Bennett, general agent, Provident Life & Accident in 


Leo 


Tampa; 


. Coffman, St. Louis; C. E. McDonald, Dallas; William Knight, 


Cleveland, Federal Life & Casualty; A. W. Wohlers, past president, Chicago assn.; 
Robert King, Raleigh, N. C.; Kenneth Mersereau, Baltimore, reelected. 

President Galloway’s insurance career started in December, 1930, after experi- 
ence as a school teacher. He was first an agent and then assistant superintendent 
of agents for National Casualty Co. The Galloway Insurance Agency which he 
heads has represented Provident Life & Accident since 1938. Mr. Galloway is a 
past president of the Birmingham A. & H. Association. He was instrumental in 
establishing the hospital admission plan in that city. 





reasoning was that “concentration of 
responsibility means concentration of 
power. If eventually complete respon- 


government, then 
have com- 


sibility is placed in 
government will eventually 
plete power.” Faced with this chal- 
lenge, Mr. Zimmerman declared that 
the agency system will be judged by 
the extent of the coverage which it 
brings to the American public in 
breadth, and by the adequacy of that 
coverage in depth. 

This brought the speaker to a consid- 
eration of the producer’s responsibility 
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in the A. & H. picture. He said frankly 
that without producers there would be 
no production growth, no company, offi- 
cers and no trade associations. “You 
have the opportunity and responsibility,” 
he emphasized, “of informing your com- 
pany as to public needs in accident 
and health insurance. You have the fur- 
ther opportunitv of telling the public 
of the philosophy of A. & H. coverage. 
You have the responsibility to select 
quality prospects, to sell for good com- 
panies and to sell disability insurance 
to the public at a price they can afford 
to pay. Most important, you thave the 
opportunity of throwing your weight 
in favor of the public interest and of 
subordinating your own interest.” 


Some Searching Questions 


Further along Mr. Zimmerman put out 
some searching questions. He wanted to 
know whether A. & H. agents were 
selling the public policies that are 
easily sold rather than those which 
fulfill a need. He also wondered if 
the public was getting a fair deal in 
receiving an adequate portion of the 
A. & H. premium dollar. In this con- 
nection he said that 82 cents of the life 
insurance premium dollar is returned to 
the policyholder but in A. & H. only 40 
cents is returned. While this is not a 
fair comparison “as life companies must 
set up large reserves,” the speaker said 


it must be admitted that A. & H. claim 


ratios are embarrassingly low. He sub- 
mitted that this is an unsound condi- 
tion and one which must be corrected. 
Mr. Zimmerman also touched on the 
problem of producer compensation and 
said: “You can never give the public 
a fair deal when it costs from 35 to 40 
cents to put the business on the books.” 
He urged that the entire subject of 
A. & H. compensation be reviewed be- 
cause “if the agent receives more than 
he earns the policyholder receives less 
than he is entitled to.” 


Frank Walton, field director of train- 
ing of Mutual of Omaha, followed Mr. 
Zimmerman and gave a_thought-pro- 
voking address on “Accident and Health 
Insurance as a Commodity.” 

At the luncheon today Wesley J. A. 
Jones, former executive secretary of the 
International Association and now with 
Mutual Life of New York in charge of 
accident and sickness sales, introduced 
the guest speaker—Con McCole, dis- 
trict manager, Mutual Life in Wilkes- 
Barre, Pa. Mr. McCole, a former mayor 
of that city, has been one of Mutual 
Life’s top producers for most of his 28 
years with the company. His inspira- 
tional and intriguing message was en- 
titled, “Timing Is Great But Don’t 
Waste Too Much Time Timing.” 

Welcome was extended at the lunch- 
eon to notables from other associations 
including Harold R. Danford, executive 
secretary of National Association of In- 
surance Agents; Charles Unger, execu- 
tive secretary, New Jersey Association 
of Insurance Agents, and Roy H. Mac- 
Bean of Cranford, N. Jes an executive 
committeeman of the New Jersey asso- 
ciation. 
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Harold R. Gordon Memorial Award 
Is Presented to Bert A. Hedges 


Asbury Park, N. J., June 18—Bert A. 
Hedges, Wichita, Kansas branch mana- 
ger of the Business Men’s Assurance, 
was the unanimous choice of the com- 
mittee for the Harold R. Gordon 1952 
Memorial Award, presentation of which 
was made at the banquet of the Interna- 
tional Association of Accident & Health 
Underwriters tonight. Presentation was 
made on behalf of the Chicago Accident 
& Health Association by Irving G. 
Wessman, secretary, western depart- 
ment, Loyalty Group, chairman of the 
committee. 

The memorial, established by the Chi- 
cago association following the death of 
Mr. Gordon, who was managing director 
of the Health & Accident Underwriters 
Conference, was awarded this year 
for the fourth time. Previous recipients 
were Edward H. O’Connor, managing 
director, Insurance Economics Society 
of America; V. J. Skutt, president, Mu- 
tual Benefit Health & Accident Asso- 
ciation, and William E. Lebby, Los An- 
geles, California general agent, Massa- 
chusetts Indemnity. 

M ial B Perpetual 

The memorial has now become per- 
petual, and Mr. Wessman, who has been 
chairman of the award committee since 
its inception, announced that he was 
making his final presentation, as other 
members of the Chicago association will 
carry on the tradition. 

Mr. Wessman outlined a long list of 
activities of Mr. Hedges which led to 
his unanimous choice for this year’s 
award, as follows: 

“He served as a public school teacher 
and superintendent of schools in the 
state of Illinois commencing in 1916 in 
Champaign, St. Joseph, La Harpe, and 
Argenta. He was national president of 
the War Dads Organization in 1945, 
He served for two terms as president 
of the Wichita University Club in 1933 
and was president of the Wichita Lions 
Club in 1938. He formed the Kansas 
Association of Accident & Health Un- 
derwriters and served as their first 
president in 1940. He has been chairman 
of the Leading Producers Round Table. 
He is a member of the executive board 
of the International Association of A. 
& H. Underwriters. 

Heads Many Committees 

“He was national chairman of the 
general agents and managers committee 
of the National Association of Life Un- 
derwriters. He was chairman of the 
subcommittee on accident and health “He has never missed a meeting of the 
education for the National Association executive board and the unfortunate ac- 
of Life Underwriters. He has been’ cident he and his wife sustained was 
chairman of the Kansas State Commis- as a result of his sincere desire to do 
sion for the United Nations Educational a job for our A. & H. industry. He has 








BERT A. HEDGES 


Scientific and Cultural Organization. He 
graduated from the University of IlIli- 
nois in 1916. He has been president of 
the Soldiers Home board of managers 
of the State of Kansas. He has written 
two books, ‘Selling A. & H. Insurance,’ 
‘Let’s Sell Life Insurance.’ 

“These books, in addition to a great 
many magazine articles, were assembled 
in over a quarter of a century of per- 
sonal experiences and observation in 
practically every phase of accident and 
health and life insurance salesmanship. 
As chairman of the Disability Insurance 
Sales Course (DISC) he not only car- 
ried the major responsibility for prepar- 
ing textbooks, instructors’ outlines, and 
general plan of the course but also 
spearheaded its successful presentation 
as a sales training program which is 
now recognized as a noteworthy na- 
tional contribution to the industry. 

“He was the originator of the ‘Choose- 
the-Plan’ A. & H. Directory in which in 
1951 had an important part in increas- 
ing various association membership but 
most noteworthy it improved public 
relations. 

Makes Many Speeches 
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addressed approximately 100 local acci- 
dent and health associations in every 
section of the country. 

“As a member of the special A. & H. 
committee of the National Association 
of Life Underwriters since its inception 
he has played an important role in de- 
veloping greater cooperation between the 
life business and the accident and health 
industry. 

“During the past two decades he has 
built ‘from scratch’ one of the largest 
A. & H. and life agencies in the mid- 
west with some 50 full-time sub-agents 
under his supervision. It was difficult 
for our committee to make a specific 
prope this year as we received over 

1,000 nominee ballots and over 20 entire 
local association endorsements but there 
is only one award and a decision had 
to be reached in accordance with our 
objects and purposes. 

Statements Supporting Nominee 

“Some of the statements supporting 
this nominee are quoted as follows: ‘In 
looking over a summary of all the con- 
tributions to the industry recently I 
can think of no one more deserving— 
and it couldn’t happen to a nicer per- 
son.’ ‘He certainly has been a tireless 
worker and has done enough to help 
our A. & H. industry to make him the 
outstanding candidate.’ ‘We have often 
wondered why he has not been given 
some sort of recognition long ago in 
this A. & H. field of ours.’ ‘The gentle- 
man I recommend has been continuously 
stepping forward. His untiring efforts 
to the better attainment of a_ better 
accident and health business is evidence 
for his consideration.’ ‘Our association 
has greatly increased its membership 
as a result of his visit with us.’ 

“He entered the business at Cham- 
paign, Ill., with the Equitable Life of 
Iowa and was extremely successful even 
in his first year. He later served as gen- 
eral agent at Decatur and then as 
agency supervisor under his_ brother, 
Herbert, at Kansas City. In 1929 he 
was appointed as director of field serv- 
ice and sales training in the home office 
of the Business Men’s Assurance Co. In 
1932 he was appointed manager for Kan- 
sas and various surrounding territories 
of the Business Men’s Assurance. He 
holds the degrees of Chartered Life Un- 
derwriter and the certificate in Life 
Agency Management as corferred by 
the American College of Life Under- 
writers. He is a former Post. Comman- 
der of the American Legion. 

Quotation From Nominator 

“This quotation from a nominator is 
worth recording: 

““T have known both him and Harold 


Entertainment Features of 


Asbury Park A. & H. Meeting 

Asbury Park, N. J., June 18—The golf 
tournament this afternoon proved a fit- 
ting climax to the entertainment pro- 
gram for delegates to the annual meet- 
ing here this week of the International 
A. & H. Association. George Lehman, 
general agent in Newark of National 
Accident & Health Insurance Co., was 
chairman of this phase of the conven- 
tion program and he did a fine job un- 
der ideal weather conditions. Here are 
the highspots: 

On Monday afternoon the men went 
on a fishing party and although no 
fish were caught everyone had a good 
time. For the convention ladies that 
afternoon a fashion show and tea was 
held at the Berkeley-Carteret Hotel. 

The following afternoon the A. & H. 
conventioneers went to the horse races 
at nearby Monmouth Park, returning 
in time for a clam bake which was one 
of the convention’s most enjoyable fea- 
tures. 

This evening the annual banquet with 
President Carl Ernst as toastmaster pro- 
vided plenty of good fellowship for the 
conventioneers. Bert A. Hedges, Busi- 
ness Men’s Assurance manager in Wich- 
ita, was in the spotlight as recipient 
of the “Man of the Year’ Gordon Me- 
morial Award. 

President Ernst, who retired from 
office today, was presented with a 
plaque in appreciation of his devotion to 
the association during his year as its 
leader. 

Dr. Eugene E. Agger, professor emeri- 
tus of economics at Rutgers University 
and former New Jersey Commissioner 
of Banking & Insurance, gave food for 
thought in his address on “The Eco- 
nomic Outlook.” 





Gordon personally. He is the same kind 
of man that Harold was and I know 
that if Harold were going to make this 
award on the basis of performance of 
various candidates that he would cer- 
tainly award it to my nominee.’ It so 
happens that the committee, following 
judicious and careful review, agrees with 
this sentiment. We take great pride in 
presenting our 1952 Harold R. Gordon 
Annual Award, in memory of a great 
and able man. The award is presented 
to a great and able man.’ 
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Dr. Agger Speaks on Unity of 
Canada and the United States 


Asbury Park, N. J., June 18—Dr. E. E. 
Agger, former Commissioner of Bank- 
ing and Insurance of New Jersey, eco- 
nomic consultant of the National Asso- 
ciation of .Manufacturers, and professor 
emeritus of economics of Rutgers Uni- 
versity, was guest speaker at the ban- 
quet of the International Association of 


Accident & Health Underwriters this 
evening. : : 
Speaking on the subject, “The Eco- 


nomic Outlook,” Dr. Agger spoke first 
of the happy circumstances that the In- 
ternational Association of Accident & 
Health Underwriters is made up of 
Canadian and United States members. 
He emphasized that not only are U. S. 
and Canadian interests closely inter- 
twined but that also in defending the 
free world the two countries are stand- 
ing shoulder to shoulder. 


Basic Element Is Free Economy 


“To all of us here,” Dr. : 
“a basic element in the free 
free economy.” And a free economy, 
he pointed out, “rests on individual 
choices in a free market under the dis- 
cipline of competition.” Far from imply- 
ing individual isolation the free economy 
has resulted in interdependence and co- 
operation. “Insurance in such a econ- 
omy is one of the great specialties and 
it helps to make possible the orderly 
organization and conduct of economic 
life.” All insurance men as well as all 
other specialists are therefore con- 
cerned with the conditions influencing 
the economic outlook, he said. 

The outlook, the speaker said, is 
for a sustained over-all prosperity. As- 
surance in this connection is found in 
the huge governmental expenditures for 
defense and foreign aid. “A decline of 
Government spending,” Dr. Agger de- 
clared, “may later present a problem 
but a serious collapse is not necessary, 
and is improbable.” He pointed out that 
after World War II a great collapse of 
the economy was predicted by some stu- 
dents because of the heavy curté ulment 
of government buying. “But,” said the 
speaker, “where the Government left 
off, private consumption and_ business 


\gger stz ited, 
world is a 


expenditure took over. There was no 
collapse. 
“Actually,” said Dr. Agger, “the con- 


sensus of informed opinion is it is ‘infla- 
tion’ rather than ‘deflation’ that we must 
prepare for.” This is to be attributed 
to the heavy Government deficits that 
are in prospect—seven billions or so 
this year and 10 to 14 billions in 1953. 


Problem of Inflation Control 


“The problem that really 
us,” said the speaker, “is one of 


confronts 
infla- 





Kaiden-Keystone 


DR. E. E. AGGER 


The “indirect controls,” 
he pointed out, embraced fiscal policy 
and money and credit policy. The bal- 
ancing of the budget, debt management 
and relations between the Treasury and 
the Federal Reserve System are all in- 
volved in “fiscal policy.” The gold ques- 
tion, the purchase of silver, the issue of 
greenbacks, but more important, legal 
reserve requirements, discount rates and 
open market policy of the Federal Re- 
serve System are all included under the 
heading of “money and credit policy.” 

“All students agree,” said Dr. Agger, 
“that reliance should be placed to the 
maximum degree on the indirect con- 
trols, especially on balancing the bud- 
get and on credit policy. These affect 
the conditions under which the free 
market operates but they imply no di- 


tion control.” 


rect intervention. 
“But to the extent that the indirect 
controls are not applied,” the speaker 


continued, “reliance will be placed on 
the direct controls—of prices and of 
wages and of the apportionment to use 
of important commodities.” Direct con- 
trols are undesirable, Dr. Agger argued, 
because they progressively undermine 
the free market and substitute bureau- 
cratic control for competition. 


Foreign Trade a Vital Factor 


and foreign policy,” 
vital factors in the 


trade 
Agger, “are 


“Foreign 
said Dr. 


Walton Speaks Before 
A. & H. Association 


20TH CENTURY ALADDIN’S LAMP 





Subject Is “What Are Your Golden 
Hours?” Says A. & H. Producer Must 
Know How to Prospect and Close 


Asbury Park, N. J., June 18—“What 
Are Your Golden Hours?” was the sub- 
ject of an address delivered before the 
annual meeting of the International As- 
sociation of Accident & Health Under- 
writers by Clayton L. Walton, general 
agent for the Monarch Life Insurance 
Co. at Seattle here today. 

Mr. Walton opened his address with a 
summary of the ills of the world today 
and then said with respect to the acci- 
dent and health industry: 

“Veritably and in truth we are selling 


a twentieth century kind of Aladdin’s 
lamp. We sell to our friends and ac- 
quaintances, our clients and prospects, 


an almost miraculous policy which 
brings them peace of mind and des- 
perately needed dollars whenever they 
are sick or hurt and unable to work. 

“What do we need to know to sell in- 
surance? 


Must Know Merchandise 


“Very simply, and as you will agree, 
we need to know our company and our 
merchandise. We need to know how to 
prospect and there are many proven sys- 
tems, all of which work quite success- 
fully. We need to know the approach, 
the technique of the interview. How to 
handle objections and stalls. How to 





economic outlook. Our people,” he as- 
serted, “must learn to act like a creditor 
nation.” He quoted Assistant Secretary 
Thorpe to the effect that such a de- 
velopment is necessary because the 
United States is an exporting nation and 
a heavy international creditor and that 
our exports have exceeded our imports 
for each of the last thirty years. From 
1945 to 1951 the excess ran to 31 billion 
dollars. “Unless we simply gees to give 
our products away,” said Dr. / Agger, “we 
must allow our debtors to pay us in the 
only way that any debtor can pay, 
namely, through the products of their 
toil. 

“Overhanging all these 
tions,” concluded Dr. Agger, “is the 
prevention of World War III.” Essen- 
tial to this is the maintenance of our 
own economic and moral strength. “We 
must,” he said, “safeguard our own in- 
stitutions, at the same time that we 
avoid hysteria and indecisiveness. We 
must continue to contain totalitarian im- 
perialism, help to strengthen the United 
Nations while at the same time helping 
and holding our allies. The task is big 
and difficult but one in the performance 
of which we dare not falter.” 


considera- 


close, and how to get the application. 

“Besides this, we must learn the se- 
cret of self-organization, and, most im- 
portant, we must work—diligently and 
consistently. 

“But inasmuch as thousands of arti- 
cles, periodicals, magazines, bulletins 
and books have considered these sub- 
jects; inasmuch as many, many speak- 
ers, lecturers and teachers have spoken 
on these subjects; and, inasmuch as 
hundreds of meetings, conventions and 
sales congresses have been built around 
these vital topics—then comes the in- 
teresting question, what else can we do 
or might we do that will make our job 
more interesting to us and our product 
and service more attractive to our pros- 
pects?” 


Coldest Word Is “No” 


Mr. Walton then mentioned some of 
the words he considers the most expres- 
sive in the English language and said 
that to the insurance man, the coldest 
word is “no.” He continued: 

“We can picture to Mr. Prospect how 
our amazing 20th century Aladdin’s lamp 
will bring friendship, peace of mind, and 
tranquility to his future years. With his 
present determination to own adequate 
income protection and hospitalization in- 
surance, he need not be alone or forgot- 
ten by friends in the sunset years of 
his life. He is going to love that post- 
man bringing those regular claim checks 
each month. But the truth is he must 
have faith in my story now to escape 
the inevitable revenge of indecision. 

“In other words, please Mr. Prospect, 
don’t turn the coldest word in the Eng- 
lish language against yourself. 

Why not take my word for it, “Ye 3?” 


Golden Hours of Thought 


“T hope that you have enjoyed this 
brief exploration with me into the pos- 
sibility of our having more golden hours 
of thought and planned revery. They 
will certainly make for more pleasure 
and sanity in this somewhat cock-eyed 
world of today. 

“Tt has been written that 1950 was the 
year of decision. 1951 was the year of 
preparation, and that 1952 will be the 
year of action. Regardless of what hap- 
pens in the world—let us plan our lives 
so that we will each have more personal 
golden hours.” 


Tribute to C. W. Bollinger 


The recent untimely death of C. W. 
Bollinger of Newark, president of the 
New Jersey Association of A. & H. 
Underwriters, was sympathetically re- 
ceived by the International Association 
of A. & H. Underwriters this week in 

Asbury Park. Richard Caldwell, United 
States Life manager, Newark, and co- 
chairman of the convention, paid tribute 
to Mr. Bollinger for his devotion to 
the association. He had worked hard 
on the entertainment features of this 
meeting as a member of the general 
committee. 








45 John Street 


his own plan of protection. 





A. & H. SPECIALISTS SINCE 1921 





JAMES R. GARRETT, 


Phone: REctor 2-4567 


Are you making use of our newest contract which gives hospital- 
surgical-nurse expense protection on both an individual and family 
basis? The policy is making a hit because the insured can choose 


We'll gladly supply you with literature on this NEW way of 
paying for hospital bills. Just call our office with the assurance that 
you'll receive the best facilities of National Casualty Co. of Detroit 
whom we represent exclusively. 


INC. 


New York 38, N. Y. 





SURGICAL 
Complete Schedule From $5 to $300 


It’s Easiest 
---to Sell the BEST 
PERFECTED PROTECTION 
‘ ACCIDENT HEALTH 
Lifetime Indemnity for Total Two Years—No House Confinement 
Disability Required 


HOSPITALIZATION 
Choice of Five Plans From $5.00 to $12.50 per day 


Coverages on Individual, Franchise and Group Basis 
Including Family Policies 


NATIONAL CASUALTY COMPANY 


DETROIT 26, MICHIGAN 


MEDICAL 
At Home—Doctor’s Office—Huspital 
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Photography Wins 
Friends for Francis 


HOBBY ALSO SELLS INSURANCE 


General Agent of National A. & H. In- 
surance Co. Says It Pays to Show 
Interest in the Other Fellow 


Asbury Park, N. J., June 17—George 
Kk. Francis, Jr., general agent of the 
National Accident & Health Insurance 
Co, at Atlantic City, who is one of that 
company’s leading producers, revealed 
this morning to delegates attending the 
22nd annual meeting here of Interna- 
tional A. & H. Association how he 
makes prospecting a pleasure. Mr. 
Francis whose platform personality ra- 
diates confidence would probably be the 
first to admit that he is an admirer of 
Dale Carnegie, public speaking authority, 
and his book “How to Win Friends and 
Influence People.” 

At the outset of his talk he gave con- 
clusive proof that no prospective is ever 
interested in the salesman, what he is 
trying to sell, or in insurance as a com- 
modity. Rather the prospect is inter- 
ested only in himself and his needs, and 
what insurance can do for him. If the 
agent clicks in making the sale it will 
be because he has sized up the prospect 
accurately and submitted to him an in- 
surance contract for which he has a real 
need and at a price he can afford to pay. 
Mr. Francis demonstrated this point by 
telling some actual case history. 

The speaker then suggested that A. 
& H. agents should devote a certain 
amount of their time to an avocation 
or hobby . . . something that will pro- 
vide fun and relaxation and will be filled 
with interest. It should also have edu- 
cational advantages. In pursuit of such 
a hobby, said Mr. Francis, the’ insur- 
ance man can spend his leisure time 
pleasurably and, at the same time, put 
it to work as a business-getter in an 
endless chain fashion. 

Mr. Francis has an absorbing hobby 
of photography in which he has been 
engaged for many years. He devotes 
one day a week to it and spends the 
entire day photographing local indus- 
tries; getting pictures of men at their 
occupations, etc. He has a lot of fun in 
taking these pictures but his greatest 
pleasure is derived from showing them 
to the subjects he selected. Frequently 
he finds that his show of interest in 
the other fellow, in his business and in 
the reasons why he is a success, re- 
sults in a new account for his agency. 
He is a great believer in the basic truth 
that “you cannot expect anyone ever to 
be interested in you unless you can first 
show that you are interested in him.” 

Mr. Francis has conducted. his own 
xeneral insurance agency in Atlantic City 
since 1933 and has been unusually suc- 
cessful. He is in demand as a speaker 
and among his appearances have been 
the Accident & Health Association of 





Other Trade Associations 
Represented at Meeting 


The International Association felt 
complimented to have among the trade 
association guests at this convention Jo- 
seph F. Follmann, Jr., general manager, 
Bureau of Accident & Health pen 
writers, and Mrs. Follmann; Harold 
Danford, executive secretary, National 
Association of Insurance Agents; Ed- 
ward H. O’Connor, managing director, 
Insurance Economics Society, and Mrs. 
O’Connor; Roy A. MacDonald, assistant 
director, group and underwriting, Health 

Accident Underwriters Conference 
who has just completed a southern lec- 
turing trip, and Richard J. Eales, admin- 
istrative assistant of Life Insurance As- 
sociation of America. 





GEORGE FRANCIS, JR. 


Philadelphia and service clubs through- 


out New 


Jersey and Eastern Pennsyl- 


vania. 


W.C. Coursey Stresses Educational 


Progress of Association in Past Year 


Asbury Park, N. J., June 18—William 
G. Coursey, executive secretary of the 
International Association of Accident & 
Health Underwriters, featured in his 
annual report to the convention here 
this morning the increased emphasis 
that the organization has placed on the 
educational side of the A. & H. business 
in the past year. He referred particu- 
larly to the disability insurance sales 
course and the Lebby-Gordon Memorial 
portfolio, “Successful Ideas for A. & H. 
Sales.” The initial sales course was 
given last December at the University 
of Illinois and since then it has been or 
will be given at Fenn College, Cleve- 
land; University of Wisconsin, Milwau- 
kee; University of Texas, University of 
Kansas, Washington State University, 
Michigan State College, Denver Uni- 
versity and Purdue University. All these 
courses are being conducted under the 
joint sponsorship of a local or state 
A. & H. association. 

In addition, Mr. Coursey said the 
course is available to be presented on 








. Keeping With Today's 
wal Jouiiiil A éx H. 


DECIDE NOW TO SET UP A 
PROGRESSIVE ACCIDENT & HEALTH 
DEPARTMENT IN YOUR AGENCY 


Here is what PROGRESSIVE LIFE 
Has to Offer You... 


@ Modern Hospitalization Plans ® 


INDIVIDUAL 


FAMILY GROUP 


@ Liberal 


Contact us for Full Informatios 





General Agencies available in Va., Penna., Ohio, D. C. 


Accident & Health Plans ® 


NON-CANCELLABLE ACCIDENT 
ACCIDENT & SICKNESS 
NEW JERSEY T.D.B. 
MEDICAL REIMBURSEMENT — ACCIDENT 


RED BANK, NEW JERSEY 


FRANCHISE 











WILLIAM G. COURSEY 


a company or agency basis, and even to 
the man in the field under proper super- 
vision. Convinced that it is meeting a 
real need, he urged that the DISC be 
given the continued support of the In- 
ternational Association’s membership, 
both individual and companies. He en- 
visaged that a future development might 
be a film on A. & H. insurance which 
could be shown before civic groups. 

Speaking of the Lebby-Gordon Memo- 
rial portfolio, Mr. Coursey said that 
besides being a memorial to the late 
Harold R. Gordon, beloved managing 
director of the Health & Accident Un- 
derwriters Conference, the book has 
met a great educational need. Its popu- 
larity is indicated by the fact that a 
reprint has been ordered. 

Optimistic Over New Magazine 

One of the past year’s achievements, 
Mr. Coursey continued, was the 
tion’s new magazine, “The Accident and 
Health Underwriter” which is published 
monthly. As the mouthpiece of the In- 
ternational Association, this publication 
has already met with the approval of 
“the man in the field.” 

Another project, the circulating li- 
brary, is still in the making. It is in- 
tended to be a medium of helpfulness 
not only for local associations but for 
individual A, & H. men. 

In closing his report Mr. Coursey, who 
joined the International Association nine 
months ago, said that the past year has 
been the happiest in his business ca- 
reer. Likewise, he believed that this 
period has been one of the most suc- 
cessful in the International’s 22-year 
history. However, in order to make fur- 
ther progress the association must 
continue to have the active support of 
each and every member as well as the 
friendly support of its associate company 
members. “If we work together as a 
team,” he emphasized, “we cannot fail.” 


associa 


Vernon Gerhardt at Meeting 

Vernon Gerhardt, formerly brokerage 
manager in Detroit of the Russell M. 
White Agency, Massachusetts Indem- 
nity, appeared at the convention in his 
new capacity as A. & H. insurance con- 
sultant of Provident Mutual Life. This 
company recently announced its inten- 
tions to enter the A. & H. field. Mr. 
Gerhardt has 16 years of A. & H. and 
life insurance experience, the latter be- 
ing with the Equitable Life Insurance 
Society in Chicago as a full time agent. 
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International Assn. Joins in Activities 


Of Other Similar Organizations 


Has Enjoyed Excellent Year in Cooperation With H. & A. 
Underwriters Conference, NALU in Its A. & H. Section 
and LIAMA,; Disability Stands With Life Insurance 


By Cart A. Ernst 


Retiring President, International Association of A. @ H. Underwriters 
St. Paul Manager, North American Life & Casualty 


At this time of the year the Interna- 
tional stops for a few moments and 
takes inventory of the accomplishments 
of the program for the closing year, the 
unfinished plans that must be followed 
through on or discarded because of im- 
practicability. 

Your International Association has 
enjoyed an excellent year through and 
with the close cooperation of the Health 
& Accident Underwriters Conference 
and its director, C. O. Pauley, and his 


associates; through the close coopera- 
tion and joint activity of the National 
Association of Life Underwriters in its 
section pertaining to accident and 
health; in connection with and through 
the cooperation of the Life Insurance 
Agency Management Association and 
its director, Charles J. Zimmerman. 
Under our own direct supervision 


through the development of the Lebby- 
Gordon “Successful Sales Ideas” and the 
establishment of the Accident & Health 
Underwriter, the only trade magazine 
in the entire accident and health busi- 
ness that is represented and owned by 
the association itself. And of equal im- 
portance in sharing the _ spotlight 
through the development and utilization 
of Disability Insurance Sales Course. in- 
formally as DISC. We can say that we 
have had a good year. All of this is 
only possible because of the friendliness 
and cooperation on the part of all of 
these various organizations, institutions 
and in addition, many people who felt 
kindly toward our movement and know 
of the fundamental good that will be 
derived by their assistance and interest. 


Quotes Theodore Roosevelt 

We were told by Theodore Roosevelt 
many years ago, “Every man owes a 
part of his time and money to the devel- 
opment of the business in which he is 
engaged.” This statement certainly is 
very fundamental and every person in 
attendance at this Asbury Park annual 
meeting firmly believes in that state- 
ment, and in believing in it, is practic- 
ing it by their very attendance here. 

From many sources we see evidence 
of the fact that the accident and health 
business is going to be the dominant 
factor in the preservation of private en- 
terprise and at this time, due entirely 
to our actions and conduct, you and I 
as individuals and salesmen of accident 
and health can determine whether this 
business of ours shall remain private en- 


terprise or whether the Government 
shall handle and take over in both 
its operation and supervision. You are 


much more than just an insurance sales- 
man. You are also more than just a 
representative of your company. You 
are an individual business man respon- 
sible for your own success or failure, 
limited only by your own abilities and 
your own determination to. succeed. 
Where there is no association and no 
cooperation even though the incentive 
may be there, there can’t be any prog- 
ress or success. Our greatest advantage 
about the entire over-all situation is that 
insurance salesmen have never been 
satisfied with mediocracy. 


Stands With Life Insurance 


Disability insurance is equal to in im- 
portance and stands right alongside of 


life insurance. We have got to reorien- 
tate our thinking so that when we think 
of the human life value problem, we au- 
tomatically think of disability insurance. 
We must spend less time on the concen- 
tration of policv peddling and more time 
must be pin-pointed to and emphasis 
placed on package planning assistance 
and/or relief when disability strikes in 
dealing with our prospects. 

strongly urge each and every one 
of you to secure a copy of and read the 
“Third Hazard” published by the Life 
Insurance Agency Management Associa- 
tion. “John Harvey’s right shoe was 
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found 34 feet from where the ambulance 
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picked him up. 


The 


driver of 


never stopped—was never 
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the story 
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take it, 


a natural. 


It’s 


large volume production. 


they needed. 


H. R. KENDALL, Chairman 





‘TLL TAKE 


The prospect has the last word. Very often it is, “I'll 
when Washington National representatives 
mention any one of three unusual coverages. 





IT” 


1. Non-can. hospital (guaranteed renewable to Age 
65) is something that sells, because people like the idea. 


2. Non-can. Monthly income (accident and sickness ) 
with no house confinement required, is responsible for 


3. Single-premium vision impairment annuity 
(monthly income for life when 90% of vision is lost) 
is a Washington National EXCLUSIVE which many 


persons buy who thought they had all the insurance 


Washington National is a multiple-line personal pro- 
tection company, writing life, accident, health, hospital- 
ization, franchise and group. Complete details about our 
unusual coverages (as well as the standard line) will be 
given to qualified persons who are at liberty to inquire. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EXECUTIVE OFFICES — EVANSTON, ILLINOIS 


R. J. WETTERLUND, President 


G. P. KENDALL, Secretary 











across to our prospects and unless we 
do, we will have failed. Knowing that 
success is our only ambition and desire, 
we have got to master that situation— 
that life situation, and tell the story 
correctly and properly. 

There, are only two great enemies in 
the entjte insurance business in so far 
as you and I as salesmen are concerned 
and both ‘of thése enemies can be elim- 
inated if we individually and collectively 
decide to do something about them. The 
first and greatest of all enemies is physi- 
cal laziness. Take stock of your own 
situation .and you answer the question 
as to how you regard that situation 
of physical laziness. Do you put off or 
do you do’ ‘today that which you know 
you should? Do you, because of the at- 
tainment ,of a substantial volume of 
business feel inclined to coast or say 
that you have done your part or you 
have securéd sufficient volume to satisfy 
your needs and hence will cease to ex- 
pend any additional effort and the very 
minimum necessary to maintain that 
volume and income? 

And that automatically brings us to 
that second greatest of all enemies, and 
that is the one of mental laziness. As a 
result fellow ‘underwriters, I urge you 
to continually’keep alert and do not al- 
ways follow the pattern as set by some- 
body else, but plan’and figure out one 
for yourself and through the medium 
of your device see that you continue to 
do the kind of a job that you want to do. 


Affects Many Lives 


The International Association of which 
you are a part—a very integral part 
whether you realize it or not because 
it affects the lives of every member of 
your family and every person in your 
community—urges you and asks you to 
continue to use all of the facilities being 
placed at your disposal as a member of 
this association and at all times to ever 
be on the alert to see that anyone in 
this business not now a member, be- 
comes a member. Every problem and 
every situation that will exist six months 
from now, six years and sixty years 
either is in its embryonic stage today 
or it will be completely avoided because 
it will not have had an opportunity to 
develop. The International Association 
can give you the type and kind of 
leadership, educational knowledge, moti- 
vation and sincerity on the local, state 
and national level that you are entitled 
to. 

In closing I would like to state that 
it has been a pleasure for me to have 
served as your president this year and 
that all that has been accomplished, 
little as it may seem, was due entirely 
to the close cooperation and the mag- 
nificent job and assistance given by 
many of you people. 


Mutual of Omaha Writes 
Policy for Dr. Mayo’s Son 


From an idea for a graduation gift 
for his son, Dr. C. W. Mayo, the noted 
surgeon of Rochester, Minn., inspired a 
new sickness, accident and hospitaliza- 
tion insurance policy. The new insurance 
policy has been adopted by Mutual 
Benefit Health & Accident Association, 
largest exclusive health and accident in- 
surance company in the world, of which 
Dr. Mayo is a member of its board of 
directors. 

Dr. Mayo inquired of V. J. Skutt, Mu- 
tual of Omaha president, if a paid-up 
sickness and accident policy could be 
provided by the company. He wanted 
to present such a policy as a graduation 
present to his son, graduating from col- 
lege this year. Actuaries and _statisti- 
cians of the company were given the 
problem. They worked out a policy for 
five years as the most practical. The 
policy also can be obtained for one 
to four years. Later, the policy will be 
sold as suggested Christmas, birthday 
and anniversary gifts. 















0, 1952 





less we 
ng that 
| desire, 
1ation— 
e story 


mies in 
so far 
ncerned 
e elim- 
ectively 
m. The 
physi- 
Ir own 
uestion 
tuation 
off or 
know 
the at- 
me of 
or say 
rr you 
satisfy 
to ex- 
e very 

that 


us to 
s. and 
Asa 
e you 
ot al- 
some- 
t one 
edium 
jue to 
to do. 


vhich 
part 
cause 
er of 
your 
tu to 
being 
er of 
ever 
le in 
be- 
and 
nths 
rears 
oday 
ause 
y to 
ition 
| of 
10ti- 
state 
itled 


that 
lave 
and 
hed, 
rely 
lag- 

by 


on 
gift 
ted 
da 
za- 
nce 
ual 
on, 
in- 
ich 

of 


{u- 
-up 

be 
ted 
ion 
ol- 
sti- 
the 
for 
he 





Fo ORS Tinle CRN 
June 20, 1952 


AY SED es 





























If you want to win profits and influence clients, you’d better trade-in ‘“‘jalopy” group coverage for 
a smooth streamlined plan. Group plans that are out-of-date in view of increased costs of sickness, 
accident and hospitalization bring you little but headaches and dissatisfied clients. It’s well worth 
while to make sure you’re familiar with Mutual of Omaha’s streamlined employee group plans. 







ALSO— 


Increase your service, your reputation, your profits. 
Mutual’s Group coverages are written with a realistic eye 
on today’s higher costs. Mutual of Omaha’s Group Divi- 
sion offers you valuable service in these ways: 


YOU WANT STRENGTH 


Mutual of Omaha is the largest exclusive health and acci- 
dent company in the world, with 43 years experience in 
the health and accident field. Well over two million policy- 
Owners are now protected individually with Mutual of 
Omaha, which has paid more than $414,000,000 in claims. 


YOU WANT SERVICE 


YOU WANT SPECIALIZATION 

It’s no secret that Mutual of Omaha sets the pace in the 
health and accident field. It writes ONLY health and acci- 
dent, hospital, surgical and related risks. Because of this 
concentrated effort, Mutual of Omaha can provide the 
PLANS and the SERVICE you and your clients want and 
deserve . . . plans that SELL and STAY SOLD! 


YOU WANT COMMISSIONS PROTECTED 
Mutual of Omaha protects your commissions by single 
case “Agent of Record”’ contracts. The entire commission 
is paid to you. — Continuous renewals. 


YOU WANT MAXIMUM BENEFITS 
FOR YOUR CLIENT’S 





The tremendous storehouse of knowl- 





— 


PREMIUM DOLLAR 


ha’s health and accident experience is 
yours through its many Group Field 
Offices. They are strategically located 


edge gained through Mutual of Oma- | BOB CONSIDINE 


Famous Newsman and Columnist 
for MUTUAL OF OMAHA on 
NBC-TV . . . Every Tuesday Night 


Mutual of Omaha writes complete, 
economical group coverage for both 
employees and their dependents. Its 





ne 
be 








throughout the United States, its pos- 
sessions, and Canada. Field represent- 





_ NBC-Radio . . . Every Sunday Afternoon | 


plans can cover health and accident; 
hospital, surgical, medical, hospital 








atives offer you specialized underwrit- 

ing. They can help you contact your clients, help you sell 
and do the servicing. Mutual of Omaha provides fast, effi- 
cient, personal claim service through these Field Offices. 


incidental expenses; accidental death 
and dismemberment; poliomyelitis; and other special cov- 
erages. Let us supply you with full details on Mutual of 
Omaha group plans, benefits and LOW NET COST. 











The World's Largest Exclusive Health and Accident Company 
HOME OFFICE: OMAHA, NEBR. « 





V. J. SKUTT, President 


MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 


CANADIAN HEAD OFFICE: TORONTO 
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Hedges Points to DISC 
Results in First Year 


270 ENROLLED IN NINE COLLEGES 


Appreciative of Time nasil Effort Given 
to Make Course a Success; For 
Closer Cooperation With NALU 





Park, N. J., June 15—Progress 
made in the year of the Interna- 
Association’s disability 
recommendations 
submitted 


Asbury 
first 
insurance 
for 


tional 


sales course and 
its further development were 
morning at the 22nd annual 
Berkeley-Carteret Hotel by 
Business Men’s Assur- 
chairman 


here this 
meeting in 
Bert A. Hedges, 
Wichita. Reporting as 

DISC committee, Mr. Hedges 
said that approximately 270 had en- 
rolled in the various college-sponsored 
courses during the past year; that DISC 
was developed and promoted on a self- 
supporting basis; that all those par- 
ticipating in its production and promo- 
tion had contributed generously of their 
time and ability, and that not one cent 
was paid for “the thousands of dollars 
— of material and ideas which have 
gone into DISC.’ 

Mr. Hedges said that no higher 
pliment could have been paid to Inter- 
national’s new sales course than the fact 
that nine well known universities and 
colleges to date have accepted it as 
worthy of inclusion in their curricula. 


Louis Halley to Be New DISC Chairman 


ance, 
of the 


com- 


Having done an outstanding job as 
DISC chairman in the first year of the 
course, Mr. Hedges will be succeeded 
by Louis Halley, CLU, who is educa- 
tional director of Security Life & Acci- 
dent of Denver. Mr. Halley has agreed 
to serve without compensation as editor 
of the basic DISC text book, now in its 
third edition. The committee has recom- 
mended that it be re-edited and that a 
fourth edition be published on or about 
January 1, 1953. 

A comprehensive director’s manual 
has also been prepared for use of in- 


structors, directors and local DISC 
committees. ; 
As to the future Mr. Hedges said that 


the most important problem confronting 
the DISC committee is the need for a 
plan under which individual companies 
can offer the disability insurance sales 
course to their own agents. A detailed 
outline has been prepared, he explained, 
under which the course might be made 
available but with the International As- 
sociation maintaining control of stand- 
ards and distribution. Briefly, each com- 
pany would pay a stipulated fee for each 
taking the course and furnish the 
association with name of each such 
agent. The company would be respon- 
sible for administration of the course 
and for a competent official to grade 
the papers. Upon completion of the 
course, a company official would be re- 
quired to certify each agent to the asso- 
ciation which will then issue an appro- 
priate certificate of completion. 

‘This recommendation has been 
mitted to your executive board for 
tion,” said Mr. Hedges. It met 
approval. 

Another problem upon which no deci- 
sion has as yet been reached is what 
to do with respect to furnishing supple- 
mentary material to DISC graduates. 
Mr. Hedges passed it along for consid- 
eration to the new committee and execu- 
tive board. 


Finally, i 


agent 


sub- 
ac- 
with 


was recommended that co- 
operative sk be established and 
maintained with the National Associa- 
tion of Life Underwriters through its 
special A. & H. committee and _ that 
serious consideration be given to invit- 
ing the NALU to join with the Inter- 
national Association in the expansion 


and promotion of DISC instead of hav- 
ing the NALU develop its own disabil- 
ity 


insurance sales course. 


Vote on New Requirements 


For LPRT Membership 

Asbury Park, N. J., June 18—The 
annual breakfast of the Leading Pro- 
ducers Round Table was the opening of 
this morning’s program here of Interna- 
tional A. & H. Association’s 22nd an- 
nual meeting. Joseph L. Kowins, LPRT 
chairman who is general agent of Cen- 
tral Standard Life in Baltimore, pre- 
sided and submitted for approval the 
following revised program for member- 
ship requirements: 

1. For producing $5,000 of new busi- 
ness an agent will receive a bronze mem- 
bership pin in LPRT. 

2. For those who produce 
silver pin will be presented. 

3. For agents who produce $10,000 or 
more a gold pin will be given. 

4. When a LPRT member becomes a 
life member by consistent production, it 
was recommended that a small diamond 
chip be placed in his membership pin. 

T. Kenneth Mersereau, Monarch Life 
producer in the Purl Ansel agency, Bal- 
timore, was the breakfast speaker and 
gave a sales demonstration. 


$7,500 a 





Council Votes Constitutional 
Amendments; 1952 Officers Elected 


Asbury Park, N. J., June 18—Election 
of officers and committee reports fea- 
tured the business meeting ot Interna- 
tional Association’s council which was 
held here today as part of the 22nd 
annual meeting. Carl A. Ernst of St. 
Paul, president of the association who 
is manager of the North American Lite 
& Casualty, presided. He welcomed to 
the rostrum John G. Galloway of Bir- 
mingham, Ala., newly elected president 
of the association. 

3y amendment to the constitution and 
by-laws William G. Coursey’s title was 
changed from executive secretary: to 
managing director which is indicative of 
the International’s approval of the job 
he has done since joining the associa- 
tion nine months ago. 

The constitution was also amended to 
provide for two vice presidents of the 
association instead of one and to change 
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Will you give 


Sympathy 


or 


(ASM? 


Polio is not only one of the most 
feared diseases, it is one of the 
costliest to treat. Words of sym- 
pathy are of little use to the 
family whose most urgent need 
is cash—and lots of it. May we 
send complete details about the 
$5000 Medical Expense Polio 
and Dread Disease Plans listed 
at the right? 
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1952 PLANS 
$5000 DREAD DISEASE POLICY 

(Polio, Leukemia, Encephalitis, Small- 
pox, Scarlet Fever, Tetanus, Diphtheria 
& Spinal Meningitis) 
Family Policy ....... 3 years $25.00 
Family Policy 2 years 17.50 
Family Policy -1 year 10.00 
Individual Policy .-3 years 12.50 
Individual Policy 2 years 8.75 
Individual Policy -1l year 5.00 

$5000 POLIO-only POLICY 
Family Policy ....... 3 years 15.00 
Family Policy ....... 1 year 6.00 
Individual Policy ....3 years 7.50 
(Dread Disease Policy available in all 

states except New Jersey) 
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the financial officer’s title from treasurer 
t} comptroller. Jay De Young of De 
Young-Kummerow Co., Chicago, will 
continue in this office for another term. 
His reelection was voted at this meet- 
ing. The newly elected vice presidents 
are Bert A. Hedges, manager Business 
Men’s Assurance, Wichita, and Thomas 
E. Callahan, agent of Time Insurance 
S in Milwaukee. 

Edward H. O’Connor of Chicago, past 
president of the association and its legis- 
lative chairman, reported on 1952 A. & 
H. legislation. The fact that no new 
states have adopted cash sickness laws 
this year was encouraging to Mr. O’Con- 
nor. He made particular mention of the 
defeat of this type of legislation in 
Massachusetts and for the third succes- 
sive year. 

William E. Reinsh, Massachusetts 
Bonding in Omaha, who is membership 
chairman, reported ‘the International As- 
sociation’s strength at 5,000 individual 
memberships and 89 local associations. 
As of April 15, 1952, there were 81 com- 
panies enrolled as associate members, 
representing a fine cross section of the 

& H. writers from coats to coast. 
The record also shows a total of 82 sus- 
taining members, both individuals and 
local associations. Mr. Reinsh’s report 
indicated that the International Associa- 
tion will not relax in its membership 
expansion efforts in the coming year. 

Mr. Coursey’s report as executive sec- 
retary, also submitted to the council, is 
highspotted in another column. 


Good Work of Asbury Park 


Committees Is Recognized 
Asbury Park, N. J., June 16—Richard 
Caldwell, United States Life general 
agent, took the opportunity this morn- 
ing as co-chairman of the International 
A. & H. Association’s annual meeting 
here, to give justified recognition to the 
members of the general convention com- 
mittees who worked so hard for the 
success of this meeting. Topping the 
list is Thorn W. Mock, president, Na- 
tional A. & H. Insurance Co., Philadel- 
phia, convention co-chairman, whose 
guidance and experience were invaluable 
to the association. 

Other committeemen and their assign- 
ments were as follows: D. Stuart Wal- 
ker, manager, Mutual of Omaha at Phil- 
adelphia, speakers; T. Kenneth Mer- 
sereau, Monarch Life at Baltimore, pro- 
gram; Clarence D. Smith, Baltimore 
agent, finances; Leonard R. Snyder, U. 
S. Review fire-casualty editor, Philadel- 


phia, publicity; Harry E. Ritter, Jr., 
General Accident, Philadelphia, recep- 
tion; Joseph J. Sear, Progressive Life’s 


vice president, liaison; Nicholas V. Si- 
chenze, United States Life general agent 
in Brooklvn, registration; Howard P. 
Rhodes, American Casualty, Newark. 
reservations; George Lehman, general 
agent, National A. & H. Insurance Co., 
Newark, entertainment. 


Recognition to Companies 

For their part in making the Asbury 
Park convention of the International A. 
& H. Association a success the follow- 
ing 11 companies were given recognition 
in the official program: Educators Mu- 
tual of Lancaster, Pa., Fidelity Inter- 
state Casualty, General Accident, In- 
demnity Insurance Co. of North Amer- 
ica, Metropolitan Casualty, Mutual 
Benefit Health & Accident, National 
Accident & Health, Pennsylvania Life, 
Health and Accident, Progressive Life, 
Provident Indemnity Life and World 
Mutual Health & Accident of Pennsyl- 
vania. 
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Kirkpatrick Speaks on 
Auto Liability Losses 


TALKS AT LAKE PLACID, N. Y. 





Tells Insurance Counsel Casualty Cos. 
Have Neglected Defense Against 
Inflation on Claim Costs 





Casualty insurance companies are be- 
ing “outflanked” on the automobile in- 
demnity front, the International Asso- 
ciation of Insurance Counsel was told 
at Lake Placid, N , June 18, by A. 
L. Kirkpatrick, seas of the Insur- 
ance Department of the Chamber of 
Commerce of the United States. 

Addressing the association’s annual 
meeting, Mr. Kirkpatrick spoke of the 
dangerous situation which has de- 
veloped in the automobile liability in- 
surance business, bringing heavy under- 
writing losses to insurance companies. 
The companies, the speaker said, have 
done an excellent job in the technical 
conduct of their businesses and in pub- 
lic traffic safety education but have 
neglected defense against the effects of 
inflation on claim costs. 


Danger of Being Outflanked 


“Every military commander knows the 
danger of having his force outflanked 
by the enemy,” Mr. Kirkpatrick said. 
“The French army learned that lesson 
when their supposedly - impregnable 
Maginot Line was virtually wiped -out 
overnight by the swift-moving armored 
divisions of Hitler which ran around 
their flanks.” 

The casualty insurance companies, he 
said, built a magnificent Maginot Line 
in their great financial strength, their 
skillful underwriting and claim tech- 
niques and in their broader public rela- 
tions aspects of public safety education. 
But they are being outflanked by the 
more nebulous and __ silently-moving 
forces of inflation. 

Pointing out that Federal Price Ad- 
ministrator Ellis Arnall recently said 
that a little inflation was a good thing, 
the speaker doubted that the casualty 
insurance companies would agree. He 
invited them to join active forces with 
the other business men in the National 
Chamber to combat the inflationary 
trends. He pointed to the chamber’s 
anti-inflation program embodied in its 
efforts to improve the Federal Govern- 
ment’s spending and tax and debt 
management policies. 


Carries Share of Burden 


The time has long passed, he said, 
when it is enough for an insurance com- 
pany merely to do a good job of manag- 
ing its affairs, or even to do that plus 
carrying its share of the burden for 
maintaining high standards and sound 
practices in its industry. 

Today the whole private competitive 
system is under attack, he said, and 
businessmen, if they want to. survive, 
must share in the common defense at 
those points which affect all business 
alike. Failing to unite, single industries 
will be outflanked and lost, he said. 


IRVING DAVIS WITH ST. PAUL CO. 





Resigns From The Spectator to Be 
Associate Public Relations Director 
of Group Health Mutual, Inc. 
Irving Davis, well known associate 
editor of The Spectator, has resigned to 
join Group Health Mutual, Inc., of St. 
Paul as associate public relations di- 

rector, effective June 15. 

It was 27 years ago that Mr. 
started his insurance career in St. Paul 
with the Aetna Life as an A. & F 
special agent so he is returning to 
familiar territory. He served the Aetna 
in Grand Rapids and Brooklyn before 
entering insurance journalism. From 
1936 to 1941 he represented successively 
Insurance Field, The Weekly Under- 
writer and The Eastern Underwriter. 
Thereafter he joined the Guardian Life 
of America in its home office advertising 
department and edited its field pub- 
lication. 

In late 1948 Mr. Davis joined The 
Spectator after a brief stay with the 
Insurance Buyer, and his by-line on 
feature articles has appeared frequently 
since that time. He is a Yale graduate, 
class of 1925. 


Davis 


ESCHENBACH PROMOTED 





Made Assistant Manager of Continental 
Casualty’s Claim Dept. in New York 
Branch Office; His Career 

Stanford Eschenbach, who joined Con- 
tinental Casualty last July as a claim 
adjuster in its New York accident and 
health claim department, has been pro- 
moted to assistant manager of that de- 
partment. Lester F. Farrell is its mana- 


rer, 

Mr. Eschenbach, graduate of Muhlen- 
berg College, started his insurance ca- 
reer 22 years ago in the home office of 
The Prudential as a claim examiner. 
After 15 vears in that post he joined 
the Preferred Accident of New York 
as superintendent of its A. & H. claim 
department. Thereafter he joined the 
Continental. 

A member of the Accident & Health 
Club of New York, Mr. Eschenbach was 
its assistant treasurer last year. 


Cash Sickness Measures 
Killed in Massachusetts 


The House of Representatives of the 
Massachusetts legislature has refused to 
impose on Bay State business any man- 
datory program for cash sickness insur- 
ance for employes. By a vote of 127 to 
100 a bill to establish a monopolistic 
state fund was defeated. 

Earlier the House had refused to 
sanction compulsory coverage under a 
plan which would have insurance com- 
panies write all the protection. 

The same House denied a compromise 
labor bid to have a state fund compete 
with private insurance firms to assure 
cash sickness benefits for workers. 
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NOW AVAILABLE 


A HOSPITAL EXPENSE PLAN 
PAYING 
From $5 to $10 a day for 100 days accident or illness. 
Plus 10 times the daily rate for miscellaneous expense. 
Plus 3 times the daily rate for emergency expense for injury. 
TO WHICH MAY BE ADDED 


Surgical expense providing $125, $225 or: $300 maximum. 
Medical expense providing $3 daily for doctor's visits in 
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New York 


























Elect Vaughan President 

Donald G. Vaughan, manager of the 
engineering and inspection department 
of Aetna Casualty & Surety, was elected 
president of the Connecticut Valley 
chapter of the American Society of 
Safety Engineers at its annual meeting 
June 9 at Springfield, Mass. 


BOYER NAMED AT COLUMBUS 

Martin T. Boyer, Massachusetts Pro- 
tective, has been elected president of the 
Columbus (Ohio) Association of Acci- 
dent & Health Underwriters. He suc- 
ceeds B. W. McIntyre. U. E. Penwell, 
American Service Bureau, is treasurer. 


Kemper Magazine Wins 
Top Publication Award 


KIM, the Kemper Insurance Maga- 
zine, has been named one of the three 
outstanding employe publications in the 
Chicago area by the Industrial Editors’ 
Association of Chicago. A total of 150 
publications were entered in a contest 
judged by experts on quality of writing, 
design and layout, typogr aphy, editorial 
balance and quality of publication. KIM, 
which has a circulation of 7,500, is edited 
by Patricia L. Murphy who has been 
elected first vice president of the Chicago 
Association, largest chapter of the In- 
ternational Council of Industrial Editors. 





It’s hard to prevent these from happening... 





. -- but your insurance agent 


can save you from the consequences! 


You and members of your family living 
with you can be protected against lia- 
bility for any kind of accident (except 
automobile) due to personal activities, 
by our Comprehensive Personal Lia- 
bility Policy. It also gives you legal de- 


fense and medical payments. 


Costs are low . . . for instance $10 
buys $10,000 protection for each oc- 
currence . . . higher limits cost very 


little more! 





For the best in protection— 


call your American Surety Agent. 


One of a series appearing in business and consumer 
magazines—designed to help our agents secure new business. 


AMERICAN SURETY 


ee ee ee 


100 Broadway, New York 5, N. Y. 
+ ACCOUNTANTS LIABILITY 


FIDELITY - SURETY - CASUALTY - INLAND MARINE 





AVIATION INSURANCE THROUGH UNITED STATES AVIATION UNDERWRITERS. INC. 
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Doenges Made Officer of 
American- Associated 


FORMERLY WAS WITH F. & D. 
Will Assume Executive Direction of 
Companies’ Nationwide Bond, Bur- 
glary and Glass Underwriting 





It is announced by O. L. Schleyer, 
president of American Automobile In- 
surance Co. of Saint Louis, that Fred 
H. Doenges has been named vice presi- 
dent of the American-Associated Insur- 


Chase News Photo 


FRED H. DOENGES 


ance Cos., and will assume executive 
direction of the companies’ countrywide 
operations in bond, burglary and glass 
underwriting. L. Gordon Davis, as as- 
sistant vice president, will continue in 
his position of direct supervisory respon- 
sibility in the department. 


Mr. Doenges is a native of Saint 
Louis, and his entire career has been 
in the surety bond business. In 1926, 


after attaining the post of assistant man- 


ager of the American Surety’s Saint 
Louis branch, he accepted a_ similar 
position for the Fidelity & Deposit 


Co. of Baltimore. In 1929, he became 
branch manager, and in 1948 was elected 
vice president in charge of its Saint 
Louis operations. 

Resigns From F. & D. 
“The 


Said Mr. Schleyer, resignation 


of Mr. Doenges from the Fidelity & 
Deposit Company after more than 25 
years’ pleasant association in that or- 


ganization will probably come as a sur- 
prise to his many friends in ‘the insur- 
ance industry. It was simply a matter 
of new fields to conquer, and our ex- 
panding program in his specialty lines 
of fidelity and surety bonds and burglary 
insurance does offer that attraction.” 
Mr. Doenges is a past president of 
both the Surety Underwriters’ Associa- 
tion and the Casualty & Surety Under- 
writers’ Association of Saint Louis. He 
has served as treasurer of the Cham- 
ber of Commerce of Saint Louis, and is 
presently a member of the executive 
committee and board of directors of the 
chamber. He is a director of the Key 


30iler Equipment Co. of East Saint 
Louis, Ill, and is also on the board 
of the Saint Louis Council of World 


A ffairs. 

As a vice president and board member 
of St. Luke’s Episcopal-Presbyterian 
Hospital, Mr. Doenges jis currently 
chairman of the hospital’s building com- 
mittee, directing a two and one-half 
million dollar construction project now 
under way. He is also an elder and 
trustee of the Second Presbyterian 
Church. Club affiliations in Saint Louis 
include the Missouri Athletic Club, 
Noonday Club, and Glen Echo Country 


Club. 





Elliott Says Hotel 
Rates Are Inadequate 


ADDRESSES N. Y. HOTEL MEN 





Advises Hotel Executives to Reduce 
Number and Severity of Accidents 
Through Effective Safety Programs 





Adverse experience of companies writ- 
ing general liability insurance for ho- 
tels indicates the need for rate revisions 
for these lines, Richard H. Elliott, as- 
sistant manager of the general liability 
division of the National Bureau of Cas- 
ualty Underwriters, told members of the 
New York State Hotel Association at 
their annual mid-summer meeting at 
Alexandria Bay, N. Y., June 15. 

During 1950, stock companies licensed 
to write casualty insurance in New York 
State suffered an aggregate underwriting 
loss for all bodily injury and property 
damage liability and collision insurance, 
other than automobile, of approximately 
$11,000,000, he said, pointing out that 
this business cost the companies $105 in 
claim costs and expenses for every $100 
of premiums received. In 1951, their 
aggregate underwriting loss was $18,- 
000,000 for these same lines of insur- 
ance, he said, which meant that th’s 
business cost the companies $108 for 
every $100 of premiums received. 


Must Increase Rates 

“Obviously, the insurance business 
cannot operate for long under conditions 
such as these,” Mr. Elliott stated. “In 
order to preserve their financial stability, 
insurance companies must increase their 
rates.” 

The principal reason underlying the 
rise in general liability insurance claims 
costs and expenses, the National Bureau 
representative said, is the inflationary 
spiral. Higher jury verdicts, higher claim 
settlements and increased claim frequen- 
cy he said, were other important fac- 
tors in rising claim costs. He pointed 
out that the average verdict for the 
plaintiff in liability suits in New York 
State increased 94% between 1940 to 
1950 and that the proportion of plaintiffs 
recovering also increased. 

One of the best answers to rising 
insurance costs, Mr. Elliott told the 
hotel executives, was to reduce the num- 
ber and severity of accidents in their 
hotels through effective and_ well-or- 
ganized safety programs. Reduction in 
the number and severity of accidents, 
he said, will be reflected in rates for 
general liability insurance. 


Underwriting Forum Dates 
The sixth annual underwriting forum 
sponsored by the Health & Accident 
Underwriters Conference will be held 
at the Netherland Plaza Hotel, Cin- 
cinnati, September 23-24. J. M. Wick- 
man, Mutual Life of New York, is 
chairman and C. M. Barry, Ohio State 
Life, is program chairman. The forum 
will be held just prior to the annual 
meeting of the Institute of Home Office 
Underwriters at the same hotel. 





Duncan Reid Memorial 
Awarded to Schoeffler 


WILLIAM F. SCHOEFFLER 


William F. Schoeffler, attorney in the 
New York City law department of the 
Fidelity & Casualty Co. of New York, 
a member of the America Fore Insur- 
ance Group, received highest honors this 
week at the graduation of Insurance 
Society of New York’s School of Insur- 
ance. He was presented with the Dun- 
can Reid Memorial first prize in casu- 
alty insurance contracts. 

Mr. Schoeffler won this distinction out 
of a class of 122 studying casualty con- 
tracts in a course devoted to the various 
aspects of business written by casualty 
companies. The Duncan Reid Memorial 
prize is awarded annually to the mem- 
ber of the course who excels in the 
pursuit of these studies. 

A native of New York City, Mr. 
Schoeffler is a graduate of Fordham 
College and St. John’s Law School. 

Immediately following his graduation 
from law school in 1947, he was con- 
nected with the firm of Glatzer, Glatzer 
& Diamond, attorneys. He joined the 
America Fore Group in July, 1948, as 
attorney for the Fidelity & Casualty 
Co. and is associated with the law firm 
of Caverly, Dimond, Dwyer & Lawler, 
attorneys for the company. 


Phoenix-Connecticut 


(Continued from Page 26) 


Phoenix companies were losing their 
444% and 5% corporate bonds, and, 


having to invest the funds in govern- 
ment bonds, they felt that preferreds 
were one way of bolstering their income 
in the fixed income category of securi- 
ties. Also, during much of this period 
the yields on equities were not nearly 
so high as they were in the post-war 
vears so that strictly from an income 








Life General Agency Franchise 
eAvailable 


For General Insurance Agency 


If your general insurance agency can qualify, 
this long established Eastern company can provide 
an attractive life insurance general agency franchise 
in one of three Eastern states. To arrange for inter- 
view, write to Box 2105, The Eastern Underwriter, 
41 Maiden Lane, New York 38. 
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standpoint there was less incentive to 
buy commons as against preferreds than 
there has been in subsequent years. 

The reduction in the Phoenix group’s 
preferred in recent years has been due 
to a combination of circumstances. Some 
of the issues advanced to a point where 
the yields were so low that there seemed 
little point in continuing to hold them. 
The spread in yields between preferreds 
and commons widened to ‘the extent that 
the Phoenix and allied companies 
thought they could employ the funds 
more profitably in the commons. This 
was especially true of public utilities. 
On at least one occasion and _ shortly 
after the outbreak in Korea the Phoenix 
companies embarked upon a _ program 
of eliminating their public utility pre- 
ferreds in favor of equities in that same 
group. 

Common Stocks 

In brief, when other outlets of in- 
vestment, such as commons and munici- 
pals opened up the Phoenix companies 
lost interest in preferreds. The com- 
mon stocks owned by the Phoenix com- 
panies have gone up in amount rather 
consistently since the end of 1942 when 
they stood at $13,412,000. Much of the 
change, of course, has been due to 
enhancement of market values. For 
example, from December 31, 1949, to 
December 31, 1951, the book value of 
the equities of the Phoenix companies 
increased only about $300,000,000 to 
around $29,300,000 on the latter date. In 
the same period, however, the market 
value went up $12,000,000 to $13,000,000. 
Over much of this period the Phoenix 
group was adding constantly to their 
equities, especially in the utility and 
industrial categories. j 

: Utility Holdings 

In this article comment has already 
been made on one of the reasons for 
building up the utility holdings. The 
increase in industrials was motivated 
generally by the finance committee’s 
views on the outlook for the expansion 
of the economy, but more particularly 
by the attractive prospects the commit- 
tee thought it saw in certain individual 
companies, corporations and industries. 
The committee felt that at the yields 
available one was being compensated for 
the risks assumed and it also impressed 
the committee that the Phoenix group 
was in position to assume the risk of a 
rather more extended position in the 
equity field. 

To summarize, this article illustrates 
the major shifts which have been made 
over the period discussed, and they are 
typical of the industry. Other shifts 
reflect a more individualistic policy. For 
example, there has been rather a sharp 
difference in policy on the subject of 
preferred in recent years. Some com- 
panies have been doing as the Phoenix 
group has done —reducing their total 
commitment in this field. Others have 
been building it up. 
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Group A. & H. Business 
Hits All-Time Records 


PREMIUMS PASS_ §2 BILLION 





Group Life, Annuities and All Forms of 
Disability Premiums at New 
Peaks in 1951 





Total premium income of all life, acci- 
dent and health and casualty insurance 
companies in the continental United 
States from Group insurance and Group 
annuity coverage during 1951 crossed 
the $2,000,000,000 mark for the first time 
in history, the annual survey of Group 
coverage by the Life Insurance Associa- 
tion of America showed. 

Last year’s premiums amounted to $2,- 
262,200,000 as compared with $1,862,800,- 
000 during 1950, according to the survey, 
which also showed that premiums from 
Group accident and health insurance last 
year were larger than from any other 
category of coverage for the first time 
on record. 

Group accident and health premiums 
were at an all-time peak of $853,100,000 
against $628,900,000 in the previous year. 
Next came Group annuities with a total 
of $784,900,000 in premiums compared 
with the 1950 aggregate of $674,600,000. 
Group and wholesale life insurance pre- 
miums totaled $624,200,000 against $559,- 
300,000. Both Group annuities and Group 
life also hit the highest levels in history. 

The increase of more than $200,000,000 
in premiums from Group accident and 
health insurance reflects the tremendous 
growth in insurance against the ex- 
penses of hospital, surgical and medical 
care during recent years as well as con- 
tinuing expansion of insurance providing 
weekly indemnity against loss of income. 
During the past five years the volume 
of Group accident and health premiums 
has nearly tripled. 

Nearly 18 Million Persons covered 

The number of people covered by in- 
surance companies under different types 
of voluntary health insurance plans also 
increased greatly during 1951. Insurance 
against loss of income resulting from 
disability, or weekly indemnity insurance 
as it is usually known, protected 17,- 
992,000 persons at the end-of 1951, as 
compared with 15,104,000 a year earlier. 
Outstanding policies under this type of 
protection, the oldest form of accident 
and health insurance on a_ voluntary 
basis in the United. States, provided to- 
tal coverage of $423,800,000 in 1951 and 
$365,100,000 in 1950. 

The survey showed that 12,132,000 em- 
ployes and 14,531,000 dependents were 
protected against hospital expenses un- 
der Group insurance at the end of 1951, 
making a total of 26,663,000. The 1950 
total of 22,305,000 consisted of 10,057,000 
employes and 12,248,000 dependents. 

Group insurance against the costs of 
surgical care covered 12,586,000 employes 
and 13,790,000 dependents at the end of 
1951, a total of 26,376,000. Corresponding 
1950 figures were 21,219,000 total, 10.309,- 
M00 employes and 10,910,000 dependents. 

Growth of Medical Expense 

Group medical expense insurance, the 
newest form of voluntary health insur- 
ance, was extended to 7,946,000 persons 
at the end of 1951, including 4,530,000 
employes and 3,416,000 dependents. The 
1950 aggregate of 5,644,000 people was 
made up of 3,465,000 employes and 2,- 
179,000 dependents. Included in this 
category are small numbers of people 
covered by the new experimental forms 
of major medical expense or catastrophe 
coverage. 

In addition to the persons protected 
against hospital, surgical and medical 
expense by Group insurance, many mil- 
lions are covered by the individual acci- 
dent and health policies of insurance 
companies and by Blue Cross, Blue 
Shield and other organizations. The to- 
tals protected by all types of voluntary 
coverage are reported annually in a sur- 
vey prepared by the Health Insurance 
Council. This year’s edition of this sur- 
vey will be published about the end of 

une. 

Coverage of $19,539,400,000. was_pro- 
vided to 9,470,000 persons under Group 


accidental death and dismemberment 
plans at the 1951 year-end. In 1950, the 
number of persons was 8,073,000 and 
coverage was $16,217,100,000. 

When 1951 ended, there were 21,011,000 
persons in the United States covered by 
$54,293,200,000 of Group life insurance 
under 61,450 master policies. These to- 
tals compared with 19,006,000 persons, 
$47,638,400,000 of Group life in force and 
55,840 master policies in 1950. 

Group creditor’s life insurance, which 
covers unpaid balance of loans made by 
banks, mortgage firms or other lenders, 
was extended to 9,077,000 persons under 
11,550 master policies at the 1951 year- 


end. The amount in force was $3,585,- 
800,000. In 1950, 8,572,000 people were 
protected under 10,230 policies in the 
amount of $3,148,500,000. 

Wholesale life insurance showed slight 
declines in coverage as compared with 
1950. There were 277,000 individuals cov- 
ered with $552,400,000 of such insurance. 
The fact that this type of coverage de- 
clined in volume is probably due to the 
tendency of Group insurance contracts 
to be written covering smaller employe 
units than in the past. 

A marked rise was recorded in Group 
annuities which were covering 2,535,000 
persons at the year-end under 3,030 mas- 


Miller’s CIO Articles 
Reprinted as Pamphlet 


The Journal of Commerce of New 
York has reprinted in pamphlet form 
a series of recent articles by Elmer 
Miller, its insurance editor, on the CIO 
and its campaign to put disability bene- 
fits under state control. 





ter policies. An annual income of $721,- 
800,000, mostly in fully paid-up units, 
was provided at the year-end. Additions 
will be made over the years as additional 
premiums are paid. 








elle. 


r tT 











CASUALTY 
FIDELITY 
SURETY 
































Noth Mmevcan 


Casually and Surely 











161 EAST 42nd STREET 
NEW YORK 17, NEW YORK 














Page 50 














June 20, 1952 





Stock Company Losses 
Increased by 26.6% 


SPECTATOR PUBLISHES CHART 





Casualty Companies Dropped From 1950 
Underwriting Profit to Underwriting 
Loss of $83,818,533 in 1951 





Losses incurred, including adjustment 
expenses, for 135 stock casualty compa- 
nies jumped from $1,406,710,348 in 1950 
to $1,781,814,427 last year, an increase 
of 26.6%, according to figures just pub- 
lished in the Spectator Handy Chart. 

The ratio of losses incurred to pre- 
miums earned for 1951 was 67.3%, com- 
pared with 58.7% for 1950. As a result 
of these increased losses, those compa- 
nies dropped from an_ underwriting 
profit of $53,315,041 in 1950 to an under- 
writing losk of $83,818,533 in 1951 on a 
statutory | eae : 

The Spektator’s statisticians pointed 
out that this loss would have been even 
greater exfept that company manage- 
ment was hble to trim the ratio of un- 
derwriting | expenses incurred to pre- 
miums earhed down to 35.9% last year, 
as compar¢d with 37.4% the year pre- 
vious. 


aSiS. 





Write Fire Lines 
Compani¢s designated as stock casu- 
alty companies in the Handy Chart are 
those companies which have been tradi- 


tionally so designated, or which do their 
greatest Pe aie of business in casu- 
alty lines. [Actually these “casualty com- 
panies” wrote nearly $40 million in fire 
insurance lines (not including automo- 
bile physical damage) an increase of 
more than 86% over the year before 


in this type of business. 

The poor experience of the casuz ilty 
companies was felt through all segments 
of the industry. Underwriting profits 
for 509 stock fire and casualty compa- 
nies (obtained by compiling figures from 
the Handy Chart with figures from the 
Spectator Fire Index, published earlier) 
were dropped to one-tenth of 1% of 
earned premiums. On earned premiums 
of $5,369,689,593, these 59 companies had 
a statutory underw riting profit of $5,- 
806,382, about 3% of the underwriting 
profit of $182,430,219 for 1950. 

Casualty companies shown in_ the 
Handy Chart accounted for 48.7% of the 
total volume of fire and casualty insur- 
ance written last year, compared with 
47.5% for 1950. Their premium writings 
in 1951 were $2,792,944,370, an increase 
of 15.1% over 1950, out of a total volume 
for 509 fire and casualty companies of 
$5,739,014,854. The 1950 total for the 
other-than-life business was $5,103,289,- 
695. 

Pure Fire Premiums Largest 

The Spectator statisticians also pointed 
out that pure fire insurance is the largest 
line written by fire and casualty com- 
panies. In 1951 this line pec Ar for 
227% of all premiums written, or $1,- 
302,371,735. In 1950 the comparable fig- 
ures were 23.3% and $1,190,298,298. 

Automobile physical damage premiums 
accounted for the second largest portion 
of the written premiums with $955,936, - 
517 in 1951 compared with $904,131,501 in 
1950. Automobile liability premiums ac- 

counted for another $752.183,355 in 1951, 
against $656,586,040 in 1950. Automobile 
propertv damage premiums written by 
509 stock companies reached $377,098,631 
in 1951, compared with $332,867,455 in 
1950. 

These three automobile lines increased 
about 10% between 1950 and 1951, going 
from $1,893,584,996 in 1950 to $2,085,218, - 


503 last year. 
Over-all property insurance premiums 
increased some 12.5% in 1951 according 


to The Spectator, but one of the largest 
gains was registered in accident and 
health lines which jumped 26.0%. Indi- 
vidual accident insurance premiums 
written went from $66.7 million in 1950 
to $728 million in 1951. Individual 
health premiums increased from $40.8 
million in 1950 to $48.1 million last year. 
Group accident and health, the largest 


A. & H. line, jumped from $206.9 mil- 


lion in 1950 to $277.6 million in 1951. 
Non-cancellable A. & H. went from $374 
thousand in 1950 to $461 thousand last 
year. 


A. & H. Volume Nearly 400 Million 


Total accident and health volume in 
premiums written by these 509 stock 
companies reached a total of nearly four 
hundred million dollars during 1951. 

Total admitted assets of the 135 stock 
casualty companies shown in the Handy 
Chart increased from $,320,692,100 in 
1950 to $4,704,241,403 at the end of 1951. 
Total liabilities were $2,898,167,182 at 
year-end 1950 compared with $3,249,401,- 
113 on December 31, 1951. 

Surplus to policyholders increased 
from $1,425,524,918 at the end of 1950 
to $1,454,840,290 at year-end 1951. 

The 1952 Spectator Handy Chart 
shows the principal operating figures for 
135 stock, 209 mutual and 43 reciprocal 
organizations. Copies are available at 
$2.50 each from the New York office at 
100 East Forty-second Street, New York 
17, or Chestnut and 56th Streets, Phila- 
delphia 39. 


N. Y. Society Prizes 


(Continued from Page 36) 


thony P. Bellucci, New York Life; J. J. 
Nietman, Jr., instructor and donor of 
prize. 

Principles of life insurance: John E. 
Hammond, Guardian Life; prize awarded 
from the Albert G. Borden Memorial 
Fund. 

Ocean Marine: Cargo, Fall, 1, Charles 
E. Barry, Atlantic Companies (Atlantic 
Mutual — Centennial); 2, Godtfred 
Holmvang, Francis C. Carr & Co., Inc.; 
3, Daniel D. Haber, Weissman & Weiss- 
man, Inc.; Spring, 1, Agnes T. Martin, 
Marsh & McLennan, Inc.; 2, Wendell 
B. May, Liberty Mutual Fire; 3, John 
Lyman, Great American, prizes awarded 
by the Atlantic Companies (Atlantic 
Mutual—Centennial). 





America. 


cess for any live wire agent. 


benefits? It's a dandy! 


J. B. TREUSCH, Vice President 
Philadelphia 7, Pa. 





DON'T PASS UP 
A BIG OPPORTUNITY 


To make more money and represent one of the fastest 
growing and most progressive A & H companies in 


The National’s comprehensive disability portfolio in- 
cludes the most liberal and most competitive contracts ever 
offered combined with liberal underwriting that spell suc- 


Have you seen our new Hospital Contract— 


sold with or without miscellaneous and surgical 


GENERAL AGENCIES AVAILABLE — WRITE TO 


NATIONAL ACCIDENT & HEALTH 
INSURANCE COMPANY 


OF PHILADELPHIA 





CHARLES J. BERLIN 


PASSES 





Assistant Secretary, Hartford A. & I., 
on Staff of Company Since 1916, 
Was Native of Sweden 
Charles J. Berlin, assistant secretary 
of the Hartford Accident & Indemnity 
Co., died at Hartford Hospital, June 16, 
after a brief illness. Mr. Berlin, who 
had been a member of the staff of the 
Hartford A. & I. since 1916, was born 
January 11, 1887 in Sweden. He was 
educated in public schools in New 
Britain, Conn., and his first business 
connection was with the Russell & Er- 
win Manufacturing Co. of New Britain. 
Assigned to payroll audit work with 
the Hartford, Mr. Berlin was_trans- 
ferred to Buffalo, N. Y., in charge of 
that activity there in 1919, and in 1924 
was made superintendent of the payroll 
audit department at the New York City 
office. On January 1, 1930 he returned 
to the home office in Hartford as office 
manager. He was elected an assistant 
secretary of the company in February, 

1937. 

Surviving Mr. Berlin are his wife, 
Mrs. Mabel M. Berlin of 113 Clifton 
Avenue, West Hartford; his son, Rich- 
ard Berlin of Boston; his daughter, Mrs. 
Joseph Annino of Springfield, Mass., 
and four grandchildren. 

Mr. Berlin was a member of the Odd 
Fellows Lodge of New Britain, the Hart- 
ford Golf Club, the Two Hartfords’ 
Men’s Club and the 25-Year Club. 


Home Indemnity Promotes 
Devlin in Suburban N. Y. 


James T. Devlin, formerly head un- 
derwriter in the Westchester County, 
N. Y., field office of the Home Indem- 
nity Co., has been promoted to special 
agent with supervision over the West- 
chester-Staten Island field under the 


direction of Manager Joseph A. O’Brien. 
Mr. 


June, 


Devlin joined Home Indemnity in 
1951. 


244 Se. 8th Street 





VIRGINIA COMP. RATES RISE 





State Corporation Commission Orders 
Average Increase of 20%; Adopts 
Profit Provision of 1.5% 

A 20% average increase in Virginia 
workmen’s compensation insurance rates 
has been ordered by the State Corpora- 
tion Commission to be applied to new 
and renewal business on and after July 
1. In addition an 11.3% increase has been 
ordered on outstanding policies as of 
that date because of increased benefits 
provided by the 1952 session of the Gen- 
eral Assembly. 

The order represents an approval, as 
filed, of all the rate proposals made by 
the Compensation Inspection Rating Bu- 
reau of Virginia on the advice of the 
National Council on Compensation In- 
surance with the exception of the adop- 
tion by the Commission of a_ profit 
provision of 1.5% in lieu of the 2.5% 
recommended by the council and filed by 
the Virginia Bureau. Since 1949, Vir- 
ginia eet rates have contained 
no profit factor. 

. I. Evans of Columbus, Ohio, repre- 
senting the Virginia Manufacturers As- 


sociation, testified at the hearing held 
in Richmond on May 27 and 28 that 
the average increase should be 7.6% 


on new and renewal business and that 
no increase should be allowed on out- 
standing business. 

The new manual rates ordered by the 


Corporation Commission represent, in- 
creases of 122% for manufacturing 
classes, 25.8% for contracting classes 
and 21.7% for all other classes; the 
average being 20%. 

The Workmen’s Compensation In- 


spection Rating Bureau of Virginia, 
which made the filing, was represented 
at the hearing by its attorney, M. Wal- 
lace Moncure of Richmond, E. E. Cad- 
mus, manager, and by two representa- 
tives of the National Council, William 
Leslie, Jr., assistant manager, ‘and John 
H. Boyajian, assistant actuary. 


New Jersey Association 


Awards Safety Plaque 
The city of Newark, N. J., held its 
36th annual Court of Honor of New- 
ark Schools’ Safety Patrol, June 13, at 
the Arts High School. The Casualty 
Underwriters Association of New Jer- 
sey donated the plaque which was 
awarded as first prize in Division 1 of 
public schools to Ridge Street School 
in Newark. Presentation was made by 
John W. Young, London & Lancashire 
Indemnity Co., Newark, former presi- 
dent of the Casualty Underwriters Asso- 
ciation of New Jersey. 


Carlson Asks Agents’ Help 


(Continued from Page 38) 


than $200,000,000 on auto liability lines. 

“In our revisions this year,” he stated, 

“we shall adjust the rate relationships 
from territory to territory within a state 
as well as adjust the statewide rate 
levels. The revisions will be based upon 
detailed experience by classification and 
territory developed by trend factors to 
the rate levels that may be antici- 
pated as necessary for the middle of 
1953, which is the average date of acci- 
dent occurrence. under the policies for 
which we are now making rates. It may 
be noted that the average claim settle- 
ment date on those policies will be 
well along in 1954.” 

He further stressed that when a rec- 
ognizable trend develops it is utterly 
unrealistic not to reflect that trend 
in the ratemaking procedure. This, he 
said, is what has happened in recent 
years on the automobile liability lines. 

“Our objective is to establish rates, 
in the light of all known information, 
that to the best of our judgment are ade- 
quate and not excessive,” Mr. Carlson 
declared in closing. “Adequacy cannot 
be secured if allowance is not made 
currently for continued increase in 
average loss costs beyond that period 
in the past for which we have experience 
to the period during which the rates are 
to be effective.” 
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FIRE- MARINE: how SURETY 


Ay 


Total Admitted 


Firemen's Insurance Company of Newark, N. J. $12,275,000. $108,470,990. 


Organized 1855 


Girard Insurance Company of Philadelphia, Pa. 1,000,000. 10,711,510. 
Organized 1853 


National-Ben Franklin Insurance Co. of Pitts., Pa. 1,000,000. 10,476,694. 
Organized 1866 


Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 28,159,650. 
Organized 1852 
The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 36,291,676. 
Organized 1874 
Commercial Insurance Company of Newark, N. J. 2,000,000. 42,686,336. 
Organized 1909 
Royal General Insurance Company of Canada 100,000. 433,385. 
Organized 1906 
Pittsburgh Underwriters - Keystone Underwriters 


HOME OFFICE 
10 Park Place 


WESTERN DEPARTMENT 
Newark |, New Jersey 


120 So. LaSalle Street 
Chicago 3, Illinois 
eitAl Sto 


a - 

SOUTHWESTERN DEPARTMENT py Standard 
1 protection 2y 

912 Commerce Street Ds A 


Dallas 2, Texas 
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CANADIAN DEPARTMENTS 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 
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FINANCIAL STATEMENTS DECEMBER 31, 1951 
VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Liabilities Surplus to 


Companies Capital Assets (except capital) Policyholders 


$61,257,086. $47,213,904. 
6,979,138. 3,732,372. 
6,617,586. 3,859,108. 
17,868,349. 10,291,301. 
27,904,445. 8,387,231. 


33,078,793. 9,607,543. 


6,568. 426,817. 


PACIFIC DEPARTMENT 
220 Bush Street 
San Francisco 6, Calif. 


FOREIGN DEPARTMENTS 
102 Maiden Lane 
New York 5, New York 


206 Sansome Street 
San Francisco 4, Calif. 
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1258 STATA STeRSeat, 
SPRINGFIELD, MASSACHUSETTS 





THE SPRINGFIELD GROUP 


SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY - SPRINGFIELD, MASS. 
NEW ENGLAND INSURANCE COMPANY - SPRINGFIELD, MASS. 
MICHIGAN FIRE AND MARINE INSURANCE COMPANY .- DETROIT, MICHIGAN 


OF INSURANCE COMPANIES 
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